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If you were to ask what single 
word best described the Chil- 
dren’s Vehicles in the ‘‘Pioneer”’ 
line, we would unhesitatingly 
say “Quality is the word.” 


Under the quality ‘Pioneer Line’ there is a 
complete assortment of sizes and styles built in 
Juvenile Automobiles, All Steel Racers, Coasters, 
Express Wagons, Velocipedes, Scooters, Tot 
Bikes, Hand Cars, Toy Barrows and Doll Carri- 
ages, Strollers and Sulkies. Practically every 
demand and requirement in Juvenile Vehicles 
may be supplied from the “Pioneer Line.”’ 




















It means that Gendron vehicles 
feature the newest and latest de- 
velopments—are designed by a 











ASK firm of 53 years’ standing—are 
YOUR built and finished by men of long 
JOBBER experience working with the 





most modern appliances. 


Gendron Juvenile Vehicles are built for 
children to fit children to be used by 
children and to please the children. 
With this policy behind the “Pioneer 
Line”’ you, as a dealer, cannot go wrong in 
stocking and selling this famous line. 

















THE GENDRON WHEEL CO. 
Toledo, Ohio 
U. s. A. 
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for Cuidrens Vehacles is — 
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50 PIECE CHEST : 
without charge wT 
Set for price of silverware alone capes 


¢* 





lhe Stuverplate 
lilustrated is the 

“Ancestral” 
Pattern 





The New 
50)-Piece “Special” Chest Set 


Just as our 26-piece “Special” Chest has helped the dealer to increase his unit of 
sale from the half-dozen to the 26-piece set, so this new 50-piece “Special” Chest 
will help you to increase the 26-piece to a 50-piece sales unit. Write Sales 
Promotion Dept., International Silver Co., Meriden, Conn. 


1847 ROGERS BROS. 


Pier GRPLATE 
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Here are two thorough-going tools of 
real outstanding merit. Made for the 
craftsman that buys the best! 


V & B Vanadium hammers are made 
from special V & B formula vanadium 
steel, and handled with the finest hand- 
shaved, second growth white hickory. 
Octagon necked, and round faced— 
with a special non-slip claw that firmly 
grips either a brad or a spike. 


V & B Unbreakable Planes are drop 
forged—not cast—from a solid bar of 
V & B super-steel. They stand the 
falls that would break an ordinary 
plane. Furnished with all vanadium 
steel blades and walnut handles, in the 
popular sizes you will want. 


Two tools that will give you additional 
sales at a nice profit! 


MANUFACTURING COMPANY 
Makers of Fine ‘Toots 
2114 Carroll Ave.~ ~ Chicago, i, U.S.A. 
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Not the least attraction 
is—the price 























New Tool! 
Millers Falls 
Breast Drill 
No. 120 


Specifications 
Chuck—three jaw. Improved 
protected springs. 
Capacity—0-%” round shanks. 
Speeds—2. 
Bearing—Ball thrust. 


Gear Ratio—Even and 3 tol 
—Changed by pressing 
spring andshiftinglargegear. 


Cut Gears. 
Pinion of steel. 
Adjustable breast plate. 


Frame—rolled steel and cast 
iron. 


Large gear enameled red. 


Iron frame and breast plate 
enameled black. 


Other metal parts polished. 
Lengch15°s”. Weight 5’4 Ibs. 


HE handy-man-about-the- 
house—the Sunday me- 
chanic—is buying more tools. 
He is taking a heavier part in 
the tool market. Now this man 
wants good tools, but he wants 
them at moderate prices. 


There’s a trade situation. Here 
is Millers Falls New Breast 
Drill No. 120—designed to 
meet the situation—part of 
Millers Falls policy of Com- 
plete Lines. 


No. 120 offers exceptional tool 
value for its price. Read the 
specifications. Remember, it’s 
a Millers Falls Tool—it has to 


be good. 


The new drill is a little lighter, 
smaller, simpler. The big dif- 
ference is in the price. It ought 
to stir up a lot of new breast 
drill business foryou and for us. 


MILLERS FALLS COMPANY 


MILLERS FALLS, MASS. 
28 Warren St. 9 So. Clinton St. 
New York Chicago 





MILLERS FALLS 
TOOLS 
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@ SILVER AW 


STEEL 
ATKINS No. 53 


Here is a saw that appeals to high class 
mechanics for general carpentry work. 
It is the most popular saw on the market 
today. The blade is genuine SILVER 

STEEL, Atkins ex- 
clusive damaskeen finish. Skew 

back, regular or ship pattern. 


Improved Perfection handle of 





























taper ground. 


applewood, embossed, highly 
polished. Fastened to blade 
with three nickeled screws 


and medallion. 





back; regular pat- 
tern, straight back; 
ship pattern, straight 
back. Fitted with 
Improved Perfection 
Handle which pre- 
vents wrist strain. 





Another popular saw; a companion 
to No. Straight back, regular 
or ship pattern. Silver Steel blade, 
fitted with Improved Perfection 
Handle. 


The No. 51. Made of Silver Steel, regular or 
ship pattern. Applewood handle of the old 
style block pattern, polished and embossed. 


ESTABLISHED 1857 
Machine Knife Factory: 
Lancaster, N. Y. 


Home Office and Factory: 
Indianapolis, Ind. 


Atlanta Minneapolis 
Chicago New Orleans 
Memphis New York 


Paris, France 





This is our best Saw. 
Preferred by master carpenters. 
regular pattern, skew back; 
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Other Popular Patterns ™ 4 


The Four Hundred 
Furnished in 
ship pattern, — 
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Portland 

San Francisco 

Seattle 
Vancouver, B. C. 






Atkins No. 400 





Atkins ae 65 








Atkins No. 51 


Order a Stock from Your Nearest Source of Supply 


E.C. ATKINS & COMPANY 


The Silver Steel Saw People 


Canadian Factory: 
Hamilton, Ont. 
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Beware of Initations/, 
These PATENTED Lugs 


Prevent the 
Bendin g of Small Pipe 


Like the original Vise, this later im- 
provement was patented by Williams. 
Also like the Vise, itself, this feature is 


being imitated. 


But, since no other manufacturer has 
the right to use it, purchasers desiring to 
avoid infringement are advised to accept 


only 
The Genuine 
Williams’ “‘Vulcan”’ 
Chain Pipe Vises 


The Lugs eliminate the otherwise in- 
evitable bending under strain of the chain, 
the small sizes of pipe used in Nos. ! and 
2 vises. They bridge the gap between the 
jaws and support the pipe rigidly. 


Be sure your Vise is a Genuine Will- 
iams “Vulcan’’—not an imitation or in- 
fringement that cannot be continued. 
Literature > 


J. H. Williams & Co. 


“The Drop-Forging People” 
New York BUFFALO Chicago 





CHAIN PIPE VISE 
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PERFECTION 
MITRE BOX 








Wins Friends Through Appearance, 
| Keeps Them Through Performance 


By the Way! 


Have You Ever Realized That We Have 
Manufactured ICE SKATES for 70 Years? 


It Is Something to Remember 


HARDWARE COMPANY 








TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 


Established 1854 Incorporated 1864 




















HARDWARE AGE 


May 7, 1925 


A quick cooker—a quick seller 
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HERE is one oil range that 

focuses a greater percentage of 
heat on the cooking than any other 
high-powered range. This is the 
range that women like. It cooks 
both quickly and economically. 


This oil range is the Florence. 
Notice the picture of the Florence 
burner on the right. Notice how 
close the flame is to the cooking,how 
the heat is focused directly on the 
bottom of the pot. Intense heat it is, 
too. Not the heat of a wick flame, 
but the heat of a kerosene-gas 
flame. The Florence focuses a greater 
percentage of heat on the cooking 
than any other high-powered oil 
range. 

It is this focused heat which 
makes the Florence a quick seller. 
When a woman finds out how quick- 
ly the Florence cooks, she knows it 
is the range she wants to buy. 


Many other selling features 


But focused heat isn’t the only 
reason why women who know prefer 
the Florence. There are manyothers. 

There is the spirit level, which in- 
dicates how to adjust the clever 
leg leveling devices so as to insure 
the even flow of oil to each burner. 

There is the remarkable oven 
with its ‘‘baker’s arch” and patented 
heat distributor, which evenly dis- 
tribute the heat and keep food from 
burning on the bottom. And then 
there’s the heat indicator on the door 
of the oven which shows the amount 
of heat inside—a great convenience. 


There is the non-breakable metal 
oil tank with the glass window. 
And the heat regulator, which con- 
trols the heat throughthirteen stages 
from simmering to sizzling. 

Finally, there is the sturdy con- 
struction of the frameofthe Florence, 
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and its exceptional 
beauty of design, which 
makes it an ornament 
in any kitchen. 


Big national campaign! 


A nation-wide advertis- 
ing campaign is telling 
millions of women about 
focused heat and the 
many other Florence 
features. 

Through the maga- 
zines, through the farm 
papers, and through 
hundreds of newspapers 
the women right in 
your own community 
are learning that the Florence is 
the oil range that cuts down kitchen 
drudgery. 


Enthusiastic boosters 


Do you want these women to be- 
come enthusiastic boosters for you 
and your store? 

Then see that the Florence is the 
oil range they buy! 

The Florence is the range which 
best serves them. It is the range 
about which they will be most eager 
to tell their friends. 

Hundreds of merchants have writ- 
ten us that, because the Florence so 
pleases their customers, it is the 
range on which they have centered 
their selling effort. And, through it, 
they have built up their oil range 
business from a few stoves a year to 
carloads. 


Fine dealers’ proposition 


Write us for complete facts on the 
Florence. They talk for themselves. 


Focused heat 
speeds up cooking 
It speeds up sales 





‘““Money talks’”—and the Florence 
is certainly the money-maker among 
oil ranges. 

When you receive the details of 
our unusually attractive dealers’ 
proposition, you will see why we 
are so discriminating in the kind 
of dealers we seek—why we want as 
Florence dealers only the best 
merchants. 


Send us the coupon today. It will 
pay you well. 





Why the Florence is a 
money-maker 


Flessnes allows a liberal mark-up— 
well above the average. 


Florence is the range that most per- 
fectly suits women’s requirements. 
One of the most widely advertised 
ranges. 


Extensive co-operation given to mer- 
chants and retail salesmen who sell it. 
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FLORENCE al 
Oil Range 


Above are three double-page 
spreads on the Florence which ap- 
pear during April, May and June. 
These spreads cost $51,000. 

A few of the magazines carrying 
Florence advertising are shown on 
the right. Many of the advertise- 
ments in these are full pages in 
four colors. In addition to the 
magazines, Florence advertising 
appears in hundreds of newspapers. 


Millions of women will read 
about focused heat and the many 
other Florence features in this un- 
precedented campaign. 





These are the Florence kindlers, or starting 
rings. They are made of asbestos. They are not 
wicks. They do not char down. They don’t 
have to be trimmed. 
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FLORENCE «© 


ENCE STOVE COMPANY. GARONER. MASS.US AJ) 











Oil Range 


FLORENCE STOVE COMPANY 
Park Square Building, Boston, Mass. 


Division Offices: New York, Chicago, Atlanta, 
New Orleans, Dallas, Denver, Detroit, Cleveland 


Makers of Florence Oil Ranges, Florence Ovens, 
Florence Water Heaters and Florence Oil Heaters 


Made and Sold in Canada by McClary’s, London 





Above is a picture of the Florence Range with 
built-in oven, finished in lustrous white 
enamel. This range is designed for women who 
want something better than the average and 
are willing to pay for it. Many merchants 
make it a leader. 








© 1925, F. S. Co. 


FLORENCE STOVE CoO. 
1011 Park Square Bldg., Boston, Mass. 


Gentlemen :— 
Please mail me a copy of your catalog. 
Also full details on your proposition. 


Name 
Address 
City State H 
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THE NEW 


No. 2510 RATCHET BRACE 


PATENTED SEPTEMBER 16, 1924 





HARDENED STEEL ADJUSTABLE 
SHELL AND JAWS COLLARS 
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ROLLER BEARING 
STEEL CLAD HEAD 
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PATENT RATCHET 
LONG TOOL STEEL 
DOGS WITH I4’ BITE 


DROP FORGED SOCKET 
WITH HARDENED RATCHET 
TEETH 


Square shanks, round shanks, taper shanks—they are all the same to the chuck of this 
wonderful new Brace. 


It is a universal chuck—meaning all the word implies. Its nicely knurled shell of large 
diameter is turned from a solid bar of steel, hardened and given a pleasing black oil finish. The 
nose is hexagonal with a |1/16-inch hole. The largest expansion bit shank will slip through it 
with ease. The shanks slip through the jaws into a tapering slot in the chuck shank, which stands 
most of the twisting grief, leaving the chuck jaws to center the finished round shank of the drill. 
The large diameter of the shell gives unusual clamping power by hand. If still more is wanted 
turn down the shell by putting a wrench on its hexagonal nose or stick it in a vise and turn it 


up with the sweep. 


That's some chuck, but it’s no finer than the new patented ratchet mechanism back of it. Ratchet teeth 
are machined the entire length of the head—I% inches. The hardened tool steel dogs are set in milled slots 
in the steel chuck shank. These hardened dogs engage the teeth for 114 inches, giving a bearing that nothing 
short of a super man can strip. The ratchet control is in the knurled washer just above the head. 


The head and handle are polished rosewood. The head is steel clad running on dust proof roller bear- 
ings. The handle runs between adjustable collars. The ratchet head is nicely finished in baked on toolsmith’s 
red enamel, making a pleasing contrast to the black finish of the chuck shell and jaws. All other exposed 
steel parts, including the heavy sweep, are heavily nickel plated. 


GOODELL-PRATT COMPANY 


GREENFIELD, MASSACHUSETTS, U. S. A. 
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GOODELL-PRATT 
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Pronounced the Finest 
Line of Felt-Base Rugs 
Ever Made! 


N THE following pages you 

will find some of the new 

patternsof the Certain-teed FLOORTEX 

Rug line and much of interest 
about them. 

They offer the most unusual 


and striking selection of designs that 
has ever been put on the market. 


eee es 


Although these patterns are new, 
these FLOORTEX Rugs are already 
bringing big profits to dealers— 
giving them a good share of the fast- 
increasing felt-base rug demand. 


Turn over this page—a revelation hess 
in new patterns awaits you Mx, 


\ 














12 of the 22 Sensational 





PATTERN NO. 1018 PATTERN NO. 1019 PATTERN NO. 1020 


+ 


PATTERN No. 1021 PATTERN NO. 1022 | PATTERN NO. 1023 








Taking the Market by Storm 


HESE rugs have been designed by one of the largest and best known 
firms of commercial designers in the world, internationally known 
as creators of beautiful, exclusive fabric and rug patterns. Behind this 
attractive line are years of experience in testing out designs for their 
saleability, resulting in rugs of unusual popularity. 





FLOORTEX rugs are taking the trade by storm, although they have been 
on the market only a few months. You can build good business by 
stocking them now, and share in the ever increasing demand. 


Certain-leed FLOORTEX RUGS | 











- Patterns of FLOORTEX Rugs 
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PATTERN NO. 1009 PATTERN NO. 1010 


PATTERN NO. 1008 


PATTERN NO. 1012 POET See | PATTERN NO. 1015 
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Let These ‘Prices “Build Profits For You 


# KX ty ft. « $4.66 ro jobbers will supply you with 


FLOORTEX Rugs at these prices, F. O. B. 
1 
7% x te ee 5.81 
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our mills, carload freight only added at other 
distributing points. 
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9 x 9g 6 7.00 This Guarantee Protects You 
' 

10 16 , 8.1 6 If, when you receive these rugs, you don’t think i 

9 x 2 « them the best felt-base rugs you | - i 
ou have permission we ) 

66 ever saw, y wt | 

ag x1izZz a 9.32 to immediately return them. Lae 
Prices subject to change without notice : ° Xp | | | 

: Certain-teed Linoleum and Felt-Base H 

Above are dealer’s net Prices F. O. B. Philadelphi ‘ ° | 
_ ——— a roll goods can be bought in combina- t 


Terms 2% 10 days—30 days net tion with FLOORTEX Rugs. 





Certain-teed Floor Coverings Comprise a 
Complete Line of Linoleum and Felt- 


Base Products. All Can Be Bought at 


Attractive Prices. 


Certain-teed Battleship and Plain Linoleum 
Commercial Battleship and Plain Linoleum 
Certain-teed Cork Carpet 

Certain-teed Inlaid Linoleum 

Certain-teed Printed Linoleum 

Certain-teed Printed Linoleum Rugs 
Certain-teed FLOORTEX (Felt-Base) 

Guard FLOORTEX (Felt-Base) 

Certain-teed FLOORTEX Rugs 


CAll of the Lines are cAttractive 
and Trade-compelling 


There is a Certain-teed distributor near you who 
carries a full line of Certain-teed floor cover- 
ing products and can give you prompt service. 





Certain-teed Products Corporation 
Sales Offices 
Portland, Ore. 


Atlanta, Ga. 
oo Chicago, II. Des Moines, Ia. Indianapolis, Ind. Memphis, Tenn. New York, N. Y. : ; 
woltianssn, Std. Cincinnati, Ohio Detroit, Mich. Kansas City, Mo. Minneapolis, Minn. Philadelphia, Pa. a pag ag 


9 “7 Cleveland, Ohio Houston, Tex. Los Angeles, Calif. New Orleans, La. Pittsburgh, Pa. San Beancieco, Caltf. 
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Increase Sales 





: Rapid turnover and a good margin of profit 
are assured when you carry a stock of Simonds 


Blue Ribbon Line Hand Saws. These are high 


quality Saws that are absolutely guaranteed. 





Write for our catalog and selling proposition. 






SIMONDS SAW AND STEEL Co. 
Fitchburg, Mass., Chicago, Ill. 
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New Business jor Live Dealers 


A Remarkable New Type 
of Yale Flashlight 


To Retail for $1.00 Complete 
With Two (YALE) Mono Cells 


and Edison Mazda Bulb 


ERE is the simplest Flashlight on the 


market—only seven parts—all inter- IMPORT ANT 


changeable — genuine Yale quality from the 














n ap. 
lens to the end cap Get Busy Now! This new Yale Flashlight 
Not a toy, but a real flash light in every No. 2502 is sold in units of 15 Flashlights and 30 
Mono Cells—packed in a complete and attrac- 


sense of the word. tive counter display, handsomely lithographed 
as illustrated below. 


is an illustration of this new Flashligh 
Below 1s an illustration of this new Flashlight Your customer gets a complete outfit for $1.00 


—there is no contact switch to go wrong— —you make a good profit by enjoying a quick 
no contact strip to corrode or break. turnover on a small investment. 
, : ' Don’t delay—order today. Your jobber has 
It is a simple, neat, wonderful Flashlight, them or can a them for a , 











perfectly made. 
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Another full page in the Post 


oe 7 the wrenches should be the 
revsnctth ine 10-inch size and the 
a ion e any of the larger sizes in 
pote LSON line that the car-owner 
_ This advertising will be work- 
= or you if there’s a STILLSON car 
on your counter and a STILLSON 


full-line sta 
nd o : : 
store. n display in your 


CO., Boston, Mass. 


Sales Uni istri 
nits and Distributors in All Principal Cities 
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As Advertised in 

The Saturday 
Evening Post ! 
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borrowings of the one too 

For your owe ase it’s mighty handy 
to the tool kit ia your car and 
rods, piping and odd-shaped lugs that no ¢ 
can turn. 

But you really need 1 
of odd jobs round the 
automobile, so that you ane 
borrowing one oF the other. 
dealers sell all sizes of Stillsons f 
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“The Handy Helper in Every Home” 
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Putting new life into 
business with this 


May 7, 1925 


store to look at coal ranges. She’s 

been shopping around, of course, and 
has seen a number of the old-fashioned, 
low-oven types. 


What an advantage you will have in 
showing her the handsome, enameled Es- 
tate El-O-Range—the new coal range with 
the “upstairs oven.” 


GS sore 00 a woman comes into your 


No bending—no stooping 


Like the cabinet type gas range, El-O-Range 
has an oven that’s easy to get at. It makes 
baking a real pleasure. And because wo- 


beauty in a range as well as convenience. 
That’s why El-O-Range appeals to them at 
first sight, with its gleaming finish of pure 
white enamel, dark blue enamel and highly 
polished nickel. They picture it immedi- 
ately as a bright spot in their own kitchens. 


An opportunity for you 


The sale of this new range is confined to 
only one dealer in a town. If no one is 
handling Estate ElO-Range in your com- 
munity, this is your opportunity to put new 
life into your coal range business—to es- 
tablish your store as the leader in modern 


men want convenience—and are bound to 
have it—this one feature, alone, will decide 
them in favor of Estate El-O-Range. 


But that’s not all. Women want 


cooking equipment. Write today for the 
details of our proposition. 














Read what these dealers say 


Only a limited number of El-O-Ranges were manu- 
factured last year—but read what the dealers who 
handled them have to say: 


“Our first El-O-Range was sold in two days, and our 
second one came yesterday and was sold within two 
hours. Our first customer has been in several times and 
is delighted with the operation of this range, especially 
the baking qualities.” 











R. F. Harris and Co. 
Charlottesville, Va. 


“We sold our first El-O-Range the day we received it 
and have sold three since.” 
L. H. Caldwell 

Lumberton, N. C. 


“The people here are very much interested in your new 
El-O-Range, and I believe it is the coming thing.” 


Johnson-Bolinger Hardware Co. 
Union City, Ind. 


“The Estate El-O-Range has created quite a sensation.” 


Vest Furniture Co. 
Roanoke, Va. 




















THE ESTATE STOVE COMPANY.... HAMILTON, OHIO 


Pacific Coast Office and Display Room: The Furniture Exchange, 180 New Montgomery St., San Francisco, Cal. 


Builders since 1845 of the famous Estates. A stove, furnace and range for every 
requirement—for cooking and heating with coal, wood, gas and electricity. 


&SMale~ EL-O- 


THE CABINET COAL 
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he coal range 
upstairs oven” 
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Did you ever hear of a wo- 
man whoenjoyed bending and 
stooping at the door of an 
old-fashioned low oven? 
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The El-O-Range oven is 


“upstairs’—at a convenient 
height—where women wantit. 


RANGE DE LUXE 
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beautiful color 


Color card and sample panel finished with She surface and Pratt G Lambert Varnish Productsare 
“67”; also names of P & L dealers in your * Sto gave ol) Batylen used by painters, specified by architects and 
vicinity will be gladly sent you on request. sold by leading paint and hardware dealers. 





Pratt & Lampert-Inc., 114 Tonawanda St., Buffalo, N.Y. InCanada, 20 Courtwright St., Bridgeburg, Ontario. 
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Every ounce of 
muscular power 
applied to a 
“MORCO” is util- 
ized. There is no 
lost purchase, no 
slipping or false 
grips with this 
wrench, 





ORCO 


The oil hardened teeth of a “MORCO” grip with a decided firmness, hold- 
ing the pipe or fitting securely between the powerful jaws. And yet with the (| 
pressure released they slide with an easy ratchet-like movement, ready to bite { 
with another grip—leaving no unnecessary gouging or mutilation. 


MOORE DROP FORGING CO. 
Springfield, Mass., U.S. A. 


New York Office Chicago Office London Office Paric Office Brussels Office : 
74-76 Murray St. 34 N. Clinton St. 27-28 Anning St., E.C. 18 Rue Corbeau 30-34 Rue Locquenghien } 
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Goose Herder or 
Chicken Fancier 


W.S. Straight Line Fence will appeal 
to the poultryman, whatever kind of poul- 
try he raises. Made with one set of wires 
running parallel. Easily stretched be- 
tween posts. Can be used without rails at 
top and bottom. Does not sag. Send for 
complete information and samples. 


American Wire Fabrics Corporation 
Subsidiary of Wickwire Spencer Steel Co., Inc. 


General Offices: 41 East Forty-second Street, New York 
Western Sales Office: 208 South LaSalle Street, Chicago 
Worcester Buffalo Philadelphia Detroit San Francisco Los Angeles Seattle 
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CUSTOMERS WANT 


TO HANDLE THEM! 
And When They Do They Buy 


OST every man has it in mind to buy some 

tool. He sees what he wants on the Vichek 

board -- he hefts a hammer, or critically examines 
a wrench or a chisel -- a sale is made! 


The Vichek Self-Merchandising tool board is the 
most complete thing of its kind ever put out. This 
attractive display of tools in popular demand gets 
results! We have the proof in many letters which 
enthusiastic merchants have voluntarily written us. 
They’ve tried it out and they know! 


Taking the place of an extra clerk this board 
prominently displays the Vichek line of high grade 
tools before all who enter the store. The Vichek 
board does sell more tools. 


To the right you see the Vichek board with a 
representative outfit of tools. Just below it is the 
coupon that will bring you more information. Take 
advantage of our profit-making plan now. 


THE VLCHEK TOOL CO. 


CLEVELAND, OHIO 


_— 


FRIENDS 


(Easy to Say’ Velchek’) 
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Mail this 
Coupon 









The 
Vichek Tool 
Company, 3000 East 
87th Street, Cleveland, O. 
Please give me full information on 
the Vichek Self-merchandising Board 
Also send samples of literature and details 
concerning window display material. 
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Jobber........ 
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You Can Increase 
Your Profits Too! 
Wherever the Vichek-Selt-Merchandising 


Board is shown, increased sales result. It 
stands on the floor of the store constantly 
drawing attention to the fine line of tools it 
displays. It is a silent but most suggestive 
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The Vichek Tool Company 
Cleveland, Ohio 
Gentlemen: 








Chagrin Falls, Ohio 


The Vichek Tool Company 
Cleveland, Ohio 
Gentlemen: 


Your Tool Display Board is one of the best 
we have seen. The number of sales traceable 
directly to it has surpassed our expectations. One 
week we display it inside the store, the next week 


in the window. 


Yours very truly, 


Just about once every so often someone pro- 
duces a display feature with a real idea behind it 
such a one 1s your Tool Display Board. Since 
we installed it we have noticed a considerable in- 
crease in our tool sales, especially such articles as : 
Vichek Cold Chisels, Screw Drivers and Hammers. 
Yours very truly, ; 


We feel that the board speeds up tool sales 
better than any other feature we know ot. 


Tie To- 





Cleveland, Ohio 


Fronk 5 Vacka 

















Cleveland, Ohio 
The Vichek Tool Company 

Cleveland, Ohio 

Gentlemen: 

Your Display Board surely sells tools. 

In the short time that we have had it set up 
in our store, we have sold Star Drills and Brick 
Hammers from it. We had not previously sold 
any of these items for ten years. Of course it has 
also made sales of regular items like wrenches 
and chisels. 





Yours very truly, 


Cremesln ty 











while. 


Mail The 
Coupon-- 


Clip off the coupon on the other 
side of this page and send it in to 
us. You will find it worth your 
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CCASIONALLY customers take the 
stand that beauty and quality in hard- 
ware are expensive. 


But when reminded that even the simplest 
cottage insists upon having doors, and windows 
and cupboards and closets, they quickly see 
how helpless these things are — without hard- 
ware that works. 


Anyhow, isn’t it better judgment to think of 
what Good Hardware—Corbin “gives”, instead 


of what it “takes”? 


Doors that swing serenely through life because 
of dependable hinges and responsible locks— 
windows that cheerfully rise and close at any 
hour— closets, kitchens, bedrooms and bath- 
rooms whose good hardware is a joy to live with. 


If from their hardware your customers expect 
satisfaction then Good Hardware is most eco- 
nomical. They can’t get hardware of that kind 
any cheaper than Corbin’s. 


since NEW BRITAIN 
P.& F. CORBIN S88" SéNnecricur 


The American Hardware Corporation, Successor 


New York Chicago 


Philadelphia 
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Pade This advertisement with suitable text appears in the May issues of five national magazines whose readers 
(nearly five million) are being reminded every month that Good Buildings Deserve Good Hardware—Corbin. 
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en. 
“No! Corbin Hardware didn’t cost us a bit more” 
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Customers are quick to grasp and appreciate the remarkable advantages of U. S. Poul- 
try Fence once these are called to their attention. These outstanding sales fea- 
tures will aid you in selling U. §. Poultry Fence with the minimum of effort. 


Superiorities of U. S. 
Simplify Selling 


It’s All in U. S. Poultry Fence is built like a Farm Fence. Line 
the W. wires run parallel the full length of the roll. The in- 
ied tertwisted, reinforced joints lock the line wires so firmly 


together that they cannot slip or spread. This superior 
construction is found only in U. S. Poultry Fence.’ 





-~ U.S. Poultry Fence requires no top rail, no baseboard. 

No Lop Rail It stretches like Farm Fence, without buckling, bagging 
No Baseboard 

or sagging. The tighter you stretch it the better it 


looks and the better it stays. 
Rolls Out U. S. Poultry Fence rolls out flat like carpet. It cuts 
Flat on Fl without waste. The neat, compact rolls occupy one- 
a iin space than old style netting. 


With all its superiorities, U. S. Poultry Fence costs no 





— — more. Really it costs less “put up” for it requires no 
p wood frame and fewer posts to erect it. 
A Fence to The neat, symmetrical appearance of U. S. Poultry 


Fence appeals instantly to all buyers. It is easy for a 
be Proud of customer to picture just how well a fence made of U. S. 
will look upon his own place and when he weighs all 
of these features, there can be no doubt in his mind 
which fence he will buy. 


There are few items in your store which will sell as readily, 
as profitably and as satisfactorily as U. S. Poultry Fence. 





Indiana Steel & Wire Company 


Muncie, - - Indiana 
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SIMPLEX 
ues SPRING HINGES 
Applied Without Hanging Strip Applied with Hanging Strip 





MAN a 
SPRING HINGE SPECIALISTS 


For many years we have specialized in the manufacture 
of Spring Hinges and the result of our efforts is evidenced 
by the ever increasing demand for our products. 


Ask any Architect about CHICAGO SPRING 
HINGES. You will find that for years they have been 
‘respected by Architects and Builders for quality and 
construction. 
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SPRING HINGES 


LOOK FOR 
THE TRADE MARK 


AJAX PREMIER 
Type 3001 Type 4001 








Chicago Spring Hinge Company, 
CHICAGO NEW YORK 
U. S.A. 
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“WICKWIRE” FENCING AND NETTINGS 
| (ALL GALVANIZED) 


Enable you to supply your trade with a fencing or 
netting that is Durable, Rustproof and Attractive 








W. W. POULTRY FENCE 
The New Form of Mesh 


«hapa hang straight and tight from post to post. Requires no rail at top or bottom. Will not stretch 
out longer at the expense of width as is generally the case with the ordinary forms of mesh. 
W.W. Poultry Fence is made full width and always remains so. ‘The horizontal wires where the strain 
comes are a full size heavier than the cross wires. The truss formation takes care of the contraction and 


expansion problem. 
WICKWIRE GRADUATED POULTRY FENCE 
Combines both Large and Small Fences All in One 


H*s eight spaces of one and one-eighth inch mesh at the bottom, graduating poe a one and one- 
half, two and one-quarter to three and three-quarters inch mesh at the top. Acts both as a barrier 
against the straying away of the poultry and stock as well as a protection to them against prowling 
animals. Woven and galvanized on the same principle as W. W. Poultry Fence with no ends of wire 
to rust nor sharp wes 4 to crack the galvanizing. 


HEX NETTINGS 
The Perfect Formed Mesh 


N the manufacture of Hexagon Mesh Poultry Netting we have a very large capacity, and with the 
most modern equipment in machinery and apparatus for putting the goods up, we have succeeded 
in placing upon the market a Netting of the highest grade. 


a 
a WICKWIRE BROTHERS, CORTLAND, NEW YORK 
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building specialty 


Casement Window Operator 
—of the famous Win-Dor make 


We have worked ten years to 
produce a first class, high grade 
Win-Dor Operator that could sell 
at a price to suit everyone. And 
here it is . . . suitable for the fin- 
est homes, inexpensive enough 
for the most modest cottage. For 
wood or steel sash. This is a real 
sales opportunity . . . a big vol- 
ume proposition and still with a 
nice profit in every operator. And 
the season is open now; so act at 
once and the rewards will be 
immediate. 























A slight downward pressure on the 


handle releases automatic catch and _ 

permits swinging the casement by a 1 

short easy movement of the handle 1 : 

to the aie or left. The automatic To operate the Win-Dor Stay simply 
- life up slightly on finger lift. This 


lock holds the window snug and 
rattle-proof in the desired position. 


opportunity 
of the year 


eS 


l COUPON I 


| Casement Hardware Co. 
: 230 East Ohio Street, Chicago | 


Please send complete information, price lists 
and dealer discounts on 





Casement Window Stay 
—with automatic lock 


A brand new product—and a sure 
winner. Equipped with same sash 
channel and automatic locking 
system as Win-Dor Operators. So 
superior that it has already been 
adopted as optional factory equip- 
ment by one of the biggest manu- 
facturers of steel casements in the 
world. 

Wrought steel with parkerized 
{ rust resisting } finish, which takes 
paint readily. At 75¢ retail this stay 
is bound to be a fast mover. Use 
the coupon and get complete facts. 
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releases the automatic catch and per- 


CASEMENT WINDOW mits the window to be swung to any 
OPERATORS and STAYS 7 


desired position without using both 
hands. There it is held firm by the 
catch, which operates automatically 
when the finger lift is released. 
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There Is a MYERS PUMP 


For Every Purpose 



































Peak pump time is with us and here to stay for some months to come. Hot and 
dry weather—larger quantities of water— form a sales combination productive of in- 
creased pump business. 

This year calls for MYERS PUMPS will be more numerous. High quality, 
dependable service, reduced lists, supported by nation wide publicity in class, 
farm and trade journals, means more business for those who distribute 

them. And the best part of it all is that—there isa MYERS PUMP for 
Every Purpose. 
Investigate the Myers line of Pumps today—Well, House and 
Cistern Pumps; Pump Stands, Pumping Jacks and Tank Pumps ; 
pareny eo Electric Water Systems, Hand and Power Water Systems, and 
Hydro-Pneumatic Cylinders; Self-Oiling Power Pumps for 
shallow and deep service; Cylinders and Power Working 
Barrels, Fittings and Accessories; Hand and Power 
Spray Pumps, Spray Guns, Nozzles and Spray Fit- 
tings. We will be glad to send catalog and quote 
direct, or will have one of our representatives see 
you in the near future. Your wishes are our 
commands. Drop us a line today. 


THE F. E. MYERS 
& BRO. CO. 


Ashland, Ohio 


Pumps—Hay Tools—Door Hangers 
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Get Set for the 
Demand — Order Now 


Carborundum Files 


Aloxite Scythe Stones 





re — two Carborundum products are needed on 


every farm —in every garden—in the tool kits of* 


every handy man. 
The Carborundum File is the handiest of all general 


abrasive tools for sharpening and edging every farm and 
garden tool from spades to mower sections. 





The Aloxite Scythe Stone is one of the best sellers in 
the Carborundum line. It cuts faster—gives scythes, 
grass hooks, and sickles just the edge they should have— 
lasts longer. 


Pair these two products up with your sale of farm and 
garden tools—display them in your windows. Use the 
display boxes, signs, etc., that we are glad to send you. 

To Stock and Display them is to Sell them 


CARRIED BY ALL JOBBERS 


WRITE TODAY FOR DETAILS : ” tite 
Use the Coupon (3 ’ oem 


Niagara Falls, N. Y. 


Send complete information re- 
garding stock assortment of 
Carborundum Filesand Aloxite 
Scythe Stones. 


The Carborundum Company, Niagara Falls, N.Y. 
Canadian Carborundum Company, Ltd., Niagara Falls, Ont. 


New York Detroit 

Chicago Cincinnati 

Boston Pittsburgh 

Philadelphia Milwaukee Name 
Cleveland Grand Rapids 


City State 
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Saunders Norvell 


Mr. Norvell has grown up witb 
the Hardware Industry from stage 
coach days to Pullmans. The rise of 
great business houses, and the passing 
of men who have made hardware his- 
tory have been personal experiences in 
bis life. In a forceful, yet intensely 
human way, Mr. Norvell has woven 
into this story thrills, romance, the 
descriptive power of a great novel and 
e fund of fine hardware merchandising 
principles. It is a human story of a 
very human individual and a chronicle 
of 40 developing years of the Hard- 
ware Trade. 
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hoes at x library and give many nr evenings with its romance 
of the business that is YOURS. 


In a forceful, yet human way, Mr. Norvell has woven into the 
story of his business life thrills, romance, the descriptive power 
of a great novel and a fund of splendid merchandising principles. 
It is a human story of a very human individual. Stock boy—travel- 
ing salesman—sales manager—executive—president of a nationally 
known hardware jobbing company—what an experience—what a 
background for “Forty Years of Hardware.” 


“Forty Years of Hardware” is not a one month, nor a one year 
book. Hardware men will know it as a romance that draws them 
back—always—to re-read parts, or the whole, or for its fine busi- 
ness philosophy. 


This is the kind of book to place in the hands of your son or 
employees. It instills the history, tradition, romance and methods 
of the business to which you are devoting your efforts. Nothing 
more helpful for them has ever been written. One well known 
company ordered sixty-five copies for their sales force. 


Large numbers of orders are being received daily. Place your 
order now, with remittance, and avoid disappointment as a second 
edition will not be printed for months, if at all. 


$3.00 per COPY ORDER AT ONCE 


It stands alone—the most intensely human chronicle of the 
hardware business ever written. 


HARDWARE AGE, 239 West 39th Street, NEW YORK 
































More than 260,000 live merchants, in a 
dozen lines of business, have found it easy 


to display their goods better behind 
The experience of J. P. Allen & Company, Atlanta, Ga., is 


SOLID COPPER 
typical: 
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STORE FRONTS 


“We wish to say that these windows are producing wonderful 
selling results and stand out against all other show windows within 
our observation and we feel certain that we selected the most 
modern Store Front obtainable in the Kawneer.” 








The 
Kawneer Company, 
2317 Front St., 

Niles, Michigan. 


Let us help you design an individual store front 
which will attract more customers to your store. 


Please send me without obligation 
“Design Book” of Kawneer Solid Copper 
Store Fronts. 







See other side for Six Points 
{ of Kawneer Superiority 
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City... Ss Enea 


Beauty of Design should he Considered 
in Your Store Front io 
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"“Dwenty ye fs ago, the first Kawneer Store Front 
was designed and installed. Today, it is still in excel- 
lent condition. 
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As in public buildings and museums of art, so in 
Kawneer Store Fronts, beauty of design is accorded 
its fullimportance. Maximum glass area is afforded 
in Kawneer construction, leaving the entire display 
area to the correct placing of merchandise. 





Kawneer Store Fronts are made of the most 
permanent of metals—copper. Kawneer construc- 
tion holds plate glass firmly in a resilient spring-like 
grip, reducing the possibility of breakage to the 
minimum. 


In choosing your store front, you should consider 
Kawneer beauty of design as well as its rugged 
strength and resilient glass grip. 
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STORE FRONTS 














CASE of INSTALLATION 
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No. 115 
Continuous Tin 
Sprayer 





No. 210 
Compressed Air 
Sprayer 

















Lowell Fountain Com- 
pressed Air Sprayer 

























© 


107 Ib. base tinned. 
2. Guaranteed against leakage. 


A million sprayers per year 
but every one to a standard 


Quality has a way of bringing its own reward by re- 
peat orders. Salesmen and dealers prefer to sell the 
article of known quality. Reputation has its advan- 
tages and its responsibilities. 


We have been setting the standard for sprayer manu- 
facture for quite a while. We know that a sprayer 
for rigidity of construction must be not less than 107 
lb. base tinned. 


Any lesser weight manifests itself by the thumb-test. 
A little dent and the user’s investment is gone. We 
employ a standard of heavier base tin and there is none 
other. 


Then a sprayer shouldn't leak. Wuthout air and water 
test, who knows?’ Certainly the dealer doesn't know. 
So we rigidly insist on these two principles of manu- 
facture, every one to a standard. 


Ask for “Lowells.”’ Cost no more to you but the stand- 
ard in quality. 


LOWELL SPECIALTY COMPANY 
Largest manufacturers of sprayers in the world 


LOWELL, MICHIGAN 





Photograph showing a small section of the Assembling Department of the 
Lowell Specialty Company, largest manufacturers of sprayers in the world 
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TRADE MARK 


Fences 


| OA 4 Oe WNSULATED AGAINST RUST 
(Yule 40%T0 100% MORE ZINC 


AMERICAN, ANTHONY, NATIONAL, ELLWOOD, ROYAL, U. S. 











MORE THAN DOUBLE HEAT TREATMENT in zinc bath, the only proper way to 
give thicker coating, in connection with 


PERFECTED DRAWING THROUCH OUR DIES BY THE MOST SKILLED WIRE 
DRAWERS IN THE WORLD, PRODUCING SMOOTH, ROUND SURFACE WITH- 
OUT RIDCES, TO WHICH ZINC IS EVENLY AND INSEPARABLY APPLIED. 

Reduces fence cost per year. Absolute security against hardest use. 


THE ZINC INSULATED PROCESS ADVANCES QUALITY TO THE LIMIT OF | 
FENCE ENDURANCE POSSIBLE TO ATTAIN BY PRESENT KNOWN METHODS. : 


THE WIDEST ADVERTISED AND BEST SELLING 
FENCES ON THE MARKET 


BA NER Write us for selling details 


A tu STEEL FENCE POST 


Built like a railroad rail. Remarkable stiffness and durability. 
Has sprung into immediate popularity. Extensively advertised. 
Write us for selling plans and literature. 


Nails, spikes, tacks. 
Barbed —our celebrated 
brands Ellwood Clidden 


American Clidden 
American Special 
Waukegan Lyman 
Ellwood Junior 
Baker Perfect 


Bale Ties. Telephone. Reinforcement. 
WE STAND BEHIND DEALERS FOR PROMPT QUALITY SERVICE. 


AMERICAN STEEL & WIRE COMPANY 


Chicago, New York, Boston, Denver, Birmingham, Dallas 
ae, U. S. Steel Products Co., San Francisco, Los Angeles, 
Arrow Steel Post Portland, Seattle 











Every kind for every pur- 
pose, in every form and 
every finish. 
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ATLAS TACK CORPORATION 


A 3 oz. package to retail at 5c. 


HARDWARE AGE 


Works at Fairhaven, Mass. 


Have you seen our 











> Oz. MET 














A variety of plated steel tacks for a variety of purposes, in an at- 
tractive display case and the packages are in two colors. 


Fairhaven, Massachusetts 





Works at St. Louis, Mo. 


St. Louis, Missouri 
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HARDWARE AGE 








Short haul deliveries in a restricted and 
congested business district are best made 
with a Ford Truck. 


P. H. Speaker, vice president of the 
Huey & Philp Hardware Co., Dallas, 
Tex., is a strong advocate of Ford 
equipment. He says: 


“‘We find that Fords do better and 
quicker work in this kind of service 
than heavier trucks. This is due largely 
to their flexibility and ease of operation 
in heavy traffic. 





Ford Truck Makes Light Work 
of Hardware Deliveries 


“‘We have three one ton trucks which 
have been in constant service for the 
past two years. Each will average 
sixty-five miles per day carrying about 
1200 lbs. The upkeep on motor and 
chassis is light, the operating expense 
very low.”’ 


If these facts and figures interest you, 
ask your Authorized Ford dealer to 
show you how Ford Products can be 
applied to your business at a saving in 
time, labor and money. 


Ford One Ton Chassis, $365 f. o. b. Detroit 


FORA 


CARS - TRUCKS - TRACTORS 


May 7, 1925 
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At every Point—the Hartford 
Dealer has the Advantage 





HECKING up against any other tire propo- 
sition, the hardware dealer who sells Hart- 
ford Tires finds he has a decided advantage. 
Their price is an invitation—not a barrier 
to sales. 


Their quality makes the customer come back. 


They have been favorably known for nearly 
thirty years. 

Because they are handled by the country’s 
leading hardware jobbers the dealer is sure of 
a constant source of supply and economical 
deliveries. 

No matter what a customer’s tire needs may 
be, the Hartford Dealer has a complete line 
from which to serve him: 

—Hartford Balloon Cords for 20, 21 and 

22 inch rims. 

—Hartford Balloon-Type Cords for present 
wheels and rims. 

—Hartford Cords in regular sizes for the 
car owner who is not ready to change to 
balloon tires. 

—30 x 34 “H” Tread Clincher Cords—a big 
seller to the owners of light cars. 


Write for the name of the Hartford Tire 
jobber in your locality. 


HARTFORD RUBBER WORKS COMPANY 
1790 Broadway New York City 
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HARTFORD BALLOON CORDS 
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HARDWARE AGE 


Pads for Horses 





We manufacture a complete line of 
Pads for Team Collars, Riding Saddles 
and Cart Saddles, also Back Bands, 
both Padded and Burlap Lined. 


For Sale by Jobbers 


The American Pad & Textile Co. 
Greenfield, Ohio 


United States Branch, Chillicothe, Ohio 
Canadian Branch, Chatham, Ontario 
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Motor extra 
"i 
! 3+. 
ep] 3/9, aC 
ME jg 
4 | 1 as 
54789 .63 AD m5 
935.79 - | 
CII 6 / aor | 
54553.84 HE FO — 





Not Sometime but N OW 


Think of an automobile of 1901 vintage and what we are going to say 
will have the proper background 


tractor Sundstrand Marvel Model 





The day of the high or low cost Automatic Cross- ‘ea 
straight adding machine has gone. eee was announced at a price range 
The dav of the direct subtractor enseeh. aah which made it available to every 
: man antes. type of business, large or small. 


has come. 
Approximately one year ago you 


The other famous Sundstrand 
had to pay from $600 to $1,000 to standard features are included in 
buy a 100% printed proof, one all models—automatic-shift multi- 
operation direct subtraction fea- plication, one-hand control, 100% 
tured adding and listing machine. printed proof, forced printing of 

in Geetntidh meine i totals, simplicity and speed of 10- 
. — air ' key keyboard, convenient desk size. 
rect subtractor models with adding, _o 


it is becoming more and more dif- 


ficult to sell a machine without this 
Let us demonstrate. You won't be obligated. 


listing and automatic-shift multipli- feature at any price. a : : 
—. . Irite to Department K-5 for latest literature. 
cation features at a price range All understand why a 1901 auto- 
from $150 to $200! mobile is obsolete. . - 
. 3 . | Sundstrand Adding Machine Co. 

And now, that adding machine For the same reasons, the ordi- Rockford, Ill., U. S. A. 
users have learned the tremendous nary straight adding machine be- athens seal daaiaines Aaitiaiiy eamaaini te tte 
advantages of direct subtraction, came obsolete when the direct sub- United States and foreign countries 


Sundstrand 


ADDING AND CALCULATING MACHINES 
Aldding (+) — Subtracting (-) Multiplying (x) Dividing (+) 



































42 








Rome 'Percolator Points 
for the man in the 
“‘neck of the bottle.’’ 






1. Spreader plate — as- 
sures even, steady flow 
of water through every 
portion of coffee in 
basket. 









2. End of spout wired— 
prevents jamming. 







3. Cover fits tight — no 
hinge to catch dirt. 






4. Strongest handle fast- 
ening ever devised. 






5. Quick percolation—due 
to special valve and 
tube. 







And other features that 
help the sale. 























HARDWARE AGE 


A dealer who can’t be “stumped” 


on percolators 


When a woman (or a man) sets out to buy a percola- 
tor, she has some idea of what she wants. 
That idea may be: 


—small, medium or large capacity, 
—high, low, plain or paneled pattern, 
—nickel plated or polished copper, or aluminum, 


—or, the idea may be a real good percolator that 
makes a real good cup of coffee. 


Whatever each individual customer’s idea may be, the dealer 
with the Rome line can’t be “stumped.” He makes sales, for 
he can give the consumer what he wants at a fair price—and 
that’s the basic law of merchandising. 

These percolators are made of solid copper, nickel plated or 
polished, and aluminum in hot and cold water types, 4, 6, 8 
and 9 cup capacities. 


Retail prices 
ranging from $2.00 to $5.25 


Each percolator is an item that is value for the money, and 
has a value appearance. 


Ask your jobber or write to us. 


ROME MANUFACTURING CO. 
ROME Offices and Factories NEW YORK 


Branches: 
New York, 342 Madison Ave. Boston, 60 India Street. 
Chicago, 1431 Lytton Bldg. Seattle, 302 Pioneer Bldg. 
San Francisco, 610-614 Wells Fargo Building. 








COPPER. & ALUMINUM UTENSILS 
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OW ... at your neighborhood 
store... for alimited time... this 
famous Wagner Cast Aluminum Tea- 
kettle at a very special price. 





Lovely in its silver-bright aluminum 
ebabto Um Tole Om oley oli) am Oxo) CoseSi:) Mme (31:40 ie 
easier to use, with its wide-mouth spout, 
comfortable keep-cool handle, and self- 
tilting lid—glorified by that durability 
that has won fame for all Wagner Cast 
Aluminum Ware with its one-piece, 
seamless, rivetless, faultless cast con- 
struction ... what a leakettle itis! And 
what a value! 


Ten-pint capacity — has extra-thick 
walls and bottom—radiates heat quickly. 
Lasts for generations. Brighten your 
range with this splendid kettle. See one 
in your neighborhood store. Write us 
for booklet. The Wagner Manufactur- 
ing Co., 92 Fair Street, Sidney, Ohio. 


Makers of Waener Cast {luminum Ware and 
W avner De Luxe Cast ata @ i iatal l tenstls 
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ORDINARY 
ALUMINUM 


Wagner Aluminum is cast. Note hon 
much thicker st 1s than ordinary alu- 
minum. Thatis why st will not dent, 
warp, break or burn through 


WAGNER 
ALUMINUM 
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This Ad 


and another one similar 


featuring the 


Wagner 
Colonial 
Teakettle 


described on the 
page following 


appear 
in the 


MAY and JUNE 
ISSUES 
of 


Good Housekeeping 
Magazine 


oF 


F you cduld assemble 
all the women in 
your locality who will 
see or read this ad, it 
would take a town 
hall to seat them! 






Capitalize this audience 
by “Tying In” 











cAnother 


Remarkable 
Profit-building 


Value to 


"Boom your. Sales|. 


The 
Wagner 
Mfg. Co. 


93 Fair Street 
Sidney, Ohio 


Please send special price on 
the Wagner Colonial Teakettle 


Special, also 


Resale Plan. 
Name....... 
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F meal in May and June 
(sOOD HOUSEKEEPING 


ERE’S a special with astonishing 
sales-and-profit pussibilities. It’s the 
Wagner Cast Aluminum 10-pint Colonial 
Teakettle—offered for a limited time at the 
lowest price ever recorded. 


This offer is made to get Wagner Cast 
Aluminum Ware into thousands of addi- 
tional homes. A huge value! A remarkable 
kettle! An unbeatablesalesleader—one you 
can use to stimulate your off-season busi- 
ness, appeal to June brides, increase your 


sales the year around. And a good profit 
on every sale! 


Ten-pint capacity. Cast in one solid piece 
of aluminum. Seamless. Rivetless. Extra 
thick. Won’t dent, warp, break or burn 
through. Beautiful Colonial design. High- 
polish finish. With the Wagner automatic 
lid, wide-mouth spout and large keep-cool 
handle, a kettle that no woman can resist. 
For details mail coupon toT he Wagner Manuv- 
facturing Co.,93 Fair Street, Sidney, Ohio. 


Nationally advertised, and 
backed by a Special Resale 
Plan to help assure a quick 


ey 
Cs 
%, 


Ho 


full details of your 


Address... 


ae... 


turnover. Send coupon for 
the price. Limited to June 15 
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The muzzle loading gun is a relic of past history. 
The breech-loader is the “thing” today. It’s 
quicker to load, more efficient in action. 

Just so is the Wiz Register* quicker and more 
efficient. It is the “breech-loader” of autographic 
registers. 

Wiz loads in half a minute. There’s no inserting 
of. three of more rolls, no adjusting of tension 
springs, no aligning of slips, you simply insert a 
single “flatpakit” no matter how many copies you 
use (see sketch above). 

You then write the entry, turn the crank and 
tear off a set of slips. Immediately you are ready 
to write the next set. 

The Wiz Register makes any hand written 
record more accurate and quicker. The slips 


uldnt Buy 
A Muzzle Loading Gun To-day 


‘You would | get a more efficient “Breech Loader” 







always lie flat. One or more sets can be refolded 
into a front locked compartment, where they are 
easy to refer to. 


The Wiz Register is one of the Amsaboco Prod- 
ucts manufactured by The American Sales Book 
Co., Ld., the world’s largest makers of auto- 
graphic registers, sales books and other original 
entry forms. Our president was the founder of 
the sales book industry. Our many field revre- 
sentatives, located in over 100 points throughout 
the country, are trained veterans in your business 
and are always ready to serve you. 


Let us tell you more about the Wiz Register, 
which has really revolutionized the principle of 
autographic registers. 












ys est American Sales Book Company, vz. 

Dept. 7255, Elmira, N. Y. 
Tell me more about the Wiz Register and how it can be applied to my 

business. 
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Everyone Says A-P Can’t be Beat 


Allith garage door hardware is becoming increasingly popular 
because: it operates freely; occupies little space; is easily erect- 
ed; there is no slamming and sagging of doors—and—noise and 


friction are practically eliminated. 
“Eleven-Eighty” are only two types of our varied line. 
Recommend Allith Trolley and Round 


are several others. 


Nos. “Ten-Eighty” and 


There 


Track types—they mean satisfied customers. 


“Ten-Ejighty ” 


This is the highest developed type of Trolley Track 
equipment for folding-sliding doors. Made abso- 
lutely weathertight. Easily opened and closed. The 
design and quality of material make Ten-Eighty 
trouble-proof and virtually everlasting. Handles 3 
to 6 doors, and openings up to 18 ft. wide. 


Nos. 01081-01082, same design as Ten-Eighty, but 
made heavier thruout. Desirable for extremely heavy 
doors and openings up to 24 ft. wide. 


“Eleven-Eighty ” 


This type, like Ten-Eighty, has the elements of noise 
and friction practically eliminated. The hanger wheel, 
with its small point of contact on the tubular track, 
travels without side friction. “Eleven-Eighty” is ex- 
tremely low in price, in fact it is only slightly higher 
than ordinary flat track equipment. Eleven-Eighty 
handles 3, 4, 5 and 6 door openings. 

“Eleven-Eighty” is an adaptation of the Reliable 
round track introduced by us over 20 years ago. 
Round track type of hangers have proven their worth. 
Recommend them! 


ALLITH-PROUTY COMPANY, Danville, Illinois 


Representative Jobbers Distribute A-P Products Throughout the United States 


RIGHT HANGER FOR EVERY DOOR 
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REQUENTLY as little as 
$25 stands between 
ST | good and bad hinge equip- 








4) HHT ment. Picturing that small 
ie: at | 


mca difference, spread over a 
a tlt lifetime of usefulness im- 
| presses sensible prospects. 





















McKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 
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New York, May 7, 1925 











WHO MET ........ 


CONVENTION 
HIGHLIGHTS 





Convention Facts in Brief 


1—The Southern Hardware Jobbers’ Asso- 
Clation. 


2—The American Hardware Manufactur- 
ers’ Association. 


April 21 to 24, 1925. 
Hotel Adolphus, Dallas, Texas. 


1—Mark Lyons was elected president of the 
Southern Hardware Jobbers’ Associa- 
tion to succeed G. A. Trumbull, who 


presided. 
2—Endorsement of the Hardware Council. 


3—Participation of George M. Gray, presi- 
dent and H. P. Sheets, secretary of the 
National Retail Hardware Association. 


4—Discussion of conditions in the hard- 
ware industry. 


5—Summary of business and financial con- 
ditions in various sections of the south. 


6—Consideration of manufacturers’ and 
jobbers’ responsibilities to each other. 


7—Discussion of returned goods and past 
due accounts. 


8—Plans for making hardware salesmen 
more efficient. 
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Convention Welcomed to Dallas by 
_ Jobbers’ President 


G. A. Trumbull Calls Attention to 
Local Building Projects and 





George A. Trumbull, 
President 


“We are all glad that you are here 
and we trust that your visit will prove 
most profitable and pleasant. We 
trust that you will enjoy every minute 
of your stay here. Some of you are 
a long ways from home as counted in 
miles, but we want you to feel that you 
are right in the heart of things while 
you are in Dallas, and that you will 
feel no sense of isolation or being out 
of touch with your usual environment 
in any way. 

“To our friends, the manufacturers 
especially, I want to say that Dallas 
should appeal to those of you who are 
engaged especially in the manufacture 
of builders’ hardware, for you will be 
able to look about you and see to what 
extent the product of your factories 
has entered so largely in the building 
of Dallas, and a second glance will 
convince you that you will have to keep 
your mills grinding to adequately sup- 














HARDWARE AGE 


Farm Market 


N the opening session of the joint convention, G. A. 
Trumbull, president, Southern Hardware Jobbers’ As- 
sociation, welcomed members of that association and 
of the American Hardware Manufacturers’ Association to 
Dallas for the convention held April 21 to 24, with head- 
quarters at the Hotel Adolphus. 
Rev. Thomas H. Harper delivered the invocation, which 
was followed by the singing of ‘‘America.”’ 
In his address President Trumbull commented on the 
building and farm market, saying in part as follows: 


ply our requirements in the near fu- 
ture. 

“Some of you manufacturers are not 
engaged as manufacturers of builders’ 
hardware but your products are essen- 
tial to our farmers and ranches, and 
those of you in this class who find 
yourselves in Texas for the first time 
I trust will get a vision that will enable 
you to realize how it is possible for 
your jobbing friends in Texas to dis- 
tribute so largely of your product. In 
this connection may I express the hope 
that you will all avail yourselves of 
the present opportunity to acquaint 
yourselves more fully with the great 
possibilities of Texas, and if you do 
get a vision, a real vision, that you will 
conclude in order to all together best 
serve this vast territory some of you 
should be located in our midst, and to 
our jobbing friends, if there be those 
of you who are laboring under con- 
gested or constricted envirénment, I 
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John Donnan, 
Secretary 


want to say that there is room in 
Texas for men of your calibre and you 
will find opportunities awaiting your 
grasp.” 

John W. Philp, vice-president of the 
Huey & Philp Hardware Company, and 
postmaster of Dallas augmented the 
welcome of President Trumbull and 
added a few historical facts about the 
city and the State of Texas. He re- 
ferred to several of the leading cities 
of Texas and their rapid growth. 

Mr. Philp spoke of the business and 
industrial development of Dallas, men- 
tioned its importance as an insurance 
center, as a point of dry goods distri- 
bution and said that Texas raised more 
cotton than any other State in the 
Union. Since the war Dallas building 
permits exceeded $70,000,000, he said. 

Mr. Philp expressed his appreciation 
of the visit of the hardware men to 
Dallas and wished them a pleasant and 
successful stay. 











Atlanta Appears Favorite for 
1926 Convention 


T the executive session of the Southen Hardware Jobbers’ Association held Friday 
morning it appeared that Atlanta, Ga., was the first choice determined by a vote of 
~- “- those present. This detail has been referred to the executive committee. 

The organization was invited to Atlanta by Mr. Holleman. Chas. H. Ireland suggested 
Asheville, N. C., and L. M. Stratton of Memphis, Tenn., suggested that city. Mr. Geller, 
representing the St. Louis (Mo.) Chamber of Commerce, invited the association to con- 
sider St. Louis for the 1926 gathering. 

At this meeting resolutions were passed expressing the thanks of the organization to 
the city of Dallas, the local entertainment committee, to Dallas hotels and Dallas news- 
papers which covered the convention each day. 

President Trumbull’s committees were as follows: Chas. H. Ireland, F. E. Pharr and J. 
A. Summers for nominations; Mark Lyons and W. C. Thomas for auditing, and L. M. 
Stratton, R. J. Ogilvie and W. A. Cortes on resolutions. 
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From left to right: George T. Bailey, Oliver Iron & Steel Co.; 
McLendon, McLendon Hardware Co., Waco; G. B. Baldwin, A. Baldwin & Son 


Manufacturers’ President Responds 











F. D. M itchell 


to Welcome 


H. G. Moore Urges Coordinated 
Action Between Manufacturer, 
Jobber and Retailer 


ESPONDING to the welcome offered by G. A. Trum- 
bull, H. G. Moore, president, American Hardware 
Manufacturers, thanked Dallas and the Southern job- 

bers for their hospitality. He called for coordinated action 
of manufacturer, jobber and retailer in the solution of 
present day problems. In part, President Moore said: 
“It is my opportunity upon this program this evening, 
ladies and gentlemen, to acknowledge the deep indebtedness 
of the American Hardware Manufacturers’ Association and 
their gratitude to the City of Dallas and the citizens of this 
wonderful metropolis of the Southwest, and to acknowledge 
the deep indebtedness to the Southern Hardware Associa- 


J. A. Connors, Union Fork & Hoe Co.; Ralph 





H. G. Moore 











Secretary 


“In regard to solving our problems, 
I think we too readily desire that the 
sad experiences which such a _ short 
time ago came to,us and to the world 
should be too readily adjusted and we 
are too anxious that the time be short, 
when that is not possible. It could not 
be that such a disturbance as we had, 
after such a terrible experience, could 
be wiped out, or the results of it, in a 
short time. We could not expect to re- 
cover within just a few years, but we 


tion for inviting us to participate upon this occasion. 


will gradually solve the problems that 
have been left to us for solution and 
adjustment. It seems to me, speaking 
from a manufacturer’s point of view, 
that the manufacturers possibly do not 
fully realize the problems that are be- 
fore them, when we realize that wages 
in Germany today are on a 12 cents an 
hour basis, while we are upon a 56 
cents an hour rate. These inequalities, 
these adjustments, and many others 
which may come along with them, must 


President 


reach a solution before we see a return 
to all of the conditions which we did 
have And which we so much desire 
again. By coordinated action between 
manufacturers, jobbers and retailers, I 
believe we can more readily solve our 
problems. 

“IT am truly glad of the privilege of 
bringing to you, on behalf of our asso- 
ciation, our thanks, and in addition for 
the hospitality for which we know Dal- 
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las is famous.” 














From left to right: Geo. Eddy, Lockwood Mfg. Co.; 


- S. J. Bradford, Landers, Frary & Clark; S. E. Clarkson, Okla- 


homa City Hardware Co.; A. S. Vaughan, Vaughan & Bushnell Mfg. Co. 
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General Conditions Quite Satis- 
factory, Says D. A. Merriman, 


Opening Discussion 


PEAKING particularly for the wire industry 
D. A. Merriman, American Steel & Wire Co., 
declared general conditions to be very satis- 
factory, with every indication of increased de- 
mand during the spring season. Mr. Merriman 
opened the discussion on business conditions at 
the first session of the two associations. He was 
followed by Isaac Black and M. J. Lacey. 

Mr. Merriman’s talk in part follows: 

“General conditions surrounding the wire in- 
dustry at this 
time are quite 
satisfactory, al- 
though there was 
some hesitation 
in the demand 
for wire  prod- 
ucts during 
March. Since 
April 1 some im- 
provement has 
been shown, and 
many rush 
orders are being 
received for 
nails, barbed 
wire, woven 
fencing, etc. The 
wire industry is 
a little closer to 
the farmer or 
planter than any 
other branch of 
the steel indus- 
try. It is also 
closely allied 
with the manu- 
facture of a large number of articles of hardware 
such as tools, screws, bolts and a variety of arti- 
cles carried in stock by the trade; also associated 
very closely with the automobile trade and other 
lines of manufacture unnecessary to mention, but 
in the last analysis they all take their cue from 
the degree of prosperity enjoyed by the farmer. 

“We anticipate a good substantial demand for 
our products throughout the balance of the spring 
season. Probably the usual let up will prevail 
in July, but our expectation is that the fall trade 
will be exceedingly good in all lines, and especially 
so if crop prospects are favorable. Just now dry 
weather is worrying this section and also the 


D. A. Merriman 
American Steel & Wire Co. 





Rocky Mountain district, and we will go through 
the usual crop scares, but let us all hope that the 
final result will be a wonderful harvest. The 
United States was never in a more prosperous 
condition than now. The large cotton crop last 
year was produced at a low cost and sold at the 
highest average price that has ever been recorded 
in peace times. Corn, wheat and oats brought 
exceedingly high prices. The wheat crop was 
very large, oats was the greatest crop on record, 
although the corn yield was a little below the 
average. Other products of the farm such as 
live stock and dairy products have also yielded 
an immense revenue. Farmers have paid up 
their old accounts to the banks and retailers, and 
retailers have liquidated their old debts with the 
jobbers. Stocks of merchandise are in most ex- 
cellent condition, no inflations being reported 
anywhere; money is plentiful; credits easily ob- 
tained where required and justified, and conserva- 
tive buying has been the rule. There are the best 
reasons for believing that 1925 will prove rea- 
sonably and fairly profitable for all of us, assum- 
ing of course that we give proper attention to our 
business and to the various problems which con- 
front us and which must be met. 

“Genuine prosperity for manufacturers, whole- 
salers and retailers comes when labor is well 
employed at fair wages and when the farmer 
sells his’ produce for a fair and reasonable price 
because we are all interdependent upon each 
other, and one particular group cannot long 
prosper if the other groups do not. 


Prosperity to Come 


“There is scarcely any question about the pros- 
perity to come—your only problem is to get your 
share and maintain your position in the distribu- 
tion of the vast volume that lies within your 
grasp, and the economic, prompt and efficient 
service that you can give will be a large influence 
in determining the results. Price is not the only 
consideration. More than one hundred years ago 
that great statesman—Thomas Jefferson—ad- 
monished people never to buy anything just be- 
cause it was cheap. That great hardware 
merchant—E. C. Simmons—had a slogan ‘The 
recollection of quality remains long after the 
price is forgotten’ and service is something that 
the people will pay for. 
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Economic Status of South Sum- 
marized by Five Jobbers 


Good Roads, Increasing Realty Values, Big Building 
Programs, Sound Money Conditions Reported 


HE second feature of the first joint session was a summary of business and finan- 
cial conditions in the different sections of the South. Chairman Trumbull called on 
Mark Lyons, Mobile, Ala.; Chas H. Ireland, Greensboro, N. €.; L. M. Stratton, 


Memphis, Tenn.; W. C. Thomas, Tampa, Fla. 


; and A. D. Hodgson, Fort Worth, Texas, 


to tell the convention the economic status of their respective districts. 
The important relation of agriculture to southern prosperity was stressed by all 


speakers. 


Good roads, increasing realty values, sound money conditions and an en- 


couraging outlook for the hardware business were reported in the five summaries. 

These five jobbers were essentially optimistic but in a sound and steady way. No 
boom was expected or wanted, but steady improvement was expected providing the vari- 
ous contributing factors, particularly farm conditions, were satisfactory. 


We quote from these summaries as follows: 


Florida’s Development Permanent; 
Business Good, Says Thomas 


66 ATURALLY, the hardware business is good 
| \ in Florida, because of the extensive general 
building operations, the development of new 
farm and grove properties, the erection of numerous 
hotel and apartment houses, the continuous and ex- 
panding program of good road construction, the mil- 
lions of dollars being invested in all manner of con- 
struction enterprises. In my 
city of Tampa one skyscraper 
office building succeeds an- 
other with a rapidity that is 
almost startling, while big 
hotels, under construction or 
in immediate prospect, promise 
ample room for our future 
crowds. In one case, a 12- 
story office building, just com- 
pleted by the Tampa Tribune, 
every office was rented long be- 
for completion, and there is al- 
ready a waiting list nearly 
large enough to fill a duplicate 
of the big structure. 

“I anticipate a continued in- 
creasing in volume of the 
present activity and develop- 
ment in Florida. 

“Florida, I would have you 
understand, is not a winter State alone, nor merely a 
pleasure ground for winter tourists. It is a year- 
round State, it offers attractions every month of the 
12; it is as much a land of opportunity in July as in 
January. We are getting away from the season idea 
and persuading and proving to the world taat it is 
just as desirable to come to Florida in the summer as 
it is in winter—and thousands of people have learned 
this, to the extent we no longer have dull summers or 
quiescent falls, but keep up a merry pace of progress 
from January 1 to December 31.” 





W. C. Thomas 
Tampa Hardware Co., 
Tampa, Fla. 





Tennessee Crops Will Govern Pros- 
perity, Says L. M. Stratton 


improvement for the few months that were 

to follow the election. Instead of the great 
wave of prosperity sweeping over the country we 
have witnessed the greatest orgie of speculation that 
this country has ever seen, and it is a sad commentary 
upon the price-making powers of our nation that the 
man who produces the grain 
and the cotton out of the 
ground has nothing whatever 
to do with the making of the 
price, but that a few men who 
do not deal in those commodi- 
ties in any shape or form, can 
at will, advance the price prac- 
tically 100 per cent and then 
without warning, it drops al- 
most perpendicularly. "That is 
what has happened in the past 
few months. 

“The farmers were unable to 
get better prices because it had 
left their hands, but we had to 
pay the advanced price in 
manufactures in this country. 
When we are planting a new 
crop, when conditions are most 
promising, there is a lack of 
confidence on the part of the 
man whose business is subject to such hazardous 
risks that he does not know just what to do or how 
to grasp the situation. There has been just a little 
let-up in the distribution of merchandise. We have 


66 _ you remember, I predicted a great business 





L. M. Stratton 
Stratton-Warren 
Hardware Co., 
Memphis, Tenn. 


been disappointed in the bulk of goods sold. We 
have been disappointed because we were led to be- 
lieve by those who have studied them that the hard- 
ware business was going to improve. 

“In regard to our particular section around Mem- 
phis, we do not know what measure of prosperity we 
are going to enjoy and will not know until after crops. 
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Texas Merchants in Good Shape; 
Farmers Also, Reports Hodgson 


N discussing the economic status of the South, 
| A. D. Hodgson of the Nash Hardware Co. of Fort 

Worth, Texas, dwelt at some length on the favor- 
able agricultural conditions and the fact that the 
cotton crop had been disposed of at prices that com- 
pared favorably with those prevailing during the 
war. As a result of this basically sound condition, 
Mr. Hodgson foresaw a period of business prosperity 
in the State. 

Mr. Hodgson said: “We have had better than 
average crops of cotton in years, which were sold at 
almost war time prices. Ample food and feed crops 
for men and animals; heavy clips and high prices for 
wool and mohair; a fair condition in the oil industry, 
with lumber interests well employed, the only ones to 
really suffer being the cow man, who having been 
knocked down repeatedly, struggles to his feet only 
to receive another knockout. 

“As a result of the influx of new wealth, old obli- 
gations have been retired and new ones created 
(largely for autos and other semi-luxuries), so that 
we are literally poor from carrying such a load of 
property. 

“About this time last year, and continuing along 
through the summer and fall, some of our newspapers 
and Chamber of Commerce sent out a generol S. O. S. 
calling for volunteers to come to Texas to help supply 
the demand for merchandise of all kinds, which the 
local jobbers and dealers could not take care of. This 
was very thoughtful on their part and met with 
hearty response. 

“A number of Northern and Eastern concerns not 
only sent representatives, but established branches in 
Texas, and my only hope is that they will stay with 
us, for the indications now are thal during the next 
year or two opportunities for real help will not be 
lacking. For the past several months we have been 
suffering somewhat and worrying a lot more about 
lack of rainfall, some sections of the State being prac- 
tically without precipitation for eight to ten months. 
Relying, as we do, almost exclusively on our agri- 
cultural products for our prosperity, we are naturally 
anxious to see a general rain of about a week’s dura- 
tion all over the State. Fundamentally, our mer- 
chants and farmers are in very good shape, recent 
bank statements showing healthy balances, and so 
far, requests for extensions have been few. 

“Now about the stuff that will sell best. You know 
Texas is a State of such magnificent distances, soil 
and climatic conditions vary to an almost unbeliev- 
able extent, which calls for equipment of every kind 
for producing every crop grown in the semi-tropical 
and temperate zones, while a look around Dallas will 
give you a fair idea of our requirements. 
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“After all, we are pretty much the same kind of 
folks as are found in other parts of the United States, 
with similar needs to be supplied.” 





Mark Lyons Is Optimistic for Southeast 
Mississippi Area 


66 AM expected to tell you something about Ala- 
| bama and the southeast Mississippi country and 
the northwest Florida country. I am going to 
speak in optimistic tones because the section of whieh 
I speak is so rich in possibilities that I cannot refer 
to it in other than an optimistic manner. You have 
just heard something of the recent developments of 
the wonderful prosperity of Florida—the State where 
the vision of yesterday has become the wonderful and 
glorious reality of today. This was brought about, 
in my opinion, largely by the determination on the 
part of the people of that State to take advantage of 
their two greatest resources, climate and productivity 
of soil.” 

The speaker then referred to his own city of Mo- 
bile and said great improvements were being planned 
in his city and that they were preparing to spend 
more than $20,000,000 in public improvements; that 
that was not a large amount for a city of the size 
of New York or Philadelphia or Chicago or Dallas, 
but for a city of less than 75,000 people it was a con- 
siderable sum. Mr. Lyons said “that $10,000,000 of 
this money was being spent by the State of Alabama 
in the development of the great harbor resources. 





Good Roads for Carolinas Chas. Ireland 
Tells Convention 








R. IRELAND _ spoke 

briefly on financial 

and industrial condi- 
tions in the Carolinas. He 
said that it was planned to 
spend many millions of dol- 
lars on road improvement in 
the Carolinas; that $250,000,- 
000 had’ been expended in 
the last five years on good 
roads in his territory. He 
predicted a large influx of 
Northern people into the 
South in search of business 
and health. 








a 


Chas. H. Ireland 
Odell Hardware Ce., 
Greensboro, N. C. 
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Golf Tournament Awards Won 
by Kelley and Peck 


E. KELLEY, Simonds Saw & Steel Co., and Albert B. Peck, American Screw Co., 


J won the two first prizes in the hardware golf tournament held during the joint 
* Dallas convention. Mr. Kelley and Mr. Peck were winners of semi-finals. Instead 


of running off the final it was decided to award a first prize for each group. 
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Snapped at the Dallas Convention 































































































































































































Louis, and Col. Bob Penick, Penick-Hughes Co.; Wm. S. Keonold, Warren 
Tool & Forge Co., Ray Hare and John North, Hare-Bailey Co.; W. E. Murphy, Wm. E. Brezette, Bryden-Neverslip Co., and Tom Mack, Phoenix 
Horseshoe Co.; George T. Bailey, Oliver Iron & Steel Co., Hugo Weidman, National Tube Co., and D. D. Peden, Peden Iron & Steel Co. SECOND 
ROW—J. D. Wyman, Jas. Hutchinson, J. J. McHugh, Stanley Works; Anthony Doherty, Doherty Hardware Co.; Bill Foege and Bob Patterson, Ameri- 
can Steel & Wire Co.; Albert B. Peck, American Screw Co., “A First Prize Golf Winner’; Jack Connors, Mansfield Tire & Rubber Co.: Mrs. J. J. 
Gilmore, American Steel & Wire Co., and J. G. Borland, Mansfield Tire & Rubber Co. THIRD ROW—Horace Disston and Harry Owens, Henry Diss- 
ton & Sons Co., Inc.; Roy F. Soule, Editor, Hardware Dealers’ Magazine, J. Barry Hutchins, Hardware & Wousefurnishing Goods, and Llew S. Soule, 
Editor, Hardware ag” Paul Dillon, Northwestern Barb Wire Co., A. B. Peavey and G. F. Wright, G. F. Wright Steel & Wire Co.; W. C. Cortes, Bering- 
Cortes Hardware Co., S. J. Bradford and W. H. Rattenbury, Landers, Frary & Clark. FOURTH ROW—G. R. Prentice, Frank Carey, and J. C. Meyers, 
Gendron Wheel Co.; A. C. Rankin, Teague Hardware Co., and John T. Everett, Memphis, Tenn.; Mr. and Mrs. M. J. Lacey, Pyrex Division, Corning 
Glass Works; Murray K. Richstone, H. C. White Co., and E. J. Derbes, Wall Rope Works; L. S. Pickup, Stanley Works. BOTTOM ROW—C. A. Miller 
and E. C. Sehrweide, Aluminum Goods Mfg. Co.; Chas. Roberts, J. S. Wainright and John Connors, Mansfield Tire and Rubber Co.; Geo. F. Wiepert, 
Sargent & Co., and N. A. Gladding, E. C. Atkins & Co.; H. P. Sheets, secretary, and George M. Gray, president of the National Retail Hardware Asso- 


From left to right working down. TOP ROW—A. M. Wooster, St. 


ciation, 
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Manufacturers Indorse Hard- 
ware Council in Executive 


Session at Dallas 


Secretary Sheets Speaks on Installment Selling 


HE manufacturers held but one separate session during the convention, since all 
business scheduled to come before the members was disposed of at that time. This 
meeting was held in the Junior Ball room of the Adolphus, Wednesday, April 22, 


at 10 a. m. 


President H. G. Moore presided and opened the session with a short address outlin- 
ing the matters to be considered. He advised the continuation of joint meetings of 
manufacturers, jobbers and retail merchants to work constructively on the problems of 


the trade. 


Mr. Moore recommended the endorsement of a 
Hardware Council, to be composed of representatives 
of manufacturers, jobbers and retailers, and in this 
connection he announced that the American Hard- 
ware Manufacturers will meet with the National Re- 
tail Hardware Association in Philadelphia, June 22 
to 26. 

He directed attention to the 
matter of displays of manufac- 
turers at conventions and re- 
quested that it be discussed 
during the meeting. 

Secretary F. D. Mitchell 
then tendered his report, and 
commented upon the fact that 
this was the twenty-fourth 
consecutive convention held 
jointly with the Southern job- 
bers. 

In speaking of the Hardware 
Council, Mr. Mitchell said that 
it was now in the process of 
organization and referred to 
the meeting bctween the Board 
of Governors of the National 
Retail Hardware Association 
and the officers of the Manu- 
facturers’ Association in In- 
dianapolis recently. 

Following this he took up what he termed the news- 
paper spread evil, referring to the matter of certain 
newspapers urging a jobber or retailer into some cele- 
bration and using his name to induce manufacturers 
to pay for advertising space in some special edition 
of the paper. “The fault,” he said, “lies with the 
newspapers and not with the jobbers or retailers, 
and the result is that manufacturers pay for space 
which is not sold on merit.” The real facts, he con- 
tended, should be laid before the jobbers and mer- 
chants. 

He gave credit for a large part of the success of 
the convention to the jobbers, and especially com- 
mended the local committee and its efficient chairman, 
E. C. Oliver. 


H. P. Sheets, 
Secretary of the Re- 
tailers, in a happy 

mood 





The principal speaker at this session was Herbert 
P. Sheets, secretary of the National Retail Hard- 
ware Association. 

Mr. Sheets began by stating that the retailers are 
vitally interested in the formation of the Hardware 
Council. “The people engaged in distribution,” he 
said, “are best fitted to solve distribution problems.”’ 

Among other important things brought out in Mr. 
Sheets’ address was that this country has an over- 
production capacity, and that things produced must 
be sold. 

Over Expansion of Installment Plan 

This fact, according to the speaker, had resulted 
in an over-expansion of the installment plan of sell- 
ing, which he declared to be dangerous. It leads 
people to buy beyond their means and lays a heavy 
toll on those who buy, because of the cost of financ- 
ing. “When we take 25 cents of a consumer’s dol- 
lar to pay for financing,” he said, “there is but 75 
cents left for merchandise.” Mr. Sheets admitted 
that installment selling has its place in merchandis- 
ing, but condemned over-expansion of the plan, which 
he declared would bring on an economic slump if con- 
tinued. 

He said that the National Retail Hardware Asso- 
ciation was opposed to the installment plan as applied 
to paint selling, purely from an economic standpoint. 

In -closing, he said that conditions have not 
measured up to the pre-election forecasts; that we 
are not yet out of the woods, and the time is ripe 
to plan for the future rather than for immediate 
gain. 

Secretary Mitchell then reported on the question- 
naire recently sent to the members on the compulsory 
adoption of the metric system. The returns he said 
showed seven to one against compulsory adoption of 
the system. The secretary also displayed some of 
the newspaper spreads referred to by President 
Moore and said that some manufacturers were re- 
ceiving an average of three requests per week for 
this sort of advertising. 

Isaac Black, president, Russell & Erwin Mfg. Co., 
asked for action endorsing the Hardware Council, to 
be composed of equal representation of the three 
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branches of the trade, manufacturers, jobbers and 
retailers. The endorsement was unanimously given. 

The following resolutions were then offered by the 
resolutions committee and adopted. 


Endorse Hardware Council 


Whereas, this Association is now entering upon its 
25th year of most pleasant and profitable relationship 
with the Southern Hardware Jobbers’ Association. 

Resolved, that we now formally express our sincere 
appreciation of the continuous cordial and whole- 
hearted cooperation which has always been shown 
by the spirit of cooperation and action of the South- 
ern Hardware Jobbers’ Association, and we now ex- 
press the confident hope that we may enjoy and merit 
the confidence of the Southern Hardware Jobbers’ 
Association for many years to come. 

Whereas, there are in the whole scheme of distribu- 


Mark Lyons Elected 
President Southern 
Jobbers’ Association 


Walter C. Thomas and Leslie M. Stratton 
Chosen as Vice-Presidents 


ARK LYONS, McGowin-Lyons Hardware 

& Supply Co., Mobile, Ala., was elected 
president of the Southern Hardware Job- 

bers’ Association at the executive session held on 
Friday morning. This 

| meeting terminated the 
four day joint convention 
of this organization with 
the American Hardware 








Manufacturers’ Associa- 
tion. 

Walter C. Thomas, 
Tampa Hardware _  Co., 


Tampa, Fla., was chosen 
first vice-president; and 
Leslie M. Stratton, Strat- 
ton-Warren Hardware Co., 
Memphis, Tenn., was se- 
lected as’ second vice- 
president. 

The new executive com- 
mittee selected at this time 
is composed of John L. 
Keith, E. L. Wilson Hard- 
ware Co., Beaumont, Texas; Beauregard Morri- 
son, Fones Bros. Hardware Co., Little Rock, 
Ark.; and Arthur D. Hodgson, Nash Hardware 
Co., Fort Worth, Texas. 

The newly elected officers made a few appropri- 
ate remarks followed by the adjournment of the 
annual convention. 











Mark Lyons 
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tion many elements of economic waste prominent 
among which is waste in advertising. 

Resolved, that we express the hope that our friends, 
the jobbers, will refrain from entering any activity 
in advertising which may in any way involve a re- 
quest to the manufacturers, either direct or through 
any local journals, to join in any local advertising. 

Whereas, the convention of this Association in 
Dallas has proven such a happy association because 
of the magnificent and wonderful hospitality of the 
Dallas local committee. 

Resolved, that we now express our. grateful 
acknowledgment of the most generous hospitality and 
appreciation of the great work done for our pleasure 
by the Dallas local committee, the ladies’ committee, 
the hotels, the local government, and indeed to all the 
people of Dallas. 


George Gray Impressed 
With Convention Spirit 


Tells Convention Cooperation Will Solve 
Distribution Problem 


T the close of the first session of the joint 
convention of hardware manufacturers and 
southern hardware jobbers, George M. Gray, 

Coshocton, Ohio, president of the National Retail 
Hardware Association, expressed his interest in 
the Dallas meeting and in- 
vited those present to at- 
tend the coming national 
retail hardware convention 
in Philadelphia. Mr. 
Gray’s message in part fol- 
lows: 

“I am impressed with 
the real efforts of the man- 
ufacturers and the jobbers 
and the retailers to make a 
thorough study of the dis- 
tribution of merchandise. 
As has been said here to- 
night, and well said, there 
are problems’ before us 
that must be solved and it 
is foolish to overestimate 
them and it is a greater 
folly to underestimate, and 
still a greater folly not to face them, and I verily 
believe that with the coordination and coopera- 
tion of the manufacturers and the jobbers and the 
retailers that these problems will be solved, and 
I want to extend an invitation on behalf of 
twenty-four retail hardware associations in the 
United States to you to attend the Convention of 
the National Retail Hardware Association that 
will be held in Philadelphia the week of June 27.” 





George M. Gray 
President N. R. H. A. 








26th Joint Meeting 


The convention reported in this issue was 
the 26th annual joint meeting of the South- 
ern Hardware Jobbers’ Association and the 


American Hardware Manufacturers’ Asso- 


ciation, in which harmony between maker 
and distributor was shown. 
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ohn Donnan Suggests Remedy for 
Returned Goods Evil 


Study Customer’s Territorial Requirements and Send Him Right 
Goods, Says Southern Jobbers’ Secretary 


evil of returned goods, suggested John Donnan, secretary, Southera Hardware 


ror study of a dealer customer’s territorial requirements should help curb the 


Jobbers’ Association. The subject of returned goods was discussed on the second 
day of the joint hardware convention in Dallas. Frank L. Campbell, U. S. Chain & Forg- 
ing Co., presided as chairman of the agricultural and garden implement group. 














H. W. Lidstone, S. W. Dimick, Colt’s Patent Firearms Co.; C. E. Reberts, Mansfield 
Tire & Rubber Co.; F. G. Speer, Speer Hardware Co.; and G. H. Hillman, Winchester 
Repeating Arms Co. 
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Solon Rogers, Simonds Saw & Steel Co.; K. R. Atwater, Columbian Rope Co.; Evan 
Edwards, Columbian Rope Co.; and A. F. Huge, Simonds Saw & Steel Co. 








W. T. Bailey, Chattanooga Imp. & Mfg. Co.; Tillman Cavert, Cavert-Miller-Lipseomb ; 
F. E. Pharr, Buhrmann-Pharr Hardware Co.; and John O. Beneke, Reading Hardware Co. 


























“On the subject of returned goods 
I think one of the first things that 
the jobber should do is to try his 
level best to see if there is not some 
remedy for it. From some of our 
friends I understand that after mer- 
chants, to whom they have sold goods, 
have kept them on hand for several 
months, the merchant will send them 
back. It seems to me it is poor ethics 
that the man has bought goods from 
any particular jobber to want to re- 
turn them without good reason, but 
of course many of the merchants do 
return goods only when there is some 
justification for it.” 

Mr. Donnan said merchants were 
often obliged to return goods be- 
cause they had not given definite 
specifications in their orders and 
when the goods were received, they 
found, through their own mistake, 
that the particular articles were not 
satisfactory to their trade. For 
instance, the articles should have 
been left-hand instead of right, etc. 

As to the remedy for the above 
difficulty, Mr. Donnan was of the 
opinion that when a volunteer order 
comes into your house, the thing to 
do is to have your volunteer orders 
not only passed upon by the Credit 
Clerk in your house, but by one who 
is thoroughly familiar with every 
section of the country, who has 
knowledge enough of the particular 
section where the goods are to go 
to know that they are adapted for 
that particular section. Mr. Donnan 
thought such practice would elimin- 
ate a large portion of the difficulty 
in the returned goods problem. 

Mr. Neilson was invited to speak on 
this subject. He said he was ina 
similar position with Mr. Donnan; 
that in his business the return goods 
problem was a very small one. 

Chairman Campbell then said the 
next topic for discussion would be an- 
nounced and discussed under the 
chairmanship of W. D. Biggers, of 
the Continental Screen Company. 
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Convention Discusses 


Training of Salesmen 


Subject Introduced By Llew S. Soule, Roy Smith 


and Chas. H. Ireland 
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W. D. Biggers 
Continental Screen Co. 


OLLOWING the return goods session, W. D. Biggers, Continental Screen Co., as 
chairman of the builder’s hardware group, introduced the problem “How Can We 
Make Hardware Salesmen More Efficient?” Chairman Biggers called upon Llew S. 

Soule, editor of HARDWARE AGE, to open the discussion. He was followed by Roy Smith 


and Charles H. Ireland. Mr. Soule spoke in part as follows: 


“I want to begin by saying that any- 
thing I have to say will not be a criti- 
cism of what you term the traveling 
salesman. When I was in the retail 
business for thirteen years, the men to 
whom I owed more than anybody else 
were the traveling salesmen who went 
out of their way to help me become a 
better merchant. There is, however, 
an acknowledged inefficiency in selling, 
but I am wondering when you ask me 
to suggest how we can make our sales- 
men more efficient, just who you mean 
by our salesmen. I am -wondering 
whether you mean the men who travel 
out from the manufacturer and the 
jobbing house, or the men who retail 
over the counter. I presume, however, 
you mean the traveling men who work 
out from the manufacturer and jobber, 
and those men I am going to call sales 
distributors rather than salesmen, be- 





Llew S. Soule 
Editor HARDWARE AGE 


cause they are selling merchandise dis- 
tribution more than they are merchan- 
dise. 

“During the war there was a let- 
down in the efficiency of the merchan- 
dise distributor. There was a let-down 
also in the retail line. That let-down 
was due to the fact that where men 


were taken out of business and new 
men brought in, these new men did not 
know the traditions of the business and 
had little knowledge of the needs of the 
merchant or of the merchandise. Their 
principal work during that period was 
selling the idea that they could not 
supply the country with merchandise 
rather than to sell goods. After the 
war those men were left in positions 
for which they were not fitted. Some 
of them are still in those positions, and 
the best thing for both them and busi- 
ness is to get them out of that environ- 
ment. 

Records last year from 2482 differ- 
ent concerns, representing 27 different 
lines of industry, show that 1485 of 
those men failed before the year was 
over; 63 per cent of the salesmen in 
that group failed to make good inside 
of a year, and in 90 per cent of the 
cases it was not the fault of the men 
who failed but the fault of the firms 
that hired them and who did not back 
them up with the right kind of train- 
ing and knowledge to make them effi- 
cient and successful. 

“A survey of the situation also shows 
that it costs $500 to $1,500 for every 
one of those men that were taken on 
and failed, and this cost goes on to the 
distribution of merchandise. For that 
reason the inefficiency of the sales dis- 
tributor is a vital matter, not only to 
the manufacturer and jobber, but to 
every man connected with the sale or 
distribution of merchandise. 

“T think the greatest problem in con- 
nection with a traveling salesman is 
the proper selection of men. A sales- 
man should be selected for the road for 
six different reasons. The first is his 
health, because a man who is not per- 
fectly healthy is not fit to go on the 
road and cannot do efficient work. The 
second thing is personality, because if 
a man does not have a personality that 
inspires confidence, he is up against a 
stone wall when he comes to represent 
a firm properly. The next thing is in- 
telligence, and as Mr. Dennison said 
before an audience in New York re- 
cently, ‘it is an economic crime when 
manufacturers and jobbers do not abso- 


lutely insist on intelligence in their 
salesmen. Until they do insist upon 
it, there will be certain men who will 
get into the line who are not fitted 
mentally for the work they have to 
undertake.’ 

“The next is ability, and ability is 
something to be judged not entirely by 
past performances but by what that 
man is capable of doing. A great many 
men in their lines of work would be 
successful salesmen or successful sales 
distributors were they placed in the 
proper line of work. Next comes 
energy, because it does not make any 
difference how healthy a man is, or 
what his personality is, if that man 
does not have in his heart the love of 
work and a real desire to push forward 
in life, he will not do any good for him- 
self or to the man that hires him. The 
last on the list is honesty. It does not 
make any difference what qualifications 
a man has, if he is not fundamentally 
honest, he is not only going to be in- 
efficient as a salesman but he will bring 
disgrace to his house.” 


Roy Smith on Salesmen 


Chairman Biggers then called on Roy 
Smith, Walter Tips Co., Austin, Tex., 
for remarks on this subject. 

Mr. Smith said in part: “If I could 
devise a plan whereby we could eco- 
nomically increase the efficiency of our 
salesmen I would write a little book 
and clean up a million dollars before 
this convention adjourned. This sub- 
ject is one of great scope and should be 
of vital interest to every man engaged 
in marketing goods. I believe that 
America is now producing and will 
continue to produce salesmen who in 
their efficiency will stand higher than 
any other salesmen in any other coun- 
try under the sun, and I do not want to 
appear by the few feeble remarks that 
I may make as one who is adversely 
criticising the efficiency of our sales- 
men. I believe this subject was 
prompted not through any desire to 
criticise the salesmen’s efficiency, but it 
was prompted by that great American 
desire to improve conditions, it matters 
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nee whether they be good, better or the 
est. 

“In our daily lives we are constantly 
coming in contact with certain truths 
and on these truths are based the foun- 
dation of all of our success. At these 
conventions there is a certain truth 
that we are always confronted with, 
and that is the old, old truth that to 
every action there is an equal reaction. 
Another truth that I have heard, not 
very long ago, was—uttered by Mr. 
Dennison—that people’s success. in 
business is largely dependent upon 
their ability to influence men. Another 
truth that I heard of back in 1923 was 
uttered by Mr. Ivy when he defined a 
salesman as being a structure standing 
on three legs—know your goods, know 
your customers’ needs and _ require- 
ments, and know yourself. If any one 
of these legs fail, then your selling 
structure also falls. 

“Give your salesman a_ thorough 
knowledge of the goods he is offering 
to sell and, if possible, have him carry 
a sample; make them all know that 
their calling is on a plane that is as 
high as any calling that a man can fol- 
low.” 


Chairman Quotes Norvell 


Before calling on the next speaker 
Chairman Biggers offered this thought: 

“T always keep a clipping bureau. 
Here is what Saunders Norvell says in 
the HARDWARE AGE: ‘In my mind, the 
greatest fault with merchandising in 
the United States today is the lack of 
initiative and the knowledge of mer- 
chandise and other requirements that 
go with a successful merchant, sales- 
man or clerk. It is my opinion that 
jobbing hardware houses today are re- 
quiring too much from mediocre sales- 
men when a superman should represent 
the enormous lines of merchandise job- 
bing hardware salesmen are required 
to do. What we want in the hardware 
business is better bosses, better sales- 
men, ete.’ ”’ 


Must Have Motive, Says Ireland 


Chas. H. Ireland, Odell Hardware 
Co., Greensboro, N. C., contributed 
some valuable thoughts on the prob- 
lems of the hardware industry. Mr. 
Jreland’s talk follows in part: 

“To have efficiency, we must have 
motive. The motive in the business 
world is inseparably connected with 
compensation. Compensation without 
inspiration is drudgery. Inspiration 
without ambition is a dream. Ambi- 
tion that is at all worthwhile must not 
result from an effort to do, but to be. 
Ambition that carries one forward as a 
permanent result must come from a 
consciousness of merit—a service that 
has or is to be rendered. 

“So to have results that will abide, 
there must run through the whole warp 
the golden thread of merit and con- 
sistency, for one break in the thread 
destroys the value of the whole weave 
of the fabric. 

“First, then, let us ask is there a field 
for the hardware man? _ I confess to 
you that I have hugged to my bosom 
the delusion that there has been; there 
is, there will be a field; unless we are 
so foolish as to throw away what has 
been so painstakingly built up by our 
predecessors. 

“Again I have comforted myself with 
what some claim a fallacy, that amidst 
the cataclysm that has practically over- 
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taken all other lines of mercantile life 
that this was one line that would out- 
ride the storm, and that in our bill of 
fare of scrambled eggs, of department 
stores, chain stores, drug stores and 
catalog house competition, which has 
overtaken practically all other lines, 
that possibly there might be left the 
single exception of the hardware line 
of merchandise that would not have to 
be dished out to you by the girls, old 
men and women on cafeteria waiters; 
but lately I have had my equilibrium 
somewhat disturbed, for if I am reli- 
ably informed, the orders that emanate 
from the householder today calling for 
pills and paregoric also adds in paren- 
thesis ‘and send with these a pocket- 
knife for father and a safety razor for 
Johnny to shave the budding down on 
his upper lip.’ 

“The housemaid who orders groceries 
from the department store adds: ‘Send 
a galvanized garbage can, also an 
enameled dishpan and a sausage grind- 
er.’ The boss carpenter who arrives 
to repair or finish the home, orders 
from the lumber dealer his lime, cement 
and shingles, but includes with these 
his locks, butts, etc., hinges, coat and 
hat hooks and nails. Sometimes I con- 
fess I have to shake myself to see if I 
am not dreaming. You know I used to 
think it required brains, time and talent 
with some capital to make a hardware 
man. 


Brought Up in Old Days 


“IT was brought up at a time in the 
history of this business when such men 
as George Henry Sargent, Mr. Meade 
of the Stanley Rule and Level Com- 
pany, Mr. Peed of the Stanley Works, 
John H. Graham, William G. Smythe, 
Henry Kidell, Arthur Emory, Samuel 
G. B. Cook, Wm. H. Cole, R. K. Car- 
ter, W. D. Fox, Fred Israel, E. C. Sim- 
mons, Wm. B. Faunce, John Wilson, 
Charlie Weir, Dan Stuckeu, Omar 
Meade, Bill Smith, Sam _ Disston 
and Fayette R. Plumb. These men be- 
lieved and practised the doctrine that 
a hardware man rendered the necessary 
service to the community, and as such 
had to go through a course of training 
to fit him for his calling, just the same 
as the druggist, doctor or lawyer. But 
these men have passed from the scene 
of action. New doctrines are being 
proclaimed, new faiths taught, and it 
behooves us to stop and ponder whither 
we are drifting. 

“As an illustration of how this dis- 
organization has come about, I want to 
take builders’ hardware to illustrate. 
Originally there was a well-defined field 
of activity for the jobber, the retailer 
and the manufacturer of builders’ hard- 
ware. The jobber trained his sales- 
men, who by reason of the knowledge 
of the actual practice of waiting on the 
retail storekeeper after having been in- 
formed by the manufacturer as to the 
character and quality of his goods, 
passed it on to his salesmen, who, visit- 
ing the trade. knew at first hand 
just what was demanded, and frequent- 
lv these jobbers’ salesmen arose from 
the ranks of the retail dealer, who, hav- 
ing waited upon the marchant, knew at 
first hand the demand of the trade, and 
having risen to a broader field as a 
jobber’s representative, he became what 
was termed a well trained hardware 
man. That he was useful and efficient 
I believe that the manufacturer, the 
jobber and the retailer will bear me out 
in that assertion. 
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“Now all manufacturers are not lack- 
ing in wisdom, and a few years back 
the manufacturers realized that they 
had made a mistake and decided that it 
was cheaper for them and better for the 
trade if they could persuade the jobber 
to enter the field again as a distributor 
of builders’ hardware. 


“In the early stages of the game the 
jobber had lost his outlet and as a con- 
sequence neglected to train his sales- 
men for the distribution ef these goods. 
The retailer also, because he had not 
only lost a profit, but the inspiration 
had failed to reach him because the 
jobber salesman, who was the only one 
with whom he came in contact, capable 
of inspiring him along this line, had 
ceased to talk builders’ hardware, con- 
sequently the manufacturer was called 
upon to furnish a special representative 
to furnish the building hardware for 
everything from a barn up. 


An Extra 10 Per Cent 


“Some manufacturers feeling the 
pressure of this inequality so severely, 
concluded to make a departure by giv- 
ing a 10 per cent inducement to the 
retailer direct, in order to interest him 
in the sale of builders’ hardware, but 
alas, that did not relieve the manufac- 
turer of the continuous call for his 
specialty salesmen to visit the retail 
store to read blue prints. Not only so, 
but strange as it may seem, not all re- 
tailers are lacking in wisdom and they 
soon found that the 10 per cent allowed 
by the manufacturer didn’t amount to 
much when it cost them 25 per cent 
overhead to do business. Consequently, 
as might be expected, interest lagged 
again. So that for many years a stock 
of builders’ hardware on _ jobbers’ 
shelves, or an adequate amount of stock 
on a retailer’s shelf was an anomaly. 


“The manufacturer had also some 
enlightenment and he discovered that 
there were sometimes losses in selling 
direct and the additional cost of an in- 
creased number of men to visit the re- 
tail trade had added a material over- 
head to him, greater by far than the 
amount he saved over the price when 
he sold direct to the jobbing trade. 
Besides he had found he could not ren- 
der service living in New Britain to a 
man who lived within 20 miles of Dal- 
las, Tex. So there came about a renais- 
sance in the builders’ hardware dis- 
tribution, but about this time a new 
source of outlet appeared. He was the 
lumber dealer. 


Lumber Dealer Ignores Overhead 


“The lumber dealer, not having been 
trained as a dispenser of smaller mer- 
chandise, did not understand overhead 
and decided to ignore it, asking simply 
that the manufacturer make him the 
price laid down at his door; inasmuch 
as he had his cost provided for in the 
distribution of his lumber output there 
could be no additional cost for distrib- 
uting these other items. He _ soon 
found out the price at which the hard- 
ware man was selling his goods. The 
result was he demanded an inside set 
for $4.75 that looked as near as pos- 
sible like the one the retailer was sell- 
ing for $6, which cost him $5.25; one at 
$6.75 that looked like what the retailer 
was paying $7.50; a front door at $12 
and a cylinder set at $36. As to style, 
finishes, matching and color, he did not 
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know, he did not care anything about 
it. That was a thing that he did not 
propose to bother himself about. But 
naturally you would ask this man could 
he not get the same quality of goods at 
those prices the retailer was selling at 
a higher cost? Certainly not, he 
didn’t have to. The lumber dealer 
could not render the service, no, but 
he could get by with it. Why? Be- 
cause the new doctrine now proclaimed 
from all hardware pulpits—it is, the 
advance theory of the progressor in the 
realm of hardware orthodoxy, namely, 
volume, volume, volume. 


Must Keep Plants Turning 


“These men buy goods by the case. 
They make an output for the increased 
capacity of the hardware manufacturer, 
and anything that would keep the 
whole plant turning, that would fur- 
nish volume, is entirely legitimate. In 
my judgment the curse of the mercan- 
tile world today is this insatiable cry 
for volume. , 


Discusses Distribution 


“What I have said about builders’ 
hardware applies with equal force to 
the distribution of goods that are now 
distributed through chain stores, de- 
partment stores and drug stores, and, 
if persisted in, will bring greater dis- 
aster to the hardware trade than has 
already come, and all the inspiration 
and ambition for hardware salesmen 
will be destroyed. The business of sell- 
ing hardware will be confined to the 
chain store and catalog houses. The 
honest-to-goodness hardware salesman 
will after a while be sought for as the 
remains of the prehistoric man are now 
being sought, simply to prove that 
- there was such a man. Shall this be 
the result of our planning? No, a 
thousand times no. What is the remedy 
then? We have the remedy, I believe, 
in the declaration of the principles of 
this organization which read as fol- 
lows: 


Declaration of Principles 


“We believe the, most feasible and 
economical mode of distributing hard- 
ware is from the manufacturer. to the 
jobber, the jobber to the retailer and 
the retailer to the consumer. Any de- 
parture from this plan is fraught with 
confusion and eventually with failure. 
A strict adherence to it will result in 
the building up of each community of 
responsibility, capable and _ efficient 
hardware houses, who will furnish the 
field of opportunity, will create effi- 
ciency by giving adequate compensa- 
tion, will stir inspiration by offering 
the ambition to achieve in the realms 
not of menial salary grabbers, but of 
conscientious service rendered to the 
community in which he lives, and as 
these fields enlarge, there will be no 
need of any hardware house lacking 
efficient and competent salesmen.” 

Chairman Biggers then turned the 
meeting over to J. E. Stone, Stanley 
Works, who as chairman of the tool 
group took up the subject of the manu- 
facturer’s responsibility to the jobber, 
etc. 
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Jobbers’ Responsibili- 
ties to Each Other. 


J. E. Stone Presides-Wm. 
Brezette Opens Discussion. 
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J. B. Stone, 
Stanley Works 


Dallas was that devoted to studying “The Manufacturer’s Responsibility to the 


() >: of the highly interesting discussions of the joint hardware convention held in 


Jobber and the Jobber’s Responsibilities to the Manufacturer.” J. E. Stone, of 
Stanley Works, presided. He is chairman of the tool group, and was assisted by three 


jobbers and two manufacturers. 
The loyalty between manufacturer and jobber was stressed as was the need of coopera- 


tive effort in the distribution of hardware products. . 
Chairman Stone called on Wm. Brezette, Bryden Neverslip Co., New Brunswick, N. 
J., as the first speaker. Mr. Brezette said in part: 


“T have listened to a good part of the 
talks that have been made here, includ- 
ing the talk made by Mr. Ireland, but 
Mr. Ireland discussed the matter as a 
whole. I can only discuss it from the 
standpoint of a manufacturer. I find, 
however, many in the manufacturing 
business are of the opinion that 95 per 
cent of the jobbers have ceased to func- 
tion. That might seem very broad, but 
it is a fact nevertheless. One great rea- 
son for that idea is due to their method 
of handling their salesmen. I think I 
am safe in saying that 85 per cent of 
the jobbers today ask their salesmen 
to sell their merchandise on a commis- 
sion basis. To my mind it is absolutely 
wrong for the reason that the minute 





he starts out on a commission basis he 
immediately begins to specialize on 
profitable merchandise—-where he can 
make money regardless of the possibili- 
ties, and the first thing you know you 
will find some legitimate manufacturer 
who is trying to put out his line of mer- 
chandise in a legitimate way wonder- 
ing what he will do with the goods on 
his shelves because the jobber has 
ceased to function in that line. What 
is there left for a manufacturer to do 
that has three or four million dollars 
tied up in a business? Should he idly 
sit by and look out of the window and 
say: ‘What can I do? What will be 
my next move?’ 

“There is only one answer to it to 
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Isaac Black, Russell & Irwin Manufacturing Co.; W. C. Thomas, 
Tampa Hardware Co., and W. D. Biggers, Continental Screen Co. 


my mind—the jobbers have got to func- 
tion if they expect to remain in the 
hardware business, no question about 
it. At first the jobber had no legitimate 
spot in this universe. 

“In very early time, many years ago, 





William Brezette, 
Bryden Neverslip Co. 


somebody conceived the idea that there 
was a spot where he might light be- 
tween the manufacturer and the con- 
sumer of merchandise. Through many 
years of cultivation the manufacturer 
has grown to believe that he needs him 
and wants him. We need him—we 
want the jobber today, provided he will 
function. We find in our little, simple 
line or commodity of horseshoes that 
we are manufacturing over 900 differ- 
ent sorts of horseshoes! Why? Be- 
cause the jobbers have ceased to func- 
tion. That has brought that about. What 
I mean in that particular phase is this: 
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You go into a jobber today with horse- 
shoes and he will ask you about the 
price. You give him a price and he will 
say, ‘I cannot pay this price for horse- 
shoes,’ and he mentions some one who 
has made a 5 per cent less price. Now 
to meet that you have to give him an 
extra 5 per cent. Now you have got 
to stabilize your prices; you have got 
to get together and sell your merchan- 
dise in a community in which you are 
entitled to distribute the merchandise. 
The time has gone by in this coun- 
try when you can take a staple article 
and go over 1600 miles and sell it to 
somebody and expect to make a profit. 
You have got to centralize your efforts 
and educate your men. Less than 90 
per cent of the salesmen today can tell 
you anything about an automobile ex- 
cept the shield wiper, and you can take 
half of them and they will go into a 
store to sell merchandise and leave 
their catalog in their automobile. 

“We want to work with the jobber if 
he can do his part. The manufacturer 
cannot sit idly by with ten or fifteen 
millions of dollars’ worth of merchan- 
dise on hand and let it rust out.” 


F. E. Pharr Gives Jobber’s Angle 


Taking up the jobber’s side of the 
question, F. E. Pharr, Buhrmann-Pharr 
Hardware Co., Texarkana, Ark., con- 
tributed the following: 

“You have assigned to me a subject, 
‘The Manufacturer’s Responsibility to 
the Jobber.’ I grant you in the begin- 
ning that so far as what I may have to 
say you are bound to interpret it as 
being handled from a one-sided view 
only, but in view of the fact that there 
was assigned to me only one side of 
this question, I hope that you will not 
consider that I view everything from 
a one-sided standpoint only, and as I 
mean to deal with this subject broadly, 
I ask that if what I have to say does 
not fit your individual case then !et it 
pass. 

“By the term ‘manufacturer’ we all 
know that it is meant to refer to that 
body of fellows who manufacture a 
commodity trom steel, iron, brass, cop- 
per or some of the other metals. By 
the term ‘jobber’ is meant the medium 
of distribution for the manufacturer. 
There are a great many problems of 
common interest between the manufac- 
turer and the jobber. The manufacturer 
has his responsibility to the jobber, and 
so does the jobber have his responsibil- 
itv to the retailer. The retailer has his 
responsibility to the ultimate consumer. 
But in view of the fact that time is lim- 
ited I shall only touch on a few of the 
high spots and these I consider of vital 
importance. 

“T would ask you a question. Who is 
it that is entitled to the retailer’s 
whole business, the manufacturer or 
the jobber? If it belongs to the ‘nan- 
ufacturer in whole or in part, then 
there is no place for the jobber. If, on 
the other hand, it belongs to the job- 
ber, then the manufacturer should have 
hands off. If the manufacturer claims 
to market his product through the me- 
dium of the jobber, and then slips in 
here, there and yonder and sells to 
the retailer, whether he be small or 
large, that manufacturer is not keeping 
faith and is not rendering his duty nor 
carrying his whole responsibility to the 
jobber. It is nof fair nor right to sell 
the jobber and then to go out and sell 
to the retailer, even though he be large, 
at 5 or 10 per cent higher price than 
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he does to the jobber. Quite a bit of 
this practice is in effect, and the man- 
ufacturer should go on record as either 
going directly to the jobber only or to 
the retailer. Nobody denies him the 
right to sell the retailer if he so elects, 
but he should be fair and above board 
and announce to the world that he sells 
to the retailer direct if he so desires. 


The Manufacturer’s Responsibility 


“And right here I would say that the 
mnaufacturer’s responsibility to the job- 
ber is largely emphasized in his selec- 
tion of the manner in which he markets 


his products; whether it be through a 
direct representative, paid a salary and 
traveling expenses, representing only 
this particular manufacturer’s line, or 
whether it be through the medium of 
what is commonly termed manufac- 
turer’s agents. The manufacturer, 
however, should look well to the type 
of man this representative is, however; 
he represents his claim. 

“With all due respect to manufac- 
turer’s agents, and there is among 
them the finest bunch of fellows that 
anyone ever knew, men who are ioyal 
to every account they represent, loyal 
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to the jobber and loyal to their com- 
petitor, but without criticising anycne 
I must say that it does seem that this 
course of marketing has become over- 
worked, you might say. During the 
last several months you see on the road 
manufacturer’s agents whom you never 
saw before, representing lines of whom 
you never heard; representing claims 
about which they know very little, and 
there is where the danger lies of tres- 
passing even instructions from the fac- 
tory. One of these fellows calls, his 
price is the same, or possibly you may 
have a confidential 5 or even a 10 that 
has been given you confidentially and 
you expect to treat it as such. When 
you have gone into the merits of the 
article in question and you find that 
the price is no better, to say nothing 
of the concession you may have already 
had offered you, there is but one thing 
for you to do, and that is to as decently 
as possible dispose of this fellow. The 
day goes by and no orders are written, 





F. E. Pharr, 
Buhrmann-Pharr Hdwe. Co., 
Texarkana, Ark. 


possibly two days, or even three, and 
finally this salesman, anxious to send 
in some orders to show some results, 
sees a sign, ‘Wholesale and Retail.’ 
He immediately goes in and shuts his 
eyes to the surroundings and presents 
his case, and if necessary to secure an 
order he will quote the same price that 
he is quoting the jobber, and the order 
goes in to the factory. 

“TI claim that any sane man with av- 
erage intelligence, with intelligence 
enough to get about over the country, 
can tell immediately when he enters a 
building whether he is in an office or 
in a retail hardware store, and the fact 
that the retailer has a sign on the out- 
side or printed on his. stationery 
‘Wholesale and Retail Merchandise’ 
does not g¥ve that representative au- 
thority to quote his extreme jobbing 
prices. 

“The responsibility does not cease 
there. When the order goes in to the 
factory the manufacturer has not car- 
ried out his full responsibility when he 
passes this order to the credit depart- 
ment and it is found that this concern 
in question is rated seventy-five to one 
hundred thousand—first class credit 


which would satisfy the credit depart- 
ment—but he should go further and 
determine beyond any question of a 
doubt as to whether or not that dealer 
is a retailer or a jobber. It isn’t a difficult 
matter for him to get all the informa- 
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Mr. and Mrs. C. W. Asbury, 


tion necessary in a very short time if he 
so desires it, to have himself clothed 
with the information as to who are job- 
bers, so that when this order comes in 
there may be no delay in making final 
disposition of it. For that reason I 
claim that the manufacturer should look 
well to his representative to see that 
he is not only a high class fellow, but 
that he be informed so that his claims 
may be presented fairly and fully. 


Jobber Must Carry Larger Stocks 


“There is another angle that I would 
call to your attention, and it is this: 
It seems to be coming more and more 
necessary day by day for the jobber to 
carry larger stocks, more complete in- 
ventories than ever before. This is oc- 
casioned by, it would seem, concerted 
action on the part of the retailers to 
draw their needs in small quantities 
and often. Since the advent of the au- 
tomobile, the automobile truck and 
good roads the retailer figures that he 
can carry a minimum stock and draw 
from the jobber, thereby eliminating 
the necessity of large stocks, avoiding 
the obligation of carry-overs, and ob- 
viating as nearly as possible the hav- 
ing on hand of accumulations when de- 
clines come. It is a physical jmpossi- 
bility for the jobbers to carry stocks 
of everything and see far enough ahead 
to supply this great demand of ours 
without material assistance from the 
manufacturer; and for that reason it is 
going to be necessary for the manufac- 
turer to carry made up and in their 
shelves ready for shipment more com- 
plete stocks than ever before to assist 
the jobber in supplying these hurry- 
up calls which he, the jobber, is unable 
to foresee in every instance. This, in 
a way, eliminates the danger of the 
retailer selling a great amount of mer- 
chandise on credit; over-buying because 
of the pressure brought to bear upon 
him by some anxious salesman, and 
then, after he has the merchandise in 
his house, sees that he has over-bought, 
and if it be a seasonable article it 
doesn’t take him long to know he must 
do either one of three things—prepare 
to carry this over for another season, 
or dispose of it without a profit, or to 
sell it on a credit; any one of which 
does not insure him that he is to make 
a profit that he should have. The most 
of the manufacturers today can ship 
pretty promptly and there are a few, 


of the Enterprise Mfg. Co. 


and I am glad to say a very few, who 
claim to be six months behind with 
orders. One concern in particular that 
I have in mind now claims to be ten to 
twelve months behind. It isn’t a mat- 
ter, friend jobber, of being ten to twelve 
months behind always, so much as it 
is a matter of holding down production. 

“Any mortal, even though he be a 
manufacturer, is subject to error; but 
a continuation of wrongdoing does not 
convert that wrong into a right. I re- 
fer now particularly to the injustices 
which have been growing through the 
years of distributing hardware items 
through channels other than the legiti- 
mate hardware jobbers; there was a 
time when hardware was confined to 
hardware channels just as sugar has 
been sold always through the wholesale 
grocery. But an evil day came and the 
manufacturer of wire and nails deemed 
it wise to sell to the wholesale grocery. 
Then came loaded shells and metallic 
cartridges, galvanized tubs and pails, 
and recently they have added such 
staple items as files, hay bale ties, 
roofing, collar pads, horse and mule 
shoes, etc. I can’t for the life of me 
see how the manufacturer figures that 
he will increase his tonnage by plac- 
ing his product into the hands of every 
Tom, Dick and Harry in the land. It 
is not fair, it is not right to persistent- 
ly continue in the course that one 
knows to be detrimental to the cause 
he advocates. You say you can’t af- 
ford to refuse to sell your goods to any 
wholesaler who may ask for them be- 
cause of the laws of the land. There 
are two courses of procedure under 
such conditions. One is to encourage; 
the other is to discourage. Which of 
the two are you pursuing?” 


Mutual Problem, Says Asbury 


Chairman Stone then introduced C. 
W. Asbury, Enterprise Mfg. Co., Phila- 
delphia, Pa., who, as a manufacturer, 
reviewed the comments of Messrs. Bre- 
zette and Pharr, and added his own im- 
pressions as follows: 

“This meeting is most interesting. I 
have listened with great interest to 
the preceding speakers. They have 
brought out points well worthy of care- 
ful study and careful thought on be- 
half of the manufacturers and the job- 
bers as well. The last speaker referred 
to certain classes of manufacturers 
who were perhaps not as loyal as they 
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should have been in selling to the job- 
ber, perhaps taking on some of the re- 
tailers. Is it not worth while to stap 
at that point and further consider 
whether or not such a manufacturer 
has or has not been driven to the act. 
I listened with great care to what Mr. 
Brezette had to say. I can support in 
a measure some of the things that Mr. 
Brezette said, because in calling upon 
a very important jobber within the 
past two years, that jobber was very 
frank, and brutally so to me, in say- 
ing: ‘Mr. Asbury, I will surprise you 
by saying that we do not try to sell 
anything. We try to sell everything.’ 
Now that was the point that I under- 
stood Mr. Brezette made as to the job- 
ber functioning. In other words, I 
would like to put this inquiry: Does the 
jobber himself discriminate between 
and among these manufacturers suf- 
ficiently? Does he really give whole- 
hearted support to a manufacturer 
having a policy of selling to jobbers 
and trying to sell a jobber those goods 
and become a merchandiser? Or does he, 
too often, perhaps, say: ‘Well, it is my 
business to sell everything; I have so 
many items in my catalog and I have 
so many items in my stock and in my 
warehouse I cannot possibly train my 
salesmen to learn the technique of all 
the lines I carry, therefore I throw up 
my hands and I sell volume.’ It seems 
to me there is a degree of mutuality 
due upon that question. Do we prop- 
erly and honestly try to regard such a 
man as we are now discussing in a 
mutual way; consider what the other 
fellow’s problems are, as well as our 
own, and likewise study ourselves, too 
—a more or less self-examination, to 
find out whether we are wrong or not? 
It seems to me by such a course we 
wéuld make far better progress in the 
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seems to me in doing so that we will 
perhaps at least stem a little bit of the 
tide which appears to be flowing to the 
irregular channels. If we will care- 
fully study, for instance, the reports 
of the chain stores, the catalog houses, 
the 5 and 10, even extending into other 
lines of business, and compare those 
reports of volume and of profit with the 





Charles W. Asbury, Enterprise Mfg. 
Co, Philadelphia, Pa. 


volume which is shown in the hard- 
ware field, compared to the industries 
I have referred to, handled by the man- 
ufacturers to the jobber, and from the 
jobber to the retailer, it would seem as 
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an order for goods he knows the 
jobber will have difficulty in disposing 
of. I think the manufacturer’s re- 
sponsibility does not cease at that 
point; he has a carry-on responsibility. 
It should be his job to study first the 
quality of his goods so as to cause as 
little economic loss to the jobber and 
retailer handling them as possible and 
keep the channels that flow free from 
obstruction, to see that the goods are 
packed properly and in the proper size 
packages, so that they pass through 
the jobber’s stock and over the re- 
tailer’s counter with the least loss pos- 
sible, and handling expense, and I 
think the manufacturer should at all 
times have in mind the ultimate con- 
sumer of his product. I think that 
applies equally well to what is known 
as commodities in the hardware trade 
as well as to specialties. 


Study Overhead Costs 


“It is the items that make for eco- 
nomic waste that add to our burdens 
and to our overhead, increasing the 
expense of doing business. Those 
items in my judgment should have in- 
tensive research study. I think I can 
fairly say that there is a duty on the 
part of the jobber and of the retailer. 
There must be a coordinated effort, a 
real effort made, not a mere drifting, 
but we must all get busy if we want 
to reduce the cost of goods, to make 
our prices more popular; prices which 
will increase the volume to the pur- 
chasing public and reduce the over- 
heads. 

“IT was requested at this time to 
touch upon another phase, at least as 
an element perhaps af economic 
waste; many manufacturers I under- 
stand are subjected to expenses which 





























a 


Ed. C. Oliver, Executive Chairman Local Committee; G. A. Trumbull, Retiring president, Southern Hardware Jobbers’ Association; George M. Gray, 


President National Retail Hardware Association; 


Frederick D. Mitchell, Secretary-Treasurer, 


American Hardware Manufacturers Association; Herbert 


P. Sheets, Secretary National Retail Hardware Association; John Donnan, Secretary-Treasurer, Southern Hardware Jobbers’ Association. 


distribution of hardware and holding 
that distribution within the lines of 
what we all understand to be the legiti- 
mate channels of distribution. 


Must Work Together 


“It can only come about, however, in 
my judgment, by mutuality of thought 
and honest endeavor ig investigating 
just the course we want to pursue and 
then pursuing that course together. It 





though we had a problem worthy of 
the best or most careful study, diagno- 
sis and correction if possible. 

“T feel many times that manufac- 
turers are subject, and properly sub- 
ject, to a great deal of criticism. I 
think that the manufacturer’s respon- 
sibility to the jobber does not cease 
when his salesmen go in to the buyer 
of the jobbing house and hypnotizes 
him to the extent of having him sign 


possibly are not justified, and if not 
justified, they are certainly indefen- 
sible, and yet those expenses must go 
into the cost of producing the goods 
and inc easing these burdens to which 
I have referred. The point that I 
have been requested to touch upon is 
this, for example, the jobbers call 
upon many manufacturers for all 
sorts of indirect services, some fur- 
nishing catalog papers, contributions 
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towards the expense of the publication 
of jobbers’ catalogs. Some _ times 
there are advertising campaigns in- 
itiated in certain localities, where per- 
haps, ten, twenty, thirty or forty 
pages of a publication of a newspaper 
is devoted to the celebration of the 
completion of a new warehouse, or 
the attainment of 25 or 50 years an- 
niversary, or some other reason, and 
the manufacturers are asked to con- 
tribute by taking advertising space to 
make up this 10 or 40 pages of local 
advertising. Now we can all bear in 
mind that advertising is not as it 
used to be perhaps—the spending of 
money by taking space with the ex- 
pectation of plucking the returns out 
of the atmosphere. Advertising to- 
day is a science, and manufacturers 
are forced—those of them who do 
advertise their affairs, to make an ex- 


tensive study of their advertising 
campaign. 
“Such items as this one to which 


I have briefly referred should be con- 
sidered mutualiy by all three of the 
contributing elements in the industry 
to determine frankly and mutually 
whether or not such a campaign has 
in it an element of economic waste. 
If it has, it should be discontinued, 
but it should be discontinued by mu- 
tual consent. 


Efficiency in Merchandising 


“Another point, efficiency in mer- 
chandising. Now there is again a 
mutual problem. The manufacturer 
has the problem of studying, as I have 
said, all of those details which enter 
into the manufacture and distribution 
of his goods, but he also has to study 
how best to present his scheme of 
merchandising to his customers, the 
jobbers. It seems to me, therefore, 
that a definite responsibility rests 
upon the manufacturer and he should 
bear it not only willingly but gladly 
in keeping the jobber informed not 
only as to changes in prices of his 
products perhaps, but in the quantity 
which may be reasonably expected to 
be distributed in the respective terri- 
tories, being careful not to overload 
the jobber. It is certainly not good 
ploicy in my judgment on the part of 
the manufacturer to hypnotize a 
buyer to give him an improper order. 
That is not good policy. The sales- 
man of the manufacturer I think 
should keep his record so complete as 
to convey to the jobber’s mind an ac- 


curate picture of the line that he is 
presenting, its merits, its potential 
salability in his territory so as to 


give the jobber every opportunity to 
take advantage of the merchandising 
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side of that line. 

“We can only attain the best results 
for ourselves by team work. That is 
my idea of the responsibility of the 
jobber to the manufacturer and the 
manufacturer to the jobber.” 


A. D. Hodgson on Direct Selling 


A. D. Hodgson, Nash Hardware Co., 
Fort Worth, Tex., the next speaker, 
offered his viewpoint as follows: 

“The manufacturers’ responsibility 





Russell A. Smith, W. C. Farr and Frank J. Koch, 
McKinney Mfg. Co. 


to the jobber and the jobbers’ responsi- 
bility to the manufacturer is a big sub- 
ject and there are many angles which 
could be considered with interest and 
profit, but as we have only a limited 
time at our disposal, I think we should 
confine our discussion to the most im- 
portant thing and try, if possible, to 
reach some conclusion which will be 
of real benefit to both manufacturers 
and jobbers, keeping in mind the wel- 
fare of our best friends, the retailer 
and ultimate consumer. To my mind 
the most important thing at this time 
is that of manufacturers selling to the 
retail trade. This feature comes un- 
der two heads, viz., selling for the ac- 
count of the jobber and selling direct 
to the retailer. 

“Let us look for a few minutes at 
the first case, and in order to know 
where ‘ve will stand, I want to ask 
those manufacturers. present, who 
send out missionary salesmen, or who 
have their regular men take orders to 
be filled through a jobber to please 
rise for a moment. Presumably this 
work is done in the interest of the 
local jobber, and in practically all 
cases it is left to the dealer to de- 
signate what jobber he wants his ship- 
ment to come through. Would it not 
be perfectly fair, therefore, to all 
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parties concerned for the manufac- 
turer to instruct his salesmen to ask 
the dealer what local jobber, Georgia, 
Alabama, Texas, or whatever State 
he might be working, he wanted to 
fill the order. 


The Jobber’s Margin 


“Now just a word in regard to the 
margin allowed the jobber on these 
sales made for his account: Reliable 
statistics from all over the United 
States show that it costs the jobber 
from 17 per cent to 20 per cent of his 
selling volume to do business, which 
means a mark up of 20 per cent to 25 
per cent in addition to the transpor. 
tation cost to break even. Apparent- 
ly very few manufacturers seem to 
realize this when arranging for the 
sale of their goods to the retailer, 
especially the item of transportation. 
To we boys out here in Texas, this 
is very important. 

“During the past few years, there 
has been a tremendous increase in the 
number of manufacturers’ agents and 
factory selling branches operating in 
the South and particularly in the 
Southwest, which threatens to disrupt 
the established channel of distribu- 
tion, viz., manufacturer to jobber, 
jobber to retailer and retailer to cus- 
tomer. The manufacturer’s agent in 
most instances, paying his own ex- 
penses and selling on commission, no 
doubt feels that if he cannot sell the 
jobber, he is justified in selling the re- 
tailer, failing to realize, however, that 
every jobber cannot buy from every 
one and also overlooking the possi- 
bility of injuring some nearby jobber 
who does not buy his line. 

“Where manufacturers maintain 
direct selling branches the matter of 


securing a regular and _ sufficient 
volume of business becomes more 
vital. This brings up the question, 


can a manufacturer profitably main- 
tain a branch selling office and con- 
fine his sales to jobbers only? If not, 
is it fair to go out and sell the jobber’s 
customer at an advance of 10 per cent 
or 12% per cent when it cost the 
jobber twice that to do business?” 

Charles H. Ireland then spoke 
briefly on this subject and said the 
idea he would suggest to the jobber 
would be that if he proposes to repre- 
sent a manufacturer, he should first 
make up his mind that the goods he 
proposes to sell are the goods he 
wants and intends to sell. Mr. Ire- 
land said that he believed that over 
half of the trouble the jobber has 
is due to the fact that he does not 
~" cae the goods he is trying to 
sell. 








Several Social Features at 





Dallas Convention 


MONG the entertainment features was an automobile ride for the ladies on Wednes- 


day afternoon. 


On Wednesday evening there was a get-together smoker for the 


men and a card party for the ladies at the Palm Garden. 
A theatre party was held on Thursday evening. The ladies committee consisted of Mrs. 
G. A. Trumbull; Mrs. J. Paul Kelley; Mrs. J. M. Moroney and Mrs. E. C. Oliver. 
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Building OutlooK Encourag - 





ing, Declares Isaac Black 





OUNDING another optimistic note in the business condition discussion, Isaac Black, 
president, Russell & Erwin Mfg. Co., and three times president of the manufactur- 


ers’ association, declared the building outlook was very encouraging. 


spoke as follows: 


“I think we are all very much agreed that taking 
the country as a whole—there are exceptions to it— 
that apartment house building has about reached its 
peak, and in large centers like the city of Detroit, 
where the housing situation was a problem for many 
vears, you would have no difficulty in renting any 
number of apartments, whether you desire them fur- 
nished in three-room suites 
or other apartments. Still, 
notwithstanding that con- 
dition, there is a building 
activity in the city of De- 
troit today in the building 
of individual homes cost- 
ing from $50,000 to $200,- 
000—types of buildings 
that I think we can look 
forward to in coming years 
that will be a benefit to the 
retailers and jobbers. 
There are many localities 
where there is still a large 
opportunity for fine build- 
ings that are modern to 
take the place of those that Jeane Misch 
have passed beyond. Ho- Russell & Erwin Mfg. 
tel building all over this Co. 
country seems to be going 
on. In many sections the situation in regard to 
school houses has been met, and that building activity 








President of the “‘Old 
Guard’ 


HE Old Guard held its annual meeting 
in the Adolphus Hotel, Wednesday, 
April 22. A good representation was 
present, and the meeting was more or less of 
areunion. No business was transacted except 
that of regular routine. The meeting closed 


In part he 


has ceased, but there are many other parts of the 
country where we will see for a good many years to 
come considerable activity in the building of public 
schools. Governmental building has been absolutely 
dead since the war and during the period of the war, 
so there is the back-up demand apparent in the United 
States for all types of Governmental buildings, particu- 
larly postoffices. So I look into the future of the year 
1925 and I cannot be anything else but an optimist 
as it relates to the building industry.” 


Salesmen Must Be Trained 


Mr. Black expressed the opinion that during the 
war period that salesmen had little difficulty in 
making sales; that it was largely a matter of simply 
taking an order, and he expressed the idea that per- 
haps the jobbers were neglecting the proper training 
of salesmen, that from now on it was not going to be 
so much a question of taking an order as it was 
showing real ability as salesmen. 

The note of optimism voiced by Mr. Black was 
also characteristic of the discussions and other ad- 
dresses relative to the business outlook. It appeared 
to be the general consensus of opinion that the pros- 
pect for building activities during the present year 
were very encouraging indeed and were indicative 
of basically healthy and sound business conditions. 
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Enjoys Hardware Age 


“7s sending our description of the HARDWARE AGE, would just like to say that we have enjoyed the 
magazine very much and should feel lost without it. I think you are doing a good 
you much success in it. 





work and wish 
(Signed) W. W. TRUE, 
True & Blanchard Co., Inc. 
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Campbell Finds Hardware 
Jobber Important in Auto 
Equipment Distribution 


Past Due Accounts and Direct Shipment Taken Up In Thursday’s 
Session 


RGING hardware jobbers to take advantage of every opportunity to add to their 
business Frank L. Campbell, United States Chain & Forging Co., opened up the 
discussion on automobile accessory distribution in various fields. Roy F. Soule 


presided as chairman of this group. 


Mr. Campbell dwelt upon the importance of the hardware jobbers handling this line 
of goods. He went into some detail as to the quantity of automobile accessories sold over 


the country, represented in dollars and cents. 


He called attention to the fact that the 


jobbers should take advantage of every opportunity to add to their business, especially 
in view of the fact that one foreign country was only paying its labor 121% cents per 
hour, while the same class of labor in this country was being paid over 50 cents an hour. 


The chairman then read the following extract 
from a letter from William Hornswood & Son of 
Girardville, Pa., in regard to their success in han- 
dling automobile accessories: : 

“We got the idea first from the fact that we have 
seven cars of our own and our bills for repairs and 
replacement parts were pretty steep. We found we 
could save money by buying 
our own parts and our tires, 
so we began in a small way by 
stocking staple goods and 
kept adding to the line as we 
got to know what sold best. 
Our stock today, although still 
small, will invoice about 
$2,500. We handle nothing 
but staple goods, such as tires, 
jacks, pumps, spark plugs, fan 
belts, oils, greases, soap, etc. 
During the season we do a 
good business in tire chains, 
as we carry a full stock of all 
sizes. We also carry springs 
for a number of the leading iN 
cars. My son is a motor en- 
thusiast and knows how to sell Frank L. Campbell 
the goods, as he makes a study U.S. Chain & Forging 
of it. We also installed a gaso- Co. 
line pump recently and this 
helps to sell other goods. We are well pleased with 
our investment, as we find we can handle it in con- 
nection with our hardware business without any 
additional overhead expense.” 





Chas. W. Asbury then took the chair for con- 
sideration of the subject “Past Due Accounts.” 

Anthony Doherty, Doherty Hardware Co., Baton 
Rouge, La., said he found it paid to charge interest 
on past due accounts. 

F. G. Speer, Speer Hardware Co., Fort Smith, 
Ark., also spoke on this subject. He said he figured 
interest quarterly and made regular invoices for the 
amounts; that his customers were very reasonable 
and seldom any one objected to the payment; that it 
was understood by a good many of them that his 
concern had to borrow the money with which to 
carry their accounts and therefore could not carry 
their accounts longer than 60 days without interest; 
and that his concern allowed 60 days on all items 
with the exception of dynamite. 

The next subject taken up for consideration was 
that of “The Effect of Direct Shipments.” 


R. J. Ogilvie on Direct Shipment 


R. J. Ogilvie, Thomas-Ogilvie Hardware Co., 
Shreveport, La., opened the discussion on direct ship- 
ments. He spoke of the advantages as well as the 
disadvantages of direct shipments to the jobber. 

W. D. Biggers of the Continental Screen Co. spoke 
at some length and explained why his company 
thought it was to the advantage of the trade gen- 
erally to at times make direct and pool car shipments. 

The subject was discussed further by the members 
and the general consensus of opinion was that direct 
shipments were not an advantage to the jobbing 
trade generally. 





-— 





A Complimentary Letter from Rudolph Tenk 


many of the subjects you have han- 
dled in Harpware AGE recently. 
Without wishing to appear as passing out 
bouquets, I am sincerely convinced that 


‘ T HAVE been very much interested in 


your articles are getting better and better, 
and that the benefits therefrom are sure to 
be felt in the hardware business.” 
(Signed) RupotpHu TENK, 
Tenk Hardware Co., Quincy, III. 
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M.J.Lacey Finds Sales Increas- 
ing Though Seemingly 
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Difficult To Obtain 


N winding up the general business condition 
discussion at the first session M. J. Lacey, 
manager, Pyrex Division, Corning Glass 

Works, reported 1925 business seemingly more 
difficult to procure, yet his company’s record 
shows an increase for the first quarter of the year 
as compared for the same period in 1924. Mr. 
Lacey said in part: 

“We have found 1925 business seemingly dif- 
ficult to procure. With a single exception, we 
have taken only normally 
sized pieces of _ business, 
either per customer, per 
city, per state, per territory 
or per day. That situation, 
frankly, worried us in 
February and especially in 
March. We were selling 
right along, please under- 
stand, but the absence of 
heavy pieces of business 
held back our hopes for 
favorable period totals. We 
were absolutely wrong in 
so viewing our business and 
I make so bold astotellthat ~—  4Y 
I now believe we were not + Atv 
alone in that erroneous ae 
viewpoint. Jobbers, and Pyrex me ell 
retailers and other manu- Corning Glass Works 
facturers frequently appear 
to be laboring under the same delusion. 

“Here is the proof briefly: We were working 
harder and more carefully and for the reasons 
mentioned we accepted in fear the verdict of 
“Poor Business” and yet our Accounting Depart- 
ment shows us that our business is actually even 
with last year. 

“None of us may any longer look for nor suc- 
cessfully plan to transact a whirlwind business 
but we have got to hew to the line with every 
ounce of effort, counting each and every penny’s 
worth and religiously avoid contracting the 
opinion that business is poor. Business is not 
poor; perhaps on the contrary it is now perfectly 
sane. And if so the tension of just such an at- 
mosphere will eliminate the selling institution 
which is not properly equipped to sell—mentally, 





financially or because of its merchandise. It 
doesn’t matter which reason or reasons. 

“A hardware retailer told me he had quit buy- 
ing from a certain jobber because that jobber had 
started a tri-weekly motor truck delivery in his 
town, which that retailer claimed enabled his 
loyal semi-hardware store competition to compete 
with him without the necessary investment in a 
stock of hardware merchandise. 

“My cousin has a very substantial hardware 
store up in Wisconsin. He recently complained 
to me because a lawyer friend of mine had the 
nerve to bring to that hardware garage two new 
Sears, Roebuck tires to be put on his car. Con- 
sidering myself neutral, I mentally sympathized 
with the hardware dealer: That very night while 
trying to play auction at that same lawyer 
friend’s home, he took the time between hands to 
tell me about that hardware relative of mine! 
This was his complaint: The lawyer carries on 
an insurance business with his law practice and he 
didn’t like it because the hardware dealer was 
buying insurance from the Hardware Mutual. 

“One of our salesmen wrote me from an eastern 
State telling me that a certain jobber would not 
buy our goods if we sold thus and so jobber, re- 
ported to be a mutually owned distributing house, 
and at the same time that also none of the other 
jobbing houses, not mutually owned, would buy 
from us because they had to combine to fight the 
mutual combination! 

“And here is my conclusion: That description 
of this typical week isn’t given here to present a 
sad and hopeless picture but merely because it 
represents what I consider a serious situation 
of ramifications. To prove my contention, which 
is this: At best—policies only generally favorable 
can be evolved. And you, Mr. Jobber, and your 
customer, the dealer, and we manufacturers can- 
not afford to look for business conditions which 
are ideal, from each point of view. Generally fair 
is what the greatest business art work will 
portray. ‘Generally fair’ must be our policy 
and that platform offers ample space immediately 
available for performance which will return a 
reasonable profit—IF WE HITCH UP AND 


PULL!” 








E. C. Oliver Heads Local Committee 


man of the local entertainment committee for the joint hardware convention in 


) C. OLIVER, Huey & Philp Hardware Co., Dallas, Texas, was executive chair- 
e 


Dallas. The duties of the body were delegated to the following chairman: Enter- 
tainment, to J. M. Moroney; local reception, to Paul V. Quick ; finance, to A. T. Powell; 
hotel to L. S. Pickup; auditing to W. B. Hughes, and publicity, to W. T. Owen. 
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The Automobile 


By Charles P. Catlin 


6 HE automobile has taken business away 
from my store.’’ No, the speaker was not a 
vehicle and harness merchant. He was a 

hardware dealer. If he had been a dealer in 
buggies, or horse whips, and saddlery hardware, 
I wouldn’t have been surprised at his statement. 
But the idea of automobiles hurting modern hard- 
ware retailing gave me a thousand-volt jar. It 
was one of the most surprising things that 
happened to me on a recent trip west. More- 
over, the surprise grew every time I heard the 
statement repeated. And it was repeated—by 
many hardware dealers. 

“Let’s take a look at your stock!” I suggested 
to each retailer who made this statement. “‘Here’s 
a sprinkling can. It’s needed in the garage to 
water the iron horse. There are galvanized 
buckets, garden hose, flash lights, sponges, 
chamois skins, feather and wool dusters, metal 
polish, rust remover, grease, emery paper. Every 
single one of these articles is needed in the garage. 
Just because an automobile’s not alive doesn’t 
mean there’s no need to look after it. A garage 
demands every bit as much hardware equipment 
as a stable. I believe you’ll find it requires more 
hardware if you’ll just start analyzing the situ- 
ation. 

“*What does an automobile eat?’ Did you ever 
ask yourself that question? Without gas the only 
place an automobile will go is downhill. With- 
out oil the only place it will go is to the junk pile. 
You carry gasoline and one, two and three gallon 
gasoline cans and oil and oilers, don’t you? Be- 
sides, you’re in a farming section—and the 
farmer who owns an automobile, tractor and gas 
engine needs and buys a large size gasoline tank. 
How much hay and feed did you ever sell? Be- 
lieve me, an automobile’s a whole lot better friend 
than a horse to the hardware merchant. 

“Moreover, you don’t need many tools to keep 
a horse in fettle. But every automobile must 
have its tool-kit and other accessories. You carry 
most of them in stock. But do you sell them or 
do you leave that to the garage up the street? 
It’s up to you whether the automobile takes busi- 
ness away from your store or brings it right to 
your door.” 


As a matter of fact, the automobile offers a 
wonderful opportunity in the way of new busi- 
ness—especially cash sales. 

The automobile is a twentieth-century up-to- 
the-minute device. It will stimulate sales greatly 
for the up-to-date hardware merchant with a keen 
merchandising sense. 

It brings business to you—literally. If you are 
in a rural community, it brings business to you 
from the farms around your town. Nowadays, 
thanks to the automobile, there’s no need for the 
busy farmer to write his order and give it to the 
postman or else to stop work for a time-taking, 
arduous trip to town. All he need do is jump in 
his modern chariot and in a jiffy he’s right at 
your door. There’s no need to point out which 
loses by this and which profits from it—you or 
the mail-order house. Encourage the automobile 
and the motion picture show. Both bring cus- 
tomers to your store. The better the feature 
picture the bigger the crowd. The more automo- 
biles in your community, the more potential cus- 
tomers are within easy reach of you. 

This rule is like a road. It runs in both di- 
rections. Your customers are nearer you and 
you’re nearer them. The automobile makes it 
possible for you to run out of town at slack times 
and turn them into busy, money-making times. 
It enables you to cultivate through personal con- 
tact a closer friendship with Mr. Farmer, Mrs. 
Farmer and the family. This gives the local 
dealer a big advantage over the mail-order house 
—if he only takes advantage of it. 

This is a wonderful age we are living in. Fairy- 
tales come true every day. Do you remember the 
magic carpet and seven league boots of the fairy- 
tales? Remember how all you had to do to get 
wherever you wanted in the wink of an eye was 
to step on them and go? Well, automobiles are 
their modern, practical equivalents. 

Just step on the gas—and you’re off! Thou- 
sands of people have realized this. Along with 
the first flowers and birds’ songs, one of the sure 
signs of spring everywhere is the army of auto- 
mobiles that throng the roads taking whole fami- 
lies out-o’-doors. They start as soon as the roads 
are free of snow and they keep on until old man 
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Winter blocks the traffic. The alert hardware 
merchant cashes in on all this—gets spot cash out 


Here’s a list of things it would pay to display: 





of these new and unlimited merchandising possi- 
bilities. 

Auto-campers, auto-fishermen, auto-sportsmen, 
auto-tourists, auto-week-end picnic parties, all 


these great outdoor enthusiasts need a host of Camp Stoves 


articles from safety pins to tents. They need Spoons 
them. They’ll buy them. They’ll buy them from — 


you—if you feature them. Why not follow this 
plan? Go through your stock, write down the 
name of each item you are now carrying which 
you are sure will appeal to these automobile 
owners. Then take these goods out of stock and 
place them attractively in your window with a 
placard, bearing a message something like this: 


Paper Plates 
Paper Drinking 


ups 
Lunch Kits 
Picnic Baskets 
Vacuum Bottles 
Vacuum Jars 
Canteens 
Water Bags 
Lanterns 
7 Pocket Match 


Headquarters for Safes 

















Shotguns 


Tin, Aluminum and Enamel Cooking Utensils 


and Drinking Cups 


Ammunition 

Hunting Knives 

Can Openers 

Cork Screws 

Collapsible Drinking Cups 

Alarm Clocks (For the Camp) 

Watches—Low Priced 

Flasks 

Safety Razors 

Safety Razor Blades 

Shaving Soap, Cream, etc. 

Lather Brushes 

Spring Balances 

Fishing Tackle 

Baseball, Tennis and Golf Goods 

Hammocks, Hooks and Chains 
Rope 

Camp Furniture, etc. 














AUTOMOBILE trans 


Rifles 
Accessories and Tools 
Camping and Fishing Outfits 
Auto Tourists’ Supplies 




















If you are carrying a stock of nationally-known, 
well-advertised lines of accessories, tools, camp- 
ing equipment, camping and hunting knives, 
guns and ammunition, write direct to the manu- 
facturers and request circulars, window placards 
and other sales helps. The postage will be your 
only expense. It will be worth your trouble and 
a lot more to get attractive, colorful window cards 
to liven up your display. 
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Boy Scouts, Fishermen and Sportsmen 





| Pocket Knives designed specially for camp work— 
| 





The merchant who takes full advantage of his 
opportunities and appreciates the value of attrac- 
tive displays in his windows of timely, unified 
lines need have no fear as to the outcome of his 
business. 

I honestly believe hardware dealers everywhere 
can make the automobile produce pay dirt. All 
they need do is dig in. 

Merchandise not only automobile accessories 
and tools but also all other articles in demand by 
autoists—lines you have invested your money in 
and desire to sell quickly and also any additional 
lines you may care to purchase through your 
jobber. Merchandise them at the opportune time. 
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To the left is the building in which the John Pritzlaff 





Hardware Co. began business. 


Below is a view of the 


present plant. To the right is a portrait of the founder, 
John Pritzlaff 
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Pritzlaff’s 75 Years of Service and Progress 


Founded in 1850, Business of the John PritZlaff 
Hardware Co., Milwaukee, is today a Monument 
of Progressive Merchandising and Ideals 


HREE score and fifteen years ago John 
Pritzlaf— opened a hardware store at what 
is now 299 Third Street, Milwaukee, Wis. 

It was known as John Pritzlaff & Co. The “& 
Co.” consisting of A. F. Suelflohn and the 
Henry J. Nazro & Co. Suelflohn was bought 
out three years later and in 1866 the Nazro in- 
terests sold out. The “& Co.” was dropped 


from the name and in 1884 the business was 
incorporated as the John Pritzlaff Hardware 


O. 

John Pritzlaff did more than open a store 
75 years ago. He had a vision of Milwaukee’s 
possibilities for a good wholesale hardware 
house. He believed and practised fair dealings, 
fair prices and quality lines. His seven years’ 
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The President and Three Former Associates of His Father 





Fred C. Pritzlaff, H. Aug. Luedke 








John C. Koch Charles G. Davies 
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prior experience was with Clark Richardson, 
Here he 
learned the lines and uses of the equipment 


who dealt in iron and hardware. 


handled. 


Today the John Pritzlaff Hardware Co. is one 
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so closely related to the story of the life of the 
founder we quote from this talk of the late John 
Pritzlaff as follows: 

“TI landed in New York in the fall of the year 
1839, without a cent in my pockets and owing 
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Fred F.. Luedke, 
Vice-Pres. and 
Gen. Mgr. 


Franz Wollaeger, 
Treasurer 


Edwin Wollaeger, 
Secretary 











John C. Pritzlaff, 


Louis G. Koch, 
Director 


Director 








of the country’s largest hardware jobbers with 
more than 500 employees, many of whom have 
been so connected for more than 25 years. The 
founder, F. Wollager, G. H. Daniell and B. C. 
Pritzlaff, have given 50 years to the business. 
Six others have given 45 years of service; 12 
have given 35 years; 21 have given 30 years, 
= 19 have given 25 years of service to the 

rm. 

The seventy-fifth anniversary was appropri- 
ately celebrated with a banquet at which 500 


about $10. After a tedious journey up the Hud- 
son and through the Erie Canal, I arrived in 
Buffalo sick and penniless. I could not find 
work in Buffalo, and, with a number of others 
equally unfortunate I walked with an axe and 
a shovel on my shoulder sixty miles south from 
that city, to where the Genesee Canal was be- 
ing built. It would take up toe much time to 
tell you how we lived and how we worked dur- 
ing the fall of 1839 and part of the following 
winter. I was employed for the greater part 














Leopold Wieland, 
Asst. Sec. and 
Treas. 


August J. Luedke, 
Director 


Henry Schneider, 
Asst. Gen. Mgr. 


A. W. Rahr, 


Wm. J. Wachholz, 
Asst. Treas. 


Asst. Sec. 














employees were present. One of the features 
of this affair was the reading of an address 
prepared by the late founder and delivered by 
him in 1900, the year of his death. The occasion 
for this talk was the firm’s 50th anniversary. 
Realizing that the history of the business is 


having the funds to complete it. 


in the stone quarry. In the summer following 
I went to Pennsylvania, where they were build- 
ing a canal called the North Branch along the 
Susquehanna River. Work on this canal, how- 
ever, ceased the following spring, the State not 
During the 
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summer of 1841 I worked on a farm, and in 
the fall of the same year I came to Milwaukee, 
and here I have resided ever since. 

“My first job in Milwaukee was for Dan 
Richard, on whose farm I worked at $9 per 
month. Most of my work consisted in cutting 
wood on the hill where now the Thirteenth 
Ward Schoolhouse stands. During the summer 
of 1842 I was for a while employed as cook on 
a schooner called the ‘Jesse Smith,’ and during 
the winter of ’42 and ’43 I made cordwood, at 
three shillings per cord in store pay, a little 
south of what is now Schlitz Park (now Lap- 
ham Park). It was so cold that winter and the 
snow was so deep, that in spite of my efforts I 
was not able to earn enough to pay for my 
board. 

“It was in the spring of 1843 when I first 
entered the iron and hardware business, as a 
porter for Clark Shepardson whose store was 
located on East Water Street. There I received 
$200 per year and had to board myself. The 
lodging, however, did not worry me, as I slept 
in the store under the counter. In the spring 
of 1844 Shepardson sold out to Nazro and King, 
and I was sold with the business. In 1847 
Nazro and King separated, and John Nazro 
stepped in the place of King. The firm was 
then Henry J. Nazro & Co. 

“In 1849 A. F. Suelflohn and I decided to 
start up for ourselves in the flour and feed busi- 
ness. However, when everything had been ar- 
ranged Nazro & Co. made me an offer of $550 
per year if I could stay with them another year. 
This was more than I had ever received. Al- 
though I had worked hard for six years in the 
business, from 5 o’clock in the morning until 
very often 10 o’clock at night, I had previously 
received only $320 and for the last two years 
$420 per year. I told Henry J. Nazro that $550 
was too much, that I could never earn as much; 
but nevertheless I accepted the offer. 

“On the first day of April, fifty years ago to- 
day (seventy-five years now) I first put up the 
sign of John Pritzlaff & Co. and opened my store 
at what is now No. 299 Third Street. A. F. 
Suelfliohn and Henry J. Nazro & Co. were the 
Ny 99 

The control of the company has remained in 
the family of the founder throughout its his- 
tory. From the date of incorporation until the 
death of the founder in 1900, the directors 
were: John Pritzlaff; his sons-in-law—John C. 
Koch, Franz Wollaeger, H. August Luedke; and 
his son Fred C. Pritzlaff. Upon the death of 
John Pritzlaff, Charles G. Davies was elected 
a director. Upon the death of John C. Koch in 
1907, who had also served the city of Milwau- 
kee as Mayor, his widow, Mrs. Elizabeth Koch, 
was elected to fill the place. Fred F. Luedke 
was elected director in 1912 to fill the vacancy 
caused by the death of Charles G. Davies. John 
C. Pritzlaff was elected a director in 1917 to 
fill the vacancy caused by the death of Mrs. 
Elizabeth Koch. 

During the year 1917 the articles of associa- 
tion were amended and the board of directors 
was increased from five to seven. August J. 


Luedke was elected to fill the vacancy caused 
by the death of H. August Luedke in 1918, and 





Louis G. Koch and Edwin Wollaeger were 
elected to fill the board. 

The present officers of the John Pritzlaff 
Hardware Company are: Fred C. Pritzlaff, 
president; Fred F. Luedke, vice-president and 
general manager; Franz Wollaeger, treasurer ; 
Edwin Wollaeger, secretary; Leopold Wieland, 
assistant secretary and treasurer; Henry 
Schneider, assistant manager; William J. 
Wachholz, assistant secretary; A. W. Rahr, as- 
sistant treasurer. 

The board of directors today are: Fred C. 
Pritzlaff, Franz Wollaeger, Fred L. Luedke, 
Louis G. Koch, John C. Pritzlaff, Edwin Wol- 
laeger and August J. Luedke. 

John Pritzlaff, whose energy and wisdom was 
responsible for the steady and firm growth of 
the business, passed away on Aug. 16, 1900. 
His son, Fred C. Pritzlaff, succeeded him as 
president of the company, an office he holds to 
the present day. 

When the firm was incorporated in 1884 John 
Pritzlaff took his sons-in-law, John C. Koch, 
Franz Wollaeger and H. August Luedke, and 
his son, Fred C. Pritzlaff, into active associa- 
tion with him; and at the first meeting of the 
corporation, held Feb. 4, 1884, these five men 
were elected directors. 

Since 1900 the growth and expansion of the 
firm has been as rapid as in the preceding fifty 
years. The volume of business, the number of 
customers and the number of employees has 
more than trebled. 

In 1903 a seven-story warehouse with rail- 
road track facilities, was added. In 1908 two 
buildings—one a four story and the other a five 
story—each 50 by 200 ft. with track facilities, 
were acquired to provide for the increasing 
business. In 1916 a seven-story addition to the 
main building was added. 

The total areas of all buildings belonging to 
and occupied by the firm covers one whole city 
block and 35,000 sq. ft. in two other blocks, 
with enough trackage to place fifteen freight 
cars. The total floor space is over half a million 
square feet, equal to 12 acres. 

Of the number of employees who were pres- 
ent at the celebration of the fiftieth anniver- 
sary in 1900, sixty-one are still in the employ 
of the firm. 

In 1918 the company adopted the policy of 
presenting to each of its employees a life in- 
surance policy, the complete cost of which is 
borne by the company, as long as the employee 
remains in its service. 

The company has adopted the name “Ever- 
keen” as its private brand and has registered 
it as such in the U. S. Patent Office. 

In addition to shelf hardware, cutlery, sport- 
ing goods, mechanics’ and machinists’ tools and 
supplies, housefurnishing goods, harness hard- 
ware, paints and oils, the company also carries 
a large stock of steel bars, sheets and wrought 
pipe and pipe fittings. 

The territory covered by the John Pritzlaff 
Hardware Company comprises the States of 
Wisconsin, Michigan, west central Minnesota, 
North and South Dakota, Illinois and Iowa. 
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An Easy Way to Get a Mailing List 


Applying Particularly to Out-of-Town Prospects Whose Names 


EARLY every retail store 
has some kind of a mail- 
ing list which includes the 

names of people who live direct- 
ly in the city or in the imme- 
diate territory. But not many 
stores have anywhere near a 
complete list of those who live 
in the country—especially with- 
in a radius of from 20 to 40 
miles away. 

One of the main reasons prob- 
ably is that such a list seems al- 
most impossible to obtain. To 
the contrary, it is a very easy 
matter to obtain such a list, as 
you will see from the outline of 
the following plan. 

Having decided upon the sec- 
tion in which are the prospec- 
tive customers you most desire, 
divide the section into small 
zones and in each zone appoint 
one person whose duty it will be 
to collect the names of the head 
of each family—each name 
being entered upon a_ small 
printed form which provides 
for all the essential information 
you want; which should be the 
name, occupation, how many in 
family, ete. 

It is understood that some of 
the mail order houses pay as 
high as 25 cents—some paying 
as much as 50 cents per name. 
Personally, I don’t believe they 
pay as much. Not that a name 
of a good prospect isn’t worth a 
dollar to any store, but simply 
because it isn’t necessary to pay 
it. Ten cents per name is suffi- 
cient and you can get all the 
names you want for 5 cents 
each. Therefore 5 cents would 
be my price for every name ac- 
cepted. What is meant by ac- 
cepted is a name which doesn’t 
already appear on your list. 

There are sO many ways in 
which to get people to send in 
names that you will have to de- 
cide upon the best plan to use. 
Some merchants have a perma- 
nent representative in each 
zone, county or town, and these 


Are Difficult to Obtain 
By MarK McGhee 


representatives not only send in 
new names but they make re- 
ports on changes of address, re- 
moval, marriage, death, etc. 
Many of the representatives are 
only too glad to do this for a 
consideration of 10 per cent off 
on the goods bought for their 
personal needs. But taking it 








Try It Out! 


OST stores do not 
possess. satisfactory 
mailing lists of pros- 

pective customers living in 

the country within a radius 
of twenty to forty miles from 
the store. Such a list seems 
difficult or impossible to ob- 
tain, but as a matter of fact 
it is easy to obtain and need 
not cost much if you go 
about it the right way. In 
this article, Mr. McGhee 
tells you just how to do it. 

His suggestions are very 

simple and practical, and if 

your mailing list is not sat- 
isfactory, it will pay you to 
try them out. 























all in all, it would seem that a 
set price per name would be the 
better plan. 

School children are always 
anxious to make a little extra 
money by doing this work after 
school and on Saturdays. But 
first of all you must get the 
names of the children who are 
willing to do the work. This 
can be done in many ways. You 
can advertise in the local paper 
or you can arrange with the 
school teacher to make the an- 
nouncement in school, suggest- 
ing that each boy or girl who 
wants to take up the work 
should communicate directly 
with you. Still another way 
would be to offer a prize or 
prizes to the child or children 


having the best grade report for 
the month and the one receiving 
the prize would also receive the 
appointment as the official rep- 
resentative of that zone and 
who would, in addition to the 
prize, receive 5 cents for each 
name sent in—that is, for each 
name _ accepted. Otherwise 
there would be duplicates. 

A similar plan would be 
worked out to splendid advan- 
tage during vacation, in the 
summer months when there is 
no school, the prize idea being 
applied to the school term which 
closes in June, instead of to a 
single month as previously out- 
lined. This would be an excel- 
lent idea, as it would give more 
time to collect the names; be- 
sides you would have a new, 
clean and fresh list with which 
to begin your fall advertising. 

It is becoming more and more 
a common thing for pregressive 
stores to employ a man for this 
kind of work. This man travels 
from section to section, gather- 
ing names and information, in- 
dividually and with the help and 
assistance of postmasters and 
rural carriers in each section. 
This plan, while more expensive, 
is the quickest and surest way of 
obtaining a high grade and pro- 
ductive list of prospective cus- 
tomers, with the added advan- 
tage of personal contact with 
the store’s representative. 

There are numerous other 
ways in which to obtain these 
names, such as the registration 
file, income tax list, deeds, clubs, 
churches, local telephone, etc. 
But this is the most expensive 
way of all. Such a list will in 
the long run cost many times 
more and at the end you’ll have 
nothing. It is the old way, the 
lazy way, the expensive way of 
doing things; and the merchant 
who resorts to this means of 
getting names is fooling no one 
but himself if he thinks it is the 
cheapest way. 
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The cross indicates store of J. R. Francis at 
Murdo, S. Dak. 








In this unpretentious building at Vivian, S. Dak., 
J. R. Francis has developed a splendid business 














Doing a Big Business in Small 


South Dakota Towns 


With Stores in Murdo (500 Inhabitants) and Vivian (425 Inhabitants), John 
Francis Has Developed a Hardware Business That Compares Favorably 
With That of Many Metropolitan Hardware Merchants 


NFORTUNATELY, there seems to be a 
somewhat general impression that the 
opportunities and sales volume, and con- 

sequently the profits in a retail hardware store 
are very largely in a direct ratio to the popula- 
tion of the town where the store is located. As 
a result of this erroneous idea you often hear 
the small town dealer complaining of the futil- 
ity of modern merchandising methods applied 
to his particular store and he usually disposes 
of the whole subject with “I’ve got a small store 
in a small town,” as if his problems were par- 
ticular to himself alone. However, according 
to John R. Francis, hardware merchant of Mur- 
do, S. D., opportunity and profit are located in 
the small town rather than in the large cities 
and the story of his success and accomplish- 
ments should be of interest to every small town 
dealer. 

About seventy-five miles west of the Missouri 
River, on the real prairies of South Dakota, 
halfway between the Brule and Rosebud Indian 
Reservations and just south of old Fort Pierre 
and the once famous Bad River cattle country, 
is located the little town of Vivian. 

Vivian, with a population of about 200, draws 
its support from the surrounding cattle and 
small grain ranches, a good many of which are 
still occupied by the original homesteaders. A 
railroad runs on west to the gold mines in the 
Black Hills and there is one passenger train a 


day each way and a freight train every other 
day. This hardly sounds like a picture of op- 
portunity, but on June 9, 1919, less than six 
years ago, John Francis landed in Vivian with 
$3,500 in cash and an ambition to own a hard- 
ware store. He had absolutely no mercantile 
experience, having been employed by a railroad 
in northern Michigan—$1,100 of his capital 
represented his savings and the balance was 
borrowed, part of it on his life insurance. 
Immediately he exchanged his entire “stake” 
for one of the two little existing stores in Vivian 
at invoice prices—the stock amounting to $3,047 
and the fixtures to $476. The stock was poorly 
assorted and the investment in fixtures not 
suited to the business. Within the first few 
months Francis sold part of the fixtures at a 
profit, but the $245 realized from these sales 
went to the local bank to repay the loans that 
had kept him running. He now had an oppor- 
tunity to display his merchandise to better ad- 
vantage and by the end of 1919 his sales were 
$7,827, while his average stock was $3,626. In 
1920 he managed to reduce his stock, carrying 
on the average only $3,163 and running his 
sales up for that year to $13,339. | 
Then early in 1921 there came one of those 
acute slumps for which South Dakota is noted 
—complete crop failure and everything at a 
standstill. On top of this, the owner of the 
building which housed the little hardware busi- 
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ness figured he could share in the profits by rais- 
ing the rent to an amount out of all reason. 
Francis decided to move. Murdo, the county 
seat, with a population of 500, was thirty miles 
west and there was only one hardware store 
there, the second having dropped out of exist- 
ence a few months previously. So Francis 
packed up his stock and moved to Murdo, leav- 
ing the Vivian field to his one competitor. His 
assets at the time of the move were a stock in- 
voicing $2,823, fixtures $407, $800 in the bank 
and $400 in accounts receivable. 

Francis was taken seriously sick that year 


doors. This always gave me a much larger ap- 
pearing stock than I really carried—many of 
the samples comprising the only stock I had, 
and when this item was sold I would mail my 
order for more. Very seldom did I lose a sale 
on these items. As soon as I was able I in- 
creased the stock on the best selling articles. 
As to buying, on an article that I know is a 
slow seller, if it is something that I must carry, 
I buy it in small lots, but on merchandise that 
sells well I usually buy in larger quantities, de- 
pending on how fast it sells. My aim is to al- 
ways have merchandise coming.” With this 





Interior of J. R. Francis’ store at Murdo, S. Dak. 


and for practically four months he was unable 
to be at the store and the business was run by 
Bryan Shaffer, at that time an inexperienced 
19-year-old boy. But in spite of this handicap 
sales in the new location at Murdo for 1921 
amounted to $16,208 and showed a profit after 
all expenses were paid. 

In telling of his experiences, Mr. Francis said 
something about his buying that is possibly the 
secret of his present success—at least, he claims 
it is. He says: “My first and most profitable 
move in getting started at Murdo was to do 
away with the open shelving and install 40 ft. 
of hardware shelving with sample display 


plan of buying the Murdo store did a business 
of $24,449 in 1922 on a stock of $4,271, and 
$25,481 on a stock of $4,374 in 1923. In 1924 
with financial conditions the worst in the his- 
tory of South Dakota, sales were $23,473 and 
the stock $5,075. 

In the meanwhile, in April, 1923, the one re- 
maining hardware store in Vivian failed and 
Mr. Francis immediately leased the building 
and started another store, investing for that 
purpose only $1,500, putting Bryan Shaffer, 
who now had two years’ experience, in full 
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What They Say— 


By Saunders Norvell 


HAVE just returned from a convention in St. 
Louis, where I had talks with a number of the 
leading jobbers and manufacturers of drugs 
and chemicals. At the same time, I had inter- 
views with several important hardware jobbers 
and manufacturers. It was very striking that the 
reports of general trade conditions made by these 
manufacturers and jobbers in two entirely dif- 
ferent lines of business were practically the same. 
* * * 


I went West with an open mind. I had no 
theories of my own about causes and effects in 
business. Not having been into the West for a 
year, I was curious to go out there and at first 
hand get the latest news and gossip of the trade. 
I make this explanation because in what follows 
I wish it understood that I am simply a reporter. 
I am only trying to accurately outline the views 
expressed by these leading merchants and manu- 
facturers in two lines of business. The sales of 
the people I interview run into many millions of 
dollars per annum. They should—and I believe 
they do—know what they are talking about. They 
certainly have every opportunity to get first-hand 
information from the trade as the salesmen of the 
manufacturers I interviewed are calling on the 
leading jobbers all over the country while the 
salesmen of the jobbers I met and with whom I 
talked, are calling every day upon thousands of 
retail merchants. 

a * * * 

Here is the boiled down report of these mer- 
chants. Business in 1925 started with high hopes. 
A good many merchants seemed to think we were 
entering upon a boom year. On all sides we were 
regaled with optimistic prognostications for 1925 
by gentlemen in high positions. Business in Janu- 
ary and February was pretty good. Along about 
the middle of March there came a decided reac- 
tion. April has not been a large month. Regular 
orders have been composed of small quantities— 
fractions of a dozen. There were many orders 
for goods to go forward by parcel post and ex- 
press. Large, fat, juicy orders for seasonable 
goods for future shipment were conspicuous by 


their scarcity. 
~ * * * 


Both jobbers and manufacturers stated that the 
number of their orders showed an increase but 
when the goods were shipped and billed; when the 
totals of entries on the books were footed up, it 
was found that the average of the size of the or- 
ders showed a considerable decrease as compared 
with former years. In other words, commencing 
early in March, it would seem that a wave of con- 
servatism in buying spread all over the country. 
This conservatism seemed to start with the retail 
merchant, traveled from him to the jobber and 
in due course traveled from the jobber to the man- 
ufacturer. At the writing of this article, the last 


week in April, there does not seem to be any de- 
cided recovery in the volume of business. 
a * * * 


Naturally the question that was uppermost in 
my mind was: “What has been the real cause of 
the check in business in March, 1925?” I asked 
this question of a large number of these jobbers 
and manufacturers and I received a good many 
different answers, but I was surprised when fully 
75 per cent of these jobbers and manufacturers, 
without any suggestion on my part, all stated that 
in their opinion, the reaction in business was due 
to one cause. This cause, strange to say, was not 
the weather, not the condition of crops, not the 
prices of crops, not the lack of money, not hard 
times, but something that I must confess I had 
never thought of before in its general effect upon 
the buying of this country. I was myself very 
much surprised at their statements. I was so 
much astonished that I am quite sure when the 
readers of this article get the statement that was 
made by these merchants, they will probably be 
just as much surprised as I was. 

* * ” * 


Before, however, I give the reason for the re- 
action of business that these merchants gave, I 
must, with a smile and a twinkle of the eye, say 
that several jobbers and manufacturers attributed 
the set-back in business in March to the fact that 
the entire country were making out and worrying 
about their Income Taxes. One jobber remarked: 
“How can you expect business in the month of 
March to be as good as in former years when 
every manufacturer, every jobber, every retail 
merchant, every salesman, every head of a de- 
partment, in fact, every man who has any income 
worth mentioning is worrying about the job of 
filling out and turning in his Income Tax Re- 
ports?”’, This, at least, is a very interesting 
thought and without joking, if one stops and 
thinks of the several million business men in this 
country who are compelled to set aside all other 
business matters and devote their time and at- 
tention to making out their Income Tax Reports, 
it should have and naturally would have a slow- 
ing-up effect upon business. 

* * * a 

Not only that, but the study of these income 
figures may have, in the majority of cases, a de- 
pressing influence upon the minds of these mer- 
chants filling out their Income Tax Reports. The 
taxing power of the Government is making ac- 
countants out of all of us. Everybody knows that 
every good accountant, in the nature of the case, 
is a pessimist. Noone ever knew a chartered pub- 
lic accountant to buy wine! Accountants are ac- 
customed to expense accounts, trial balances and 
balance sheets. They are accustomed to studying 
cause and effect. They know that certain causes 
inevitably lead to certain effects. Their daily work 
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in connection with figures preaches this sermon 
to them. Neither you nor I ever saw an account- 
ant who was a liberal spender. If your daughter 
marries an accountant, she might as well make up 
her mind in advance that she is going to live ona 
budget. “Budget” is the middle name of all 
C.P.A.s! Nothing puts a damper on the spirits 
of the optimist like a budget! 
* * * * 

“Now,” said several of these manufacturers and 
jobbers, “Uncle Sam is making public accountants 
of all of us, we are putting ourselves on a budget 
and this is taking all the joy out of spending. 
Therefore, it follows that we might as well make 
up our minds, whenever the month of March rolls 
around in future, that there is going to be, ipso 
facto, a check in business. On the fifteenth of 
March the whole United States is enjoying the 
gloom of the cold gray dawn of the morning after. 
In making out their Income Taxes, they have been 
studying their expense accounts. They have been 
comparing expenses with profits. Therefore, 
March, which was formerly always the best 
spring month, is now becoming the month when 
we have our setbacks.”’ 

* * * * 

Several of these merchants said that they 
thought the Income Tax should be paid in the 
month of July, when business is dull anyhow; 
when everybody would have more time between 
seasons to figure out their taxes. “It is a shame,” 
said one prominent merchant, “‘that the old-time 
run of good business in the spring is checked by 
this annual nightmare just when spring business 
should be at its best. 

* * * * 


Another merchant told me that they realized 
the psychological effect of the fifteenth of 
March on their business and therefore, instead of 
having their fiscal year end on January first, they 
had changed it to July first. He said that in every 
way it was better to take an inventory the latter 
part of June and to close the books on July first 
instead of on January first. He said that in the 
first place, in June there was naturally more day- 
light. The weather was usually good. Emplovees 
were not disturbed by the excitement and dissi- 
pations of the Christmas holidays. Spring busi- 
ness was over and fall business had not started. 

Then, he added, it was much better to make out 
one’s Income Tax in the month of July. Celebrat- 
ing the Fourth of July (the day of freedom) and 
the payment of taxes should naturally and logi- 
cally go een Httealecee PRICE FREEDOM? 


* * * 


Now, if your costae is sufficiently aroused, I 
must tell you the reason that the majority of these 
merchants and manufacturers told me why busi- 
ness was checked this year. They said that the 
entire country had literally lost their balance and 
gone mad over this idea of “TURN OVER.” Turn 
over and reducing the number of items and cut- 
ting out slow movers has been talked in manu- 
facturers’ conventions, in jobbers’ conventions 
and in retailers’ conventions until this idea has 
become an obsession with the entire trade. Mer- 
chants have got up on their hind feet in con- 
ventions and told about the turn over that they 


got in their business until some other merchants 

sitting in the same convention, comparing their 

lack of turn over with the quick turn over of these 

business geniuses, have decided to go home and 

trim up the old shop until they, too, could go to a 

convention, stand up and boast of their turn over. 
* 

“What has been the result?” said these jobbers 
and manufacturers to the writer. Merchants who 
get this turn over obsession become so bewildered 
in trying to figure out what to buy and what not 
to buy, that they simply wind up by not buying 
anything. They of course are perfectly safe as 
long as they do not buy. You can not get stuck 
as long as you do not buy anything. It reminds 
me of the little girl who was afraid of being 
drowned. She sought advice and the answer was: 
“Hang your clothes on the hickory limb but don’t 
go near the water!” 

* K * * 

So what is happening in this country? The 
banks are full of money. They can not make 
loans because almost every merchant is liquidat- 
ing his inventory. Merchandise is being turned 
into cash and a large part of the cash is lying 
idle in the banks. “Go to almost any retail store” 
—said this jobber—“and try to buy 10 items. 
You will find that the retail merchant will be short 
of at least 4 of them.” We were standing in a 
hotel lobby. ‘“‘Let’s test it’—said he. “I wear a 
certain staple collar of a certain staple size. Let’s 
go into this haberdasher’s and see if we can buy 
this collar.”” We went. He turned to me with a 
broad smile when the clerk, after examining the 
stock, informed us he was just out, but he had 
something else almost the same. “That haber- 
dasher’”—remarked this jobber—‘“I will wager, is 
congratulating himself on increasing his turn- 
over.”’ 

*K * K 2K 

A well known manufacturer in the hardware 
line had just taken a trip down through Texas 
to the Pacific Coast and then back East. He had 
visited almost every leading jobbing point in the 
entire West. He told »me.he had “turn over” 
talked to him until it made him dizzy. 

* * * * 

“In some jobbing houses”—he said—“they now 
have committees who are going over the catalogs 
and studying the turnover on each item.” He 
said that one jobber actually asked him for a 10 
per cent inside price on a slow-moving item in 
his line. This jobber added that unless he could 
buy the goods 10 per cent cheaper, the item did 
not pay for the catalog space and he would be 
compelled to cut the item out of his line. “But” 
—answered the manufacturer—“‘I merely make 
this item myself as an accommodation to the 
public. It is a slow seller. We make it only in 
small quantities. The cost of manufacture there- 
fore is unreasonably high. As a matter of fact, 
I make less on these slow sellers than I do on 
our staple lines of goods that move more 
quickly, but nevertheless, there has been, for many 
years,.a steady, although small, demand for this 
item.” 
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The Location of Your Store Has an Extremely Important Bearing on Your Success. 
This Article, Store Location Is Discussed from a Preeminently Practical 
Standpoint by a Man Who Knows 


By Ole Ander 


MAGNIFICENT modern motion picture 
A\ palace was erected not so long ago in the 

neighborhood where I live. It occupies an 
entire corner. On the ground floor, at either 
side of the theater lobby, stores were for rent. 
A wonderful business location, eh? And so it 
was. At the right of the lobby was a candy 
store. At the left, a lingerie and waist shop 
(nowadays they call ’em shoppe). A barber 
shop located in that section, as did a music and 
phonograph shop. Gradually the places filled 
up. Truly the location was ideal for such re- 
tailers as catered to the general public. 

This movie house was in a public street— 
lots of street and sidewalk traffic. Across the 
street, opposite the movie, came a beauty par- 
lor. The proprietor figured that he (or she) 
would get a lot of trade because of the movie 
and the small nearby shops. But as days 
passed, this beauty parlor went out of business 
for lack of public attention. 

A few weeks later another beauty parlor was 
opened, upstairs in the theater building over 
the lingerie shop, or shoppe. And just yester- 
day my better half phoned that shop (we’ll call 
it shop) for an appointment, only to be told 


that none could be made for several days. Very 
busy, thank you. 

Now, then, to get down to our subject, why 
did a shop with a ground floor entrance fail? 
Why, also, did a similar type of shop, upstairs, 
succeed? The answer is—location. 

Location is one of the most important items 
to consider when going into business or moving 
from one place to another. Take the case of 
the ground floor shop. It was on the wrong 
side of the street. Women who patronized the 
new theater didn’t care to risk the dangers of 
traffic to cross over. They preferred to wait 
or walk to another shop a few blocks further 
down on the same “movie-side.” That’s human 
nature. You can’t get away from it, try as 
you will. 

On the other hand, the upstairs shop was 
convenient. A few steps up didn’t matter, 
when compared to traffic troubles. So, you see, 
the proprietor made a big go of it. He saved 
on rent by being off the main floor, and, at the 
same time, had the best location possible. 

One of the most famous alibis in existence 
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Customer Entitled to Last Sample 


_ EFERRING to the article of A. 
M. Lubash & Son, I believe that 
a customer is entitled to receive 
the sample that is on the front of the box 
for various reasons. First of all you con- 
tinue keeping your trade by not having 
them searching other hardware stores for 
the same item. ‘Then again you would lose 
your profit by maintaining your ironclad 
rule and not disposing of the sample, but 
my main reason is this, very often the same 
article ordered comes in just a little bit 
different which necessitates taking the old 
one off anyway and replacing it with the 
new one.” 
(Signed) Jack SCHULMAN, 
Biock & SCHULMAN, 
Monticello, N. Y. 





**Hardware Drummer’’ on the 
‘*Whys’’ of *‘Glorified Peddling’’ 


‘*'T HAVE been reading with great in- 

| terest the recent articles on the 

‘Glorified Peddler’ and have been 

just swallowing the whole thing until I 

read Mr. Bales’ article. Now I can’t keep 
quiet any longer. 

“It is true there is some logic in what 
Mr. Bales has to say, but in my opinion 
his suggestions are unsound and won't 
stand the test. This is on the plan of your 
community buying, which in very few cases 
ever make good. He mentioned the fact 
that there are so many hardware dealers 
wanting to sell their business, but offer to 
buy one of them, and you will find out how 
bad he wants to sell. 

“After reading all these articles very 
carefully and traveling about over a small 
section of the Southern territory and watch- 
ing the methods of the majority of the re- 
tail hardware dealers doing business, I 
sometimes wonder how they get along as 
well as they do. In my opinion if the retail 
hardware dealer will clean up his store and 
put some life in his business and honestly 
go to work instead of sitting around in his 
easy chair and worrying about what the 
mail order house and the peddlers are 


Our Readers’ Forum 





doing, he will find out that the consumer 
had rather buy his goods from his local 
hardware man. | 

‘Show me a merchant or a traveling man 
that is always growling about what his com- 
petitors are doing and I will show you one 
that is not doing the business for he has not 
any time and energy left for work because 
it is all consumed in worrying about what 
some one else is doing. I can go into a 
town and call on the hardware dealers one 
time and I can tell you right off which one 
is doing the business. The alert dealer 
meets you with a smile; all his clerks are 
usually a good, clean-cut bunch of chaps, 
always alert and wanting to learn some- 
thing. ‘Then go across the street to the 
hardware store where you meet the propri- 
etor that is grouchy and complaining about 
dull business and he will begin telling you 
about how dirty his competitor is and his 
clerks will drag around the store like dead 
ones and when a customer enters they will 
stand about half way back in the store and 
holler out ‘Something you want’? Now isn’t 
that a pleasant greeting when you enter a 
store to make a purchase. I am not exag- 
gerating, for I have seen it done numbers 
of times. 

‘“Have you ever heard a good retail hard- 
ware merchant like our good friend Hamp 
Williams complain about dull business? 
No. Why? Because he is too busy making 
business. What I mean by making busi- 
ness is to carry the goods your customers 
want and call for instead of always saying, 
I am sorry but we are just out, and keeping 
those goods well displayed and good, clean 
show windows well dressed, and last but not 
least, a staff of intelligent salesmen—not 
order takers—to wait on them. 

“I have a suggestion I want to make to 
the hardware merchants who are always 
grumbling about dull business and are al- 
ways telling their customers that every- 
thing has gone to the dogs, also the mer- 
chant who thinks his clerks haven’t sense 
enough to buy a bill of carriage bolts from 
a jobber’s salesman. He should call a 
meeting of his sales force and lay his cards 
on the table face up and say: ‘Boys, we are 
going to change things a little and have a 
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heart-to-heart talk and place some respon- 
sibility on you.’ He should treat them like 
they should be treated and instead of com- 
ing down in the morning with a frown on 
his face and growling at them, greet them 
with a smile and stop long enough to have 
a few pleasant words with them and ask 
them to make a few suggestions. Plan 
things with them; let them help you do the 
buying. You won’t know your old store in 
six months and your business will grow. 

“When I started out to write this letter 
I didn’t intend to write just as I have, but 
after expressing my opinion on the article 
about the peddler I couldn’t resist the 
temptation. I could write a book of 500 
pages on this subject and then I would 
think of something I left out.” 

(Signed) “Goop ror NOTHING 
Harpware DruMMeEr.” 





Some Practical Suggestions on 
Retaining Local Trade 


” EEDLESS to say, I have watched 
with maintained interest the war 
on the ‘glorified peddler’ and have 
read the many suggestions which have 
flowed in to you in response to your cam- 
paign. 

“T am quite distinctly of the opinion 
that the time has now arrived for you, as 
the daddy of the idea and as the editor of 
Harpwarr AGE, to write a straight-from- 
the-shoulder—a ‘here’s how to. do’ article, 
over your own signature, to the hardware 
trade throughout America on the subject 
of combating the ‘glorified peddler.’ 
Arouse the hardware merchants to a real- 
ization that the one and only way to suc- 
cessfully combat the glorified peddler plan 
is to compete with it. 





“Without question, the growth of the. 


Fuller Brush Company can be traced di- 
rectly to the fact that as their men approach 
ice cold prospects they do it with a mental 
attitude that is right and with an enthusi- 
asm which compels attention and affords 
an opportunity for them to expose their 
merchandise and to ask the women to buy. 

‘Tt is a fact that in most instances once a 
woman can be induced to handle the 
brushes, the canvasser has made a sale and 
the retailer has lost a profit. 

“Tt seems to me that any attempt to com- 
bat the ‘glorified peddler’ other than 
through the application of direct selling 


effort, through the proper exposure of the 
goods in the show window and within the 
store, must be by contrast very feeble and 
ineffective. 

“You can’t legislate the canvasser out of 
existence, you can't tax him out of your 
town, and you can’t combat him by selling 
your merchandise from door to door (for 
this is simply contributing to a condition all 
retailers hope to overcome). It is a fact 
that the retailer should not be nearly so in- 
terested in selling a dollar’s worth of mer- 
chandise as he is in inducing the people in 
his town to buy at the store and not at the 
door. 

“An unbiased investigation discloses that 
out of 100 stores which stock household 
brushes, 95 fail to expose them in the store 
window; 76 fail to have them on prominent 
display within their store, and in not » 
single case have we ever been asked to buy 
one when we entered the store with money 
in our pocket and the need for the brush in 
our home. 

“If hardware dealers are really interested 
in successfully combating the glorified ped- 
dler, the most direct road is the road which 
has been traveled with success: 

“1. Through the prominent display in 
the show window of merchandise 
which will successfully compete with 
that sold by peddlers. 

“2. Through the prominent display of 
these lines in a conspicuous ‘place in 
the store. 

“3. Through the distribution of folders, 
with the statements which are sent 
out each month. 

“4. Through advertising the lines in local 
newspapers or in neighborhood cir- 
culars. 

“35. Through actually putting the goods 
in the hands of the customers who 
enter the store and are always inter- 
ested in seeing something new. 

“IT understand that the records of a 
prominent brush manufacturer indicate 
that where the windows have been deco- 
rated, the brushes prominently displayed in 
the store and people asked to buy, the sale 
of the line has been increased anywhere 
from 100 to 500 per cent. 

“IT am quite sure that the hardware 
dealer who constantly reads Harpwarr 
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Light On British Price Protection 
Trade Associations 


Sir William S. Glyn-Jones, Secretary P. A. T. A., to Tour America — Will Organize an Association 
in Canada—U. S. Laws Impose Restrictions 


WASHINGTON, May 4, 1925. 


ANUFACTURERS and merchants 

in many lines of industry are get- 

ting a big thrill out of the an- 
nouncement that at an early date the 
United States will be visited by Sir 
William S. Glyn-Jones, secretary of the 
Proprietary Articles Trade Association 
of Great Britain, who is planning an 
American tour for the purpose of 
arousing interest in Canada and this 
country in the subject of price protec- 
tion along the lines upon which the 
great problem has been worked out in 
England to an eminently satisfactory 
solution. 

Sir William will visit Canada first 
and will there undertake the organiza- 
tion of a protective association de- 
signed to be the prototype of the now 
famous “P. A. T. A.” of Great Britain. 
In view of the fact that the laws of 
Canada will permit the operation of 
such an organization as Sir William 
has in mind while those of the United 
States strictly preclude anything of the 
kind, an added interest attaches to the 
visit of the famous Englishman and 
cannot fail to give a decided impetus 
to the movement now on foot looking 
to Federal price protection legislation 
in this country. 

John Bull Ahead of Uncle Sam 


While many readers of HARDWARE 
AGE are aware that Great Britain is 
far ahead of the United States in the 
development of resale price protection 
policy, few of them Are familiar with 
the practical operation of the “P. A. 
T. A.” plan or have any knowledge of 
the tremendous power now wielded 
throughout Great Britain by the Pro- 
prietary Articles Trade Association. It 
is extremely doubtful, for reasons 
which later on I will briefly state, that 
the American public would demand or 
Congress grant the legislation neces- 
sary to give to American merchants 
and manufacturers the power wielded 
by the British association; nevertheless 
what the “P. A. T. 
plished will indicate the lines upon 
which the development of our own 
price protection policy may well pro- 
ceed with the understanding, of course, 
that the basic laws relating to com- 
merce in this country necessarily im- 
pose restrictions which do not hamper 
operations in England or probably in 
Canada. 

The Proprietary Articles Trade Asso- 
ciation was organized in London in 
1896. It started out in a very small 
way and handicapped by freely ex- 


pressed predictions of a short and tur- | one article, and your supplies of the lot | 
bulent career. 
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By W. L. Crounse 


4000 Articles Price-Controlled 


_Those composing it included eight or 
nine manufacturers and jobbers con- 
trolling a list of 15 trademarked or 
otherwise identified articles. In a year 
the list grew to 60 articles and today it 
contains over 4000 articles controlled 
by some 400 separate manufacurers. 

The associaion is supported by dues 
paid by its members. In the twenty- 
nine years of its existence its annual 
income has risen from approximately 
$3,000 to $35,000. 

The “P. A. T. A.” being unrestricted 
by a Sherman Act or a Federal Trade 
Commission law sought to combine in 
its membership as many manufactur- 
ers as possible of trademarked or 
otherwise protected articles who would 
agree to refuse to sell their goods to 
any dealer who cut the price of any 
article manufactured by a member of 
the association. The Department of 
Justice would speedily hale into court 
the officers of any association attempt- 
ing to put over such a project in this 
country. 


How the “P. A. T. A.” Works 


In an address recently delivered by 
Sir William before a trade conference 
in England he described the purpose 
and methods of the “P. A. T. A.” in 
part as follows: 

“We have one mutual interest; we do 
not want our articles cut to the bone; 
we do not want the result of our adver- 
tising to be reduced, because of having 
to push our goods through unwilling 
distributors; we want a free conduit 
pipe for our goods, from the manufac- 
turer to the consumer. If we can get 
the retailers to work in our common 
interest, then everyone who cuts any 
article will be prevented not only from 
getting that article, but all the other 
articles. 

“We realized that if they could be 
got to take that view it gave an enor- 
mous power. I do not apologize for 
that power at all. My own view is in 
the case of extreme cutting the ma- 
jority have been forced to do what they 
did not want to do, and a small mi- 
nority has no right to force the ma- 
jority into a system of cutting which is 
wrong. 

“Further, a small minority has no 
right to complain if force has to be ex- 
ercised by the majority in the interests 
of a common cause. I am not apologiz- 
ing, therefore, for bringing in that 


pressure. 


xo” 


stop. 


The principle, then, is: ‘Cut | 


Government Supports Price Protection 
System 

In justifying the principle of price 
protection the “P. A. T. A.” calls at- 
tention to the report recently rendered 
by a committee appointed by the gov- 
/ernment under the so-called Profiteer- 
ing Act to investigate “the extent to 
which the principle of fixing a mini- 
mum retail price by manufacturers or 
associations prevails; what are its re- 
sults, and whether the system is de- 
cidedly in the interest of the public.” 
The investigation made by the com- 
mittee was exhaustive and embraced 
the operations of many trades. 

The committee came to the conclu- 
sion that it is clear that a manufac- 
turer of a proprietary article, in fixing 
a margin of profit to the retailer, “must 
determine a rate which (1) will afford 
the retailer a sufficient inducement to 
stock and push the sale of his product 
on a sound basis of trading; and (2) 
will not be so high as to deter the pub- 
lic from purchasing, or to induce them 
to look for a substitute which will 
equally serve the purpose at a lower 
price.” They were “satisfied that these 
considerations will effectively check 
any tendency to profiteering on the 
part of retailers in the case of such 
proprietary goods.” 


A Questionable Form of “Liberty” 
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Again, tt was represented to them 
that “where a trader has purchased 
from a manufacturer certain articles 
at a price agreed between them, it is an 
interference with the liberty of the 
trader to lay down any fixed price at 
which he is compelled to resell, and 
that, on broad general grounds, a 
trader, having purchased such goods, 
should have unrestricted liberties to 
dispose of them as he deems best in his 
own interest.” They could not, on a 
close consideration of the subject, con- 
cur in this view; moreover, they be- 
lieved it to be “in the general interest 
that a fair living should be provided 
for the large and valuable class of the 
community who may be described as 
‘shopkeepers,’ who, if unrestricted com- 
petition is allowed to run unchecked, 
may gradually and piecemeal come to 
be devoured by their more powerful 
competitors, who, by dealing in a large 
range of goods, are able successively 
to swallow those who rely for their liv- 
ing upon a single range of articles.” 

The witnesses who gave evidence be- 
fore the committee were unanimous on 
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CURRENT NEWS 





Question Box Discussion Feature of 
Hardware Boosters’ Meeting 


A general two-hour open discussion 
followed the introduction of the prob- 
lem “What Should a Salesman Sell Be- 
sides Hardware?” when it was offered 
to the New Ygrk Hardware Boosters 
by Chief Booster Clarence J. Roberts. 
This occurred at the regular monthly 
meeting held April 25 at the Hardware 
Club, 253 Broadway, New York City. 

The Chief Booster announced that 
member Charles J. Heale had suggest- 
ed a question box discussion for the 
regular meetings, and had supplied two 
pages of questions, the first of which 
is that mentioned in the lead of this 
item. 

Among the interesting sidelights of 
discussion is a statement from : 
Ewald who said in part, “The dealer 
who is always looking to buy low often 
hurts himself and the rest of the trade, 
because when he buys under the market 





he usually sells under the market.” 


King Joins Sand’s Level; 
Will Cover Mid-West 


E. P. King has affiliated with the 
production and sales division of the 
Sands Level & Tool Co., Detroit, Mich., 
manufacturers of levels, plumbs and 
tools. Mr. King has been closely allied 
with the manufacturing and sales de- 
partments of the Stanley Rule & Level 
Co., New Britain, Conn., for the past 
15 years. In the last 10 years he 
has represented the Stanley lines in 
the Middle West, in which territory he 
will now represent the Sand’s Level & 
Tool Co. 





Home Preserves Handbook 
Issued by Everedy Co. 


The Everedy Co., Frederick, Md., 
manufacturer of the Everedy strainer 
set and Everedy bottle capper, has 
published for distribution by dealers a 
very complete and informative publi- 
cation devoted to the making of home 
preserves. It is entitled “100 Time 
Tested Recipes for Jellies and Bever- 
ages.” The book contains a complete 
treatise on the subject of preserving, 
and indicates the proper utensils nec- 
essary for successful results. 








Four Winchester Contests 
on Window Displays 


The Winchester Repeating Arms Co., 
New Haven, Conn., announces four win- 
dow display contests for 1925. The 
first will be conducted between April 4 
and July 5, and will be devoted to the 
display of baseball goods. The other | 























Secretary Oscar E. Benson announced 
that the organization had accepted six 
new members this year. Two new 
members were accepted at this meet- 
ing. They were: Winthrop P. Fisher, 
representing the Frantz Mfg. Co., and 
Eugene E. Peterson, who is in business 
for himself. 

The past Chief Booster Fred Ritter- 
busch announced that a Booster in em- 
bryo had blessed the Ritterbusch house- 
hold. The members enjoyed the smoke 
contributed by Brother Ritterbusch in 
honor of this event. 

It was announced at this meeting 
the Booster Frank Southmayd of Igoe 
Bros., had died recently. 

Peter Crowe, who has recently come 
to New York as a manufacturer’s sales- 
man, was introduced by Past Chief 
Booster Seymour Sears. The member- 
ship expressed the hope that Mr. Crowe 
would be Booster Crowe. 


three contests will be on fishing tackle, 
tools and guns and ammunition, and 
all three will terminate Sept. 1. 

The contest is open only to Winches- 
ter dealers who will submit photographs 
of competing displays. There will be 
18 prizes in each competition. In each 
case the first prize will be $50; second 
prize, $25; third prize, $15; fourth to 
eighth prizes, $10 and ninth to eigh- 
teenth prizes will be $5. 

Judges will be J. Clarke Coit, J. H. 
J. Adams, and R. H. Heller. In order 
to compete it is not necessary to pur- 
chase any Winchester products. The 
dealer may use such stock as he has on 
hand. Window display material is avail- 
able upon request to the Winchester 
Repeating Arms Co., New Haven, Conn. 





Wood Shovel Text Book 


The Wood Shovel & Tool Co., Piqua, 
Ohio, has issued a text book on shovels, 
spades and scoops. The booklet is 
very attractive, well illustrated and 
printed on a high grade paper stock of 
a green pastel shade. The booklet de- 
scribes and illustrates the complete 
line of H. K. Wood Mo-lyb-den-um 
shovels. 


—_———] --.- 


Downs Paint Co. Formed 


by C. H. Downs in Florida 


C. H. Downs has established the 
Downs Paint Company in Sarasota, 
Fla. Mr. Downs for several years 
was connected with the Philadelphia 
Office of the du Pont Paint and Var- 
nish Division and during the past year 
has been sales representative in Flor- 
ida. Mr. Downs will be succeeded in 
this territory by W. J. Flood. 





Paint Installment Plan Op- 
posed by Philadelphia Ass’n 


The Philadelphia Retail Hardware 
Association at a regular meeting held 
at Green’s Hotel, Philadelphia, Pa., 
April 16, went on record as being op- 
posed to the partial payment plan of 
paint selling. The resolution passed 
at this meeting reads as follows: 


“This association disapproves of the 
paint installment plan as being dan- 
gerous and not compatible to sound 
business principles.” 

Sharon E. Jones, Pasha Secretary, 
stated that to date no dealer a member 
of his association has indorsed the de- 
ferred paint payment plan. 

Commenting on the “Glorified Ped- 
dler” Robert M. Shepard stressed the 
importance of salesmanship and service 
on the part of the retail merchant, but 
stated that these factors alone would 
not cure all. He indicated that the 
peddler carry but one line, and there- 
fore is likely to know that line very 
thoroughly. 


A committee was composed to in- 
vestigate the peddling situation in Phil- 
adelphia and adjacent territories. Pres- 
ident H. D. Kaiser in closing the meet- 
ing stated that the show window with 
plainly marked price tags on all goods 
being peddled in the neighborhood 
would post customers on the proper 
price of these goods, and furthermore 
a show window would be a good ped- 
dler if used intelligently. 





Kingston Appointed Sales 
Director Boston Woven Hose 


& Rubber Co. 


Following the resignation of Edgar 
E. Fay, who for 25 years has been in 
charge of sales, Arthur C. Kingston 
becomes director of sales of the Bos- 
ton Woven Hose & Rubber Co., Bos- 
ton, Mass. 

Mr. Kingston brings to his new 
office an experience of more than 30 
years in merchandising of mechani- 
cal goods, having been general sales 
manager of both Peerless Rubber 
Company and Mechanical Rubber 
Company, United States’ subsidiary 
companies. 


H. G. Moore Resigns Key- 
stone Steel & Wire Post 


H. G. Moore, general sales man- 
ager Keystone Steel & Wire Co., 
Peoria, Ill., for the past 10 years, and 
vice-president since December, 1916, 
has resigned, effective July 1. 

Mr. Moore is president of the Ameri- 
can Hardware Manufacturers’ Asso- 
ciation. 
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G. F. Gengnagel Dies; 


57 Years in Business 


| after be continued under the Sterling 


management. W. M. Scott, secretary 
of the Sterling Mfg. Co., announces 


_that there will be no change in the 


George F. Gengnagel, senior mem- 
ber of the G. F. Gengnagel & Son) 
Hardware Dealers, Butler, Ind., was 
born in Holmes County, Ohio, July 18, | 
1850, died at Butler, Ind., April 13, | 
1925. When a boy 16 years of age, 
he moved from Ohio to Butler, and at 





G. F. Gengnagle 


the age of 18 he started in the hard- 
ward and tin business at Butler and 
continued in the same business for 57 
years. He leaves two sons, Edward 
W. Gengnagel, who was associated 
with him in the business at the time 
of his death, and Otto A. Gengnagel, 
who is associated with the H. Pfeiffer 
& Son Co. at Ft. Wayne, Ind. 





Vaughan & Bushnell Open 
Office in New York City 


Vaughan & Bushrfell Mfg. Co., Chi- 
cago, Ill., in conjunction with the Erie 
Tool Works, Greenlee Bros. & Co., and 
the Chapin-Stephens Co., has opened a 
New York office and warehouse at 126 
Chambers Street, where a complete 
stock of these lines will be carried. 

This office will cater to the needs of 
the metropolitan territory, extending 
as far south as Philadelphia. The pres- 
ent sales staff of this office consists of 
David E. Hamilton and Peter Crowe. 
Mr. Hamilton was with the A. Z. Boyd 
Co. for many years; Mr. Crowe has 
been associated with the Crowe Mc- 
Garvey Co., Boston, for eight years. 
The A. Z. Boyd Co. was formerly lo- 
cated at this address and handled these 


lines. 





Sterling Mfg. Co. Buys 
Outlook Companies . 


The business of the Outlook Com- 
panies, Cleveland, Ohio, has been com- 
bined with that of the Sterling Mfg. 





Co. of the same city, and will here- 


general sales policies, and that the 
product of both organizations will re- 
tain their respective trade names, 
which are Outlook and Sterling. 

Sales and executive offices have al- 
ready been consolidated and the manu- 
facturing plant will be concentrated at 
the Sterling plant, 2831 Prospect Ave- 
nue, as soon as this change can be 
made without interfering with de- 
livery. 

All inquiries pertaining to either 
line should be addressed to the Ster- 
ling Mfg. Co., 2831 Prospect Avenue, 
Cleveland, Ohio. The Sterling line em- 
braces automotive, electrical and ser- 
vice equipment. The Outlook line 
consists of pneumatic and hand oper- 
ated windshield cleaners, _ stop-tai! 
lights, rear view mirrors and_ stop 
light switches. 





N. Y. Boosters’ May Meeting 
to Be Held May 23 


The May meeting of the New York 
Hardware Boosters will be held on May 
23 instead of May 30, the latter date 
being Decoration Day, a legal holiday 
in New York State. As usual, the 
Boosters will meet at the Hardware 
Club at 253 Broadway, at 1 p. m. sharp. 





Paint Installment Plan Meet- 


ings in Five Eastern Cities 


The conservation of American prop- 
erty by means of the instalment plan 
for painting has been the subject of 
some 15 general conferences which 
have been held throughout the Middle 
Western and Southern States. 

Meetings for the next few weeks will 
be held in the following cities: 

Boston, American House.. May 7 -8 
New York, Commodore 

Hotel May 11-12 
Pittsburgh, Fort Pitt Hotel May 15 
Richmond, Richmond Hotel May 19 
Philadelphia, Benjamin 

Franklin May 25-26 


The master painters, local hardware. 


dealers, jobbers and manufacturers 
have been invited to attend the con- 
ferences which are to be held in their 
territory. 
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H. G. Phister, Sales Executive 


for United Electric Co. 


H. G. Phister has been appointed to 
an executive sales capacity in the Ohio 
portable division of the United Electric 
Co., Canton, Ohio. Mr. Phister was 
formerly advertising and assistant sales 
manager for the company, and more 
recently an account executive in the 
Cleveland office of Nelson Chesman & 
Co. advertising agency. 








Joseph Mattes Dead 





Founder of Iowa Association 
Veteran Dealer 


Joseph Mattes, vice-president of the 
Iowa Hardware Mutual Insurance Co., 
died at his home in Odebolt, April 17, 


after a lingering illness of many 
months. His connection with the Iowa 
Retail Hardware Association dates 


back to the first convention of this or- 
ganization of which he was one of 
the founders, held in 1899. His con- 
nection with the hardware trade dates 
back to the time when he was em- 





Joseph Mattes 


ployed by C. E. Armstrong & Co. of 
Clinton. 

Mr. Mattes opened his own store at 
Odebolt in 1879, and continued active 
in its management until he assumed 
the presidency of the First National 
Bank of Odebolt in 1907. His son car- 
ried on the hardware business. 

He was prominently connected with 
the affairs of the State of Iowa, having 
served as an Assemblyman and Sena- 
tor for several years. 

About one year ago Governor Ken- 
dall appointed the late Mr. Mattes a 
budget director. 

In civic associations and in his trade 
organizations Mr. Mattes was a very 
active participant. 





Thirty Dealers Attend 
De Voe Paint Meeting 


Thirty dealers attended a_ recent 
meeting held at Ten Eyck Hotel, Al- 
bany, N. Y., sponsored by Devoe & 
Raynolds Co., Inc. The meeting was 
in charge of Stuart Dyer, traveling 
sales manager for Devoe in that dis- 
trict. T. E. Damm, advertising man- 
ager for Devoe & Raynolds, was the 
principal speaker. 

Advertising and merchandising 
problems were discussed and the com- 
pany’s New Home Improvement Plan 
was outlined. 
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Vise with Swivel Base 


The Columbian Hardware Co., Cieve- 
land, Ohio, is putting a vise on the mar- 
ket that will attract both the garage 
man and the householder. Besides the 
convenience of the swivel base it has 
many attractive features, including re- 
movable drop forged steel pipe jaws 
3% in. wide with a 4 in. opening; a bar 





steel sliding beam—renewable steel 
jaw faces—cold rolled steel screw and 
handle; large anvil table on back of 
jaw and is made in attractive finish; 
weight 15% Ib. Packed in individual 
cartons—six cartons to a case—ship- 
ping weight approximately 100 lb. to 
a case. 





Attractively Designed Cages 


O. Lindemann & Co., manufacturer 
of bird cages since 1863, 35-37 Wooster 
Street, New York, are mailing a supple- 
ment to their trade, illustrating nov- 
elties in round cages, cages and stands 
in new finishes and sundries. 

The cage shown here is attractively 
designed with a crimped wire top con- 
forming well with the base, which al- 





lows sufficient flat surface for setting 
on a table. There are three cross rails, 
a wire mesh seed guard and a light blue 
gravel pan. Made in three finishes— 
brass, light statuary bronze and gun- 
metal and in three sizes to nest, Nos. 
2545, 2546 and 2547. Three parallel 
perches and opal seed cups are fur- 
nished. 


ee 


Cast Aluminum Skillet 
at Popular Price 


To stimulate aluminum ware sales, 
the Wagner Manufacturing Co., Sidney, 
Ohio, has brought out a special, known 
as the national cast aluminum skillet, 
which is to sell at a lower price. It is 
a new design, ten inches in top diame- 
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ter, has deep rounded sides for easy 
turning of the food, and double lips for 
convenience in pouring. There is also 
a slight bead to elevate the bottom and 
retain the heat, a special inside finish 
is said to prevent food from sticking 
and to render the skillet easy to clean; 
in addition, the bottom is slightly 





heavier than the sides, to distribute and 
retain the heat. The handle is rubber- 
oid finish and set so it will not turn. 
The same quality, finish and materials 
are used in the construction as the com- 
pany has always associated with its 


trade work. 





New Electric Heater-Unit Has 
Interchangeable Element 


The Waage Electric Co., 5100 W. 
Ravenswood Avenue, Chicago, Ill., are 
now making an interchangeable re- 
flector heater element under the name 
“Replaceall,” which is said to fit most 
makes of reflector type heaters with 














standard sockets. It is only necessary 
to replace the burned out element by 
unscrewing the old element and screw- 
ing in the new. It is built with brass 
screws and nuts on the connections, 
core of alemite, and nichrome resistance 
wire. Wattage is 660. The units are 
packed in attractive individual boxes. 
An attractive counter display case con- 
tains twelve. Sold at a low figure. 





Bit Has Double Cutting Blade 


A handy bit with a double ‘cutting 
blade and threaded turning pin is be- 
ing marketed by W. A. Whitney Mfg. 
Co., Rockford, Il. 

It is constructed with cutting points 
at both ends of the blade, which turns 
on a centering pivot pin, for which a 
small hole is first made by proper 
sized drill supplied with tool. It is 





said to operate quickly with even wear 
and to easily sharpen. 

Bit is equipped with three smallest 
sizes of blades (for %, %& and 1 in. 
pipe holes), also a 7/32 metal drill to 
make centering starting hole. 
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Hack Saw Frame Has 
Easy Grip 


H. C. Cook & Co., who recently took 
over the manufacture and sale of the 
“Burro” No. 1046 hack saw frames, 
has added a new No. 20 “Burro” to the 
line. 

It is a slightly shallower frame and 
designed to satisfy the demand for a 
frame useful to electricians, garage 
men and possibly in the home, where 
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great depth is not required. It is made 


of selected steel stock, with satin 
nickel finish, has a half inch adjustment 
for blades 8 in. to 12 in. long and there- 
fore will accommodate all irregular 
sizes of “mongrel” blades which are on 
the market. It is of the adjustable 
pistol grip type with blade faceable in 
four directions. Each “Burro” No. 20 
is packed in a separate carton and is 
expected to provide a good turnover 
product for the retailer. 





“Enamel” Cuts Time for 
Finishing Cars 

A new lacquer and enamel finish 
called “Opex” has been produced by 
the Sherwin-Williams Co., New York. 

Practically 20 years, it is stated, 
have been spent in its development by 
chemists who first started the work in 
1905. Sales were made as early as 
1914, but it has been since then, due 
to the summation of events and dis- 
coveries, that the greatest effort, re- 
search and development work have been 
put into the product. Every ingred- 
ient used in its making is produced 
in plants either owned or controlled 
by the manufacturer. It lends itself 
especially to large production work 
and the manufacturer believes meets 
all the requirements of the industry. 

It is said to have the necessary 
properties that give a higher solid con- 
tent, which is due not only to the 
quality of cotton and solvent, but to its 
holding a pigment that produces a 
heavier coating. This pyroxylin finish 
is unaffected by acids, alcohol, gasoline, 
naptha, ete., and is not stained by 


alkalis. 


Thousands of opexed cars are said 
to have been tested under the most ad- 
verse weather and exposure conditions, 
with successful results. 

It is claimed the time of finishing a 
car has been cut from two weeks to 
one and in cases where heat can be ap- 
plied for drying primers and under- 
coaters, to even three and four days. 
It is made especially for the automo- 
bile field. 


Woodruff Hardware Co. Cele- 


brates Sixtieth Anniversary 


The W. W. Woodruff Hardware Co., 
Knoxville, Tenn., is celebrating its six- 
tieth anniversary this year. Capt. W. 
W. Woodruff, Sr., is still alive and is 
president of the company, though for 
the past 20 years he has delegated the 
executive work to his son, W. W. Wood- 
ruff, Jr., who is vice-president and gen- 
eral manager. 
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General Market News 








Continued Sales improvement 
in Hardware Markets; 
Collections Better 


— Pittsburgh west the several hardware markets 


report continued improvement in business. 


Activity 


in spring lines is particularly good. Staple items are in 
satisfactory demand, and the trade in these parts consider 
increased business to be sufficient to give the market a 


healthy tone. 


For the first time in some weeks the Pitts- 


burgh area reports an improvement in sales and general 


business tone. 


Along the Atlantic Coast business continues to look some- 
what spotty. Good and bad weather on alternate days has 


affected this section very definitely. 


On the sunshiny 


days lawn mowers, garden hose and kindred seasonal items 


have been very active. 


In the metropolitan and New York 


market spring goods have been so active that wholesale 
stocks appear somewhat broken. 


Collections are improving steadily. 
both directions are relatively 


Price changes in 
unimportant. 





Pittsburgh Market Improv- 
ing; Few Price Changes 


Hardware business in Pittsburgh is 
better, particularly in the lines seasonal 
to this time of the year. This is a 
reflection primarily of the right sort of 
weather, which has stimulated consump- 
tion and in turn caused demands from 
the retailers. Beside, jobbers’ salesmen 
have been instructed to make calls off 
the main line railroAds and this has 
resulted in larger orders. The improve- 
ment is of a healthy sort, because it is 
founded on actual requirements, and 
not on the mere ideas of what retailers 
think they will need. Such items as 
farm and garden tools, poultry netting 
and fence are doing very well and it is 
a report of most jobbers that the move- 
ment of nails has been really good for 
the first time this year. Price changes 
are not very numerous or large. Nails 
and wire have been revised in keeping 
with the recent recession in mill prices 
to the bases in effect just prior to the 
advance of Nov. 19, last. Some makers 
of toilet clippers have slightly reduced 
prices. Automobile tires are up 5 to 10 
per cent. A revision of mining tool 
prices leaves the general average about 
where it was previously, declines and 
advances about balancing. Present rope 
prices have been reaffirmed for the 60- 
day period beginning May 1. Condi- 


tions in the iron and steel industry still 
are quiet, as compared with the early 
part of the year, but there seems to be | 
a demand sufficient to maintain an oper- | 








ation of about 70 per cent of capacity 
and because that rate is believed to be 
under rather than above the present 
rate of consumption, there is a disposi- 
tion on the part of steel makers to 
make a firm stand at present prices. 
The coal industry is dull and depressed, 
with union mines going down daily. 
The Pittsburgh Coal Co., which had 18 
mines in operation last fall, now has 
only 6 mines in production and the in- 
dications point to a rather full suspen- 
sion of union mines in this and sur- 
rounding territory in the near future. 
Closing of a couple of banks at Car- 
negie, Pa., is directly due to the coal 
situation, these banks having held the 
paper of a large operator, who became 
a by having too much coal 
and. 





Hardware Sales Increasing 
in Twin Cities Area 


With spring work well under way, 
and with building of homes and other 
building started to some extent, the 
territory tributary to the Twin Cities 
shows a fair increase in the amount 
of business being done. Painting is 
progressing rapidly and the prospects 
are for an excellent year in this line. 
Builders’ supplies are starting to move 
out and garden and lawn implements 
are selling at a good rate. Collections 
are slightly betier, and it is believed 
that May will show much improve- 
in this respect. 


























April Volume Satisfactory 
Cincinnati Jobbers Report 


Cincinnati jobbers state that their 
volume of business during April has 
been fairly satisfactory. Sales of sev- 
eral large concerns are ahead of the 
corresponding month last year. The 
retail trade continues to order in a 
hand-to-mouth fashion. Prices are 
holding up well. Advances have been 
made in several items. The dry spring 
has assisted building activities in get- 
ting under way. Seasonal items are 
moving in a satisfactory manner and 
shipments by jobbers total a good vol- 
ume. The retail trade is slightly below 
the volume attained last year. 





Chicago Market Active 


Ideal weather conditions have attend- 

ed farming operations in the mid-west- 
ern territory this spring and reports 
from the agricultural districts are ex- 
tremely favorable. Retailers are mov- 
ing their merchandise at a very satis- 
factory rate and there is every indica- 
tion for a good season. There is a 
steady increase in the jobbers’ business 
with very good demand for seasonable 
merchandise and an increasing volume 
of orders for summer goods starting 
up. 
There are only one or two price 
changes recorded this week but the 
market is firm with a slight upward 
tendency. 


Few Declines Reported 
in New England 


The hardware price pendulum, as in- 
dicated in New England, has swung the 
other way. For some time the trend 
of prices has been sidewise, following 
a decided upward movement. For two 
weeks now the price tide has been out- 
ward or downward. Current changes 
include declines in some toilet clippers, 
drop shot, sheet lead, sash cord and 
some styles of snow shovels. The only 
advance of importance noted is on auto- 
mobile tires and tubes, amounting to 
from 5 per cent to 15 per cent. 


Fencing Prices Higher 


in New York 


New York jobbers announce higher 
prices on hose reels and fencing. De- 
clines were made on solder and wire 
goods. Spring goods continue very ac- 
tive in this market, with lawn mowers 
and lawn rollers particularly lively 
with both the wholesale and retail 
trade. Stocks are short in some spring 
items. With the exception of a few bad 
weather days, the hardware business in 
this city and adjacent suburbs has been 
very satisfactory. 
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Business Improving in Chicago Market— 
Prices Firm with Upward Tendency 


(Chicago office of HARDWARE AGE) 


IMELY rains and unusually good growing weather 
are the reports coming from the agricultural dis- 
tricts adjacent to Chicago, and the hardware re- 
tailers are reporting that business is very good. Jobbers’ 
sales are showing a steadily increasing volume in prac- 
tically all items and especially on seasonable goods, while 
the current demand for summer merchandise is begin- 


ning to show a healthy activity. 


While prices for the most part are unchanged, there 


AUTOMOBILE ACCESSORIES. 
—Sales are reported as showing fair 
volume. There has been no change in 
prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Peame. —Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 
each: Champion Blue Box line, 53c. 
each: A. C. Titan, 58c. each; lots of 
100, 'b6c. A. C. Special Ford, 44c. 
each 
sopet Lights.—Anderson, No. 3280, 


D- - aaaitians A. Electric (Ford), $4 


a —Ajax No. 6, 90c. each; Na- 
tional Standard No. 21, $1.20 each. 

Pumps.—Rose, 1%-in. cylinder, 
$1.55 each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% oversize 
cord tires, $9.45 each; regular cord, 
$7.45 each; gray inner tubes, 30 x 
3%, $1.20 each; red inner tuhes, 30 
x 3%, $1.50 each. 


AXES.—The demand is active and 
prices are expected to hold where they 
are. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15.50 to $24 per doz., according to 
quality and grade of handle; special 
unguaranteed handled axes, $12 per 
doz., base. 


BASEBALL GOODS.—With weather 
permitting the “sand lot” baseball sea- 
son to open, the demand has increased 
and sales are very good. 


BOLTS AND NUTS.—Sales are good. 
Prices are firm, with no immediate 
changes in sight. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50 per cent discount; small 
carriage bolts, rolled thread, 50-10 
per cent discount; machine bolts, cut 
thread, 50-10 per cent discount; 
small machine bolts, rolled thread, 
50-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 


BUILDERS’ HARDWARE.—Sales con- 
tinue in especially fine volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 2% x 3% steel butts, 
case lots, old copper and dull brass 
finish, $2.76 per doz. pair; 4 x 4 steel 
butts, old copper and dull brass 
finish, $3.84 per doz. pair; heavy 
steel bevel inside sets, case lots, 
$6.75 per doz.; steel bit-keyed front 
door sets, per set; wrought 
brass bit-keyed front door sets, $3.25 
per set; cylinder front door sets, 
$7.50 per set. 
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very firm. 


were a few slight advances and the market generally is 


The demand for steel in the Chicago district is easing 
down somewhat and production has dropped off at least 
15 per cent from that of a few weeks ago. 
tin and other metals displayed some price strength this 
week, with a general advance after a rather downward 
tendency for some time. 


Copper, zinc, 


Collections continue to be very good, running consid- 


CHAIN.—Prices are unchanged. The 
demand is good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
‘$8.50 per 100 Ilb.; Tenso, Bull Dog 
and Brown coil chains, 50-10 per 
cent discount; No. 00-4% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.—The 
demand is heavy. Prices firmer again, 
with the recovery of ingot copper 
prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 35 per cent discount. 


DRAIN PIPE CLEANER.—tThere are 
no price changes. Sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Economy Plumber drain pipe 
cleaner, in 1 lb. net cans, in lots of 
3 doz., $2.70 per doz., in lots of 6 
doz., $2.60 per doz.; and in 12 doz. 
lots, $2.50 per doz. 

Same, in 2 lb. net weight cans, in 
lots of 2 doz., $4.90 per doz.; in lots 
of 6 doz., $4.70 per doz.; and in lots 
of 12 doz., $4.50 per doz. 

Hercules tile and porcelain cleaner, 
in 1 Ib. net weight cans, $2 per doz. 
in lots of 2 doz 

Hercules Soller ‘liquid, in 1 qt., can, 
$3 each; in % doz. lots, $2.50 each: 
in 1 doz. lots, $2.25 each. 

Same, in % gal. cans, $5 each; % 
doz. lots, = 75 each; and in gal. 
cans, $9 each 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Sales are very good, Prices 
are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bead lap joint 
gutter, 5-in., $4.50 per 100 ft.; corru- 
gated ‘conductor pipe, 3-in., $4.7 75 per 
100 ft.; plain ridge roll, 1%-in., $4 
per 100 ft.; corrugated conductor el- 
bows, 3-in., $1.36 doz. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—The demand for electric 
irons is showing steady increase and 
electric fans are also moving in good 
volume. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise.—No 14 
rubber-covered wire, $7.90 per 1000 
ft.; in 1000-ft. lots, $7.65; No. 18 
lamp cord, $14.50 per 1000 ft.; in 
1000-ft. lots, $13.75; %-in. brush 
brass key sockets, 19c.. each; two- 
way plugs, 60c. each; in lots of 10, 
49l4c. each; one-piece attachment 
plugs, 13c. each; two-piece attach- 
ment plugs, 12c. each; dry cells, 
boxes of 50, 30%c. each; less than 
case lots, 34c. each. 

Radio Supplies.—Radio B ten ty 
No. 766, $1.40 each; No. 767, $2.6 
each. 

Battery Chargers.—Apco line, in 
lots of less than 10, $13.50 each, net. 

Tubes.—Cunningham eo G. dais 
$3 list. Discount, 25 per cent. 
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erably better than a year ago. 


_Loud Speakers.—Western Electric, 
D22W, $9.50 list. Discount, 30 
per cent. 


FIELD FENCE.—Orders are showing 
some improvement. There is no change 
in prices. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $30.38 per 


100 rods; 1948-1442, $45.92 per 100 
rods. 


FILES.—Prices are firm and the de- 
mand fairly good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60- 10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
-40-10-5 per cent off list. 


FISHING TACKLE.—With the near 
approach of the opening of the fishing 
season, retailers are preparing for an 
active demand from now on. 


GALVANIZED WARE.—Rather sharp 
advances on oil cans are the only price 
changes reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galva- 
nized after-made water pails, gen- 
uine riveted ears, 10-qt., $2.30 doz; 
12-qt., $2.50 doz; galvanized wash 
tubs, No. 1, $6 doz. ; No. 2, $6.85 doz.; 
No. 3, $7.75 doz.; No. 8 galvanized 
wash ‘boiler, wood grip and handles, 
$13.75 doz.; 1l-gal. tin breast gaivan- 
ized kerosene can, $2.50 doz.; 5-gal. 
galvanized oil cans, galvanized breast, 
$7.65 doz.; 1144-bu. galvanized after- 
made baskets, $4.75 doz.; 1-bu. gal- 
vanized baskets, $6.25 doz.; 1%-bu. 
galvanized baskets, $8.75 doz.; per- 
pendicular corrugated light galva- 
nized ash cans, with cover, No. ; 
$15 per doz.; No. 66, $17.50 doz.; 
No. 77, $20 doz. : heavy galvanized 
after-made No. 171, $28.20 doz.; No. 
191, $37.25 doz.; No. 201, $44.75 doz. 


GARDEN HOSE AND LAWN 
SPRINKLERS.—The current demand 
is good. No price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., 10%c. 
per ft.; %-in., 138c. per ft.; 3-ply, 
good quality, wrapped, %-in., 10c. 
per ft.; %-in., 12c. per ft.; 4-ply, 
good quality, wrapped, %-in., 12c. 
per ft.; %-in., 14c. per ft.; o-Piys 


original fountain sprinkler, $8 doz.; 
Rainbow, 38-in. high, $24 doz. 


GLASS AND PUTTY.—Sales are back- 
ward and are slowly decreasing. No 
price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 87 per cent discount; 
single strength <A, 34 to 40-in. 
bracket, 85 per cent discount; single 
strength A, all other brackets, 84 per 
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This advertising will increase 
your MIRRO gift sales 


A full page in The Saturday Evening Post for 
May 9 (reproduced opposite in miniature); 
full pages in color in the June Delineator and the 
June Designer; half pages in the Country 
Gentleman, May 2, and Woman’s Home Com- 
panion, June —all this advertising is featuring 
Mirro for gifts. 
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who PERCOLATOR to grace the table; kitchen 
things to make work pleasanter for years . . , What 
satisfying gifts Mirro offers! And what appealing 
beauty, efficiency, and economy for one’s own home! 


ALUMINUM GOODS MANUFACTURING COMPANY ~MIRR 0 
Genera) U.S. A. 


irro for wifes 
—a year-round market 


Notice the miniature reproduction above of 





‘“‘Mirro for gifts!” There’s the three-word 





key to more sales—not just in the Month 
of Weddings,,not just at Christmas, but all 
through the year. 


Every day is Gift Day for someone. Every 
day brings you new opportunities to sell 
Mirro for wedding presents, showers, birth- 
days, and anniversaries. 


That is why it will pay you to think of 
Mirro as gift ware. You should display it 
that way. Lift it out of the everyday kitchen- 
ware class. Then you'll sella lot more Mirro. 





MIRRO 


a Saturday Evening Post advertisement. 
That is just one part of the advertisin 

force that is being put, this spring, behind 
Mirro for gifts. 

This advertising is going to help you. It will 
help you more if you feature Mirro gifts in 
your store just as we have featured them 
in our advertising. 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S. A. 


Makers of Everything in Aluminum 





The Finest Aluminum 
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cent discount; double strength A, all 
sizes, 85 per cent discount; double 
strength B, 86 per cent discount. 
Putty, pure grades, $3.75 _ 100 Ib.; 
commercial $3.40 per 100 Ib. 


HATCHETS.—Sales are holding up, 
with prices considered favorable. No 
change in prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.; medium quality hatchets, No. 

2 shingling $7.25 ys medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.—The demand 
is holding up well. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Vaughan-Bushnell, 
16-oz. nail hammers, $10.50 doz.; 
Stanley, $10.50 per doz.; Maydole, 
$12.60 per doz.; first quality, 16-oz. 
machinist hammers, $7.85 doz.; me- 
= quality, 16-oz, nail hammers, 
Oz. 


HANDLES, AGRICULTURAL.—Sales 
are very good. Prices remain un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handies.—Straight, 
chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5-ft.; 
41%- ft., $4 doz.; 5-ft., 
414-ft., $2.40 doz.; 5- ft., 

Hay Fork Handles. —Bent, chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.: XX, bent, with 
strap, ferrule and cap, 4-ft., = 50 
doz.; 4%-ft., $5.75 doz.; XX bent, 
4% ft., $4.50 doz.: 5-ft., $5.50 doz.; 
X bent, 4% ft., $3 doz.; 5-ft., $3. 40 


Manure Fork Handies.—Bent, best 
grade, 4-ft., $4.75 doz.; 4%4-ft., $5.10 
doz.; KX bent, 4-ft., $4.15 doz.; 4%- 
ft., $4.40 doz.; X bent, 4-ft., $2.60 
doz.: 414-ft., $2.95 doz. 

Garden Hoe Handies.—XX, 4%%-ft., 
$3.45 doz.; X, 4%-ft. $2.40 doz. 

Garden "Rake Handies.—XX, 5% - 
ft., $5.25 doz.; X, 5%-ft., $3.25 doz. 

Shovel Handles.—Regular pattern, 
$5.90 doz.; X, 4%-ft., 
3.90 doz.; D handle, best grade, 
7.95 doz.; X grade, $6 doz. 

Spade WHandies.—D handle, best 
grade, $7.75 doz.; X grade, $6 doz. 


HANDLES, TOOL.—Sales continue ac- | 


tive, with prices firm, but unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handiles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handies.-— 
No. 1, 90c. doz.: finest second growth 
hickory, $1.50 doz. 


HINGES.—A heavy demand is re- 
ported. Prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42: 
6-in., $1.60; 8-in., $2.70; 10-in., $4.30 
per doz. pair; extra heavy T hinges, 
in bundles, 4-in., $1.56: 5-in., $1.66: 
6-in., $2.08; 8-in., $3.56; 10-in., $5.10 
per doz. pair. 


ICE CREAM FREEZERS.—Prices are 
firm with the approach of warm weath- 
er. The current demand is fair. 


We quote from jobbers’ stocks, 
.b. Chicago: White Mountain, 1- 
$4.85 list: 2-qt., $5.65 list; 3-qt., 
5 list; 4-qt., $8.25 list: 6-qt., 
).45 list; 8-qt., $13.50 list; 10-qt., 
list; 12-qt., $21.55 list; 15-qt., 
60 list; 20-qt., $33.20 list; 25-qt., 
.60 list; Arctic, 1-qt., $4 list; 2- -at.., 
$4.60 list; 3-qt., $5.55 list : 4-qt., "$6.80 
list; 6-qt., $8.60 list; 8-qt., $11.10 list. 
All the above less 50 per cent dis- 
count. 


INCUBATORS.—Sales continue to be 
very good. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Incubators, 35 per 
cent discount; brooder stoves, 35 per 
cent discount; insulated chicken 
waterers, $3.25 each. 
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good. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, 1l-in wheels, $12.35 each; 
16-in., ball bearing, 4- knife, 10%-in. 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in. ball bearing, 4- knife, 
9-in. wheels, $7.85 each; 16-in. plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in., ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
ee 3-knife, 8-in. wheels, $5.85 
each. 


NAILS.—The demand is lagging some- 


what. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.25 per keg base; cement coated, 
$2.55 per keg base. The extra for 
galvanized nails is now $2.25 for 1- 
~ and longer; $2.50 for shorter than 
-in. 


OIL STOVES.—The current demand is 


fair. Prices remain unchanged. 


We quote from jobbers’ stocks, 
f.o.b. daleame: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, 
$28 each list; new Improved Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list: 4-burner, $35 each 
list; Superfex 2-burner, $45 each list: 
4-burner, $58.50 each list. All sub- 
ject to 30 per cent discount. Lots 
of ten or more are subject to 30-5 
per cent discount. Nesco Oil Cook 
Stoves, No. 211, 1-burner, $9.50 each 
list; No. 212, 2-burners, $17.35 each 
list; No. 213, 3-burner, $22 each list; 
No. 214, 4-burners, $28 each list; No. 
215, 5-burners, $39.50 each iist; 
No. 1102 High Shelf only, $5.25 each 
list: No. 11038 High Shelf only, $6.50 
each list; No. 1104, High Shelf only, 
$8 each list: No. 1106, High Shelf 
only, $9.75 each list. Rockweave 
wicks, 25c. each. Nesco Ovens, No. 
05, 1-burner Solid Door, $2.10 each 
list; No. 5, 1-burner Glass Door, 
$2.25 each list: No. 010, 1-burner 
Solid Door, $4.15 each list: No. 10 
1-burner Glass Door, $4.40 each list: 
No. 020. 2-burners Solid Door, $5.15 
each list; No. 20, 2-burners Glass 
Door, $5.40 each list: No. 030, 2- 
burners Solid Door, $5.40 each list: 
No. 30, 2-burners Glass Door, $5.70 
each list; Nesco water heaters, $45 
each list. All subject to 30-5 per 
cent discount. 

The manufacturers of Nesco Oil Cook 
Stoves have four zone price lists, varying 
according to the freight rates. The above 
prices are effective in Zone 1. Prices for 
Zones 2, 3 and 4 are higher and will be 
quoted on application. 


Other prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 
$1.22 per gal.; 5-barrel lots, $1.17 


per gal. 
Linseed Oil.—Boiled, barrel lots, 
$1.25 per gal.; 5-barrel lots, $1.20 per 


gal. 

Turpentine.—Barrel lots, $1.08 per 
gal. 

Denatured Alcohol.—RBarrel lots, 
60c. per gal.: steel drum, extra $6, 


returnable. 

White Lead.—100-lb. kegs. eth 
50-Ib. kegs, $8; 25-lb. kegs, $4; 12 %. 
lb. kegs, $2.05. 

- Dry Paste.—Barrel lots, 7%c. per 

‘Shellac.—(4%- lb. goods), white, 
$4.55 per gal.; orange, $4.20 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX WARE.—“Pyrex for June 
weddings” should be the slogan in 


every hardware store from now on. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles.—Round, No. 167, $12 
doz.: No. 168, $14 doz.; No. 182, $12 
doz.; No. 184, $14 doz. 


Casseroles.—Oval, No. 193, $12 
doz.: No. 
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Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots. male -cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROLLER SKATES.—A fine demand i 


reported. No price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates, 
for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 
$1.40 per pair. 


ROOFING AND PAPER.—Prices are 
firm and the demand is steadily getting 


better. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.10 per 
square; best grade talc surfaced, 
$2.35 per square; medium talc sur- 
faced, $1.75 per square; light talc 
surfaced, $1.10 per square; red rosin 
sheathing, $62 per ton. 


ROPE.—Sales are in very good volume. 
Prices confirmed without change for 


May and June. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila Stand- 
ard brands, 26%4c. to 28%c. per Ib.; 
No. 2 Manila, 25%c. per Ib.; No. 1 
Sisal, 17%c. per Ilb.; No. 2 Sisal, 
16%c. per Ib. 


SASH CORD.—The demand is fair. 


We quote from jobbers’ stocks, 
f.o.b. ye No. standard 
brands, $10.55 per doz. hanks; No. 
8, $12.10 per doz. hanks. 


SASH PULLEYS.—tThe very good de- 


mand continues. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREWS.—Sales_ are 
change in prices. 

We quote from jobbers’ stocks, 
f.o.b. a Flat head, 
screws, 78-1 per cent new list; 
round head ~&, 76-10 per cent list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
new list; japanned, 72-10 per cent 
new list. 


SCREEN 
SCREENS.—Business is opening up 
the retail trade. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Screen Doors.—No. 266, 2-8 x 
$22.80 doz.; No. 296, 2-8 x 4 8, yer 
doz.; No. 331, 2-8 x 6-8, $32.10 doz. 

Window eer —No. 1833, $4.94 
doz.: No. 2433, $6 doz. 


Prices unchanged. 


normal. No 


DOORS AND WINDOW 


in 


No change in prices. 


SOLDER AND BABBITT METAL.— 
Sales are good. Prices considerably 


firmer, with tin decidedly higher. 


We pete from jobbers’ stocks, 
f.o.b. go: Warranted, 50-50 
solder, $38 a 100 Ib.; medium, 45- 
55 solder, $37 ae 100 lb.; tinners’, 
40-60 solder, $36 per 100 Ib.; .* 
speed babbitt metal, $20 per 100 1 
standard No. 4 babbitt metal, S13 
per 100 Ib. 


WIRE GOODS.—Sales continue 
show good volume. Prices firm. 


We .quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.15 per 100 Ib.; No. 9 galvan- 
nized plain wire, $3.60 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.95 per 100 Ib.; 80-rod 
spool galvanized hog wire, $3.43 per 
spool. Polished fence staples, $3.70 
per 100 lb.; 12-mesh black wire cloth, 
$1.90 per 100 sq. ft.; 12-mesh gal- 
vanized wire cloth, $2.20 per 100 sq. 
ft.; 14-mesh bronze wire cloth, $6.25 
per 100 sq. ft.; galvanized poultry 
netting, 55-5 per bw discount: gal- 
vanized after poultry netting, 50-5 
per cent discount. 


to 
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Perfect T'wo-Purpose Windows 
Breezy, Healthful Contact With Outdoors 





“Quality leaves its imprint” 


A Trademark Witha Message 


To architects, builders and con- 
tractors the R-W Trademark 
bears the assurance of the most 
modern, scientific and satisfac- 
tory method of equipping doors 
and windows. Just as AiR-Way 
equipped windows are ideal for 
year-round service, so do R-W 
door hangers represent the most 
distinctive advance ever made in 
meeting doorway requirements. 
R-W door hangers on garage, 
house, barn, fire, industrial or ele- 
vator doors by the service they 
render have contributed their part 
in the national acceptance of the 
R-W Trademark as a symbol of 
advanced ideas, scientific manu- 
facturing and assured satisfaction. 





ichards-Wilcox Mf 


“A Hanger forany Door that Slides. 


--- Snug Comfort Indoors 


At a touch, windows equipped with AiR- 
Way Multifold Window Hardware open 
and close. Smoothly they slide and fold in- 
side, and as smoothly close — weather and 
rattle proof. When open, the full depth and 
width of the window frame is unobstructed, 
nor is there interference with screens and 
drapes. AiR-Way window equipment gives 
perfect ventilation all the year. Bedrooms, 
cosy and sunny by day, are airy sleeping 
porches by night; kitchens are cool and 
pleasant; dining-rooms provide the delights 
of open-air dining. Quickly and econom- 
ically AiR-Way equipped windows can be 
installed in place of out-of-date window 


equipment. 
(o. 





AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia 
Chicago Minneapolis KansasCity Los Angeles 


RICHARDS-WILCOX CANADIAN CO,, LTD., LONDON, ONT, 


Montreal - 


Cleveland Cincinnati Indianapolis St.Louis New Orleans 
San Francisco Omaha_ Seattle Detroit 
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Collections Are Improving; 
Spring Goods Active 


Collections are improving in the metropolitan hardware 
district. The demand for spring goods has continued so 
heavy that wholesale stocks are short on certain items. 
Among the items in particular demand are lawn rollers and 
lawn mowers. 

Fencing and hose reels were advanced last week. Solder 
and wire goods declined; otherwise there are no important 
price revisions. 

Staple lines, such as bolts, screws and nuts, are moving 
consistently. 


™ , hile . ; a 
> = ° > - Do 3 . 
Fence Ing Slightly Higher; Boiled oil is 2c. extra; double boiled 
? : oil is 3e. extra. Oil in half bbl. lots 
Demand Very Active is 5c. per gal. additional. 
There is a very strong demand for eeaanenasl 
all kinds of fencing in this market. 
Prices quoted here are slightly higher Hose Reel Advance 
than they have been. It is generally . 
understood that stocks are low, due to Made in New York 
the exceptionally heavy early demand. Metropolitan jobbers announce an 
Jobbers’ prices to retailers, f.o.b. : 
New York: advance of hose reels which amounts 
Lawn fence, single, 165 ft. to a roll, ‘ imate ‘ 
56 in., high, $13.85 per roll; 42 in. to approximately 20 to 40 cents on 
Te $15.50 “? roll, and 48 in. high, each reel. Corrected prices are shown 
i.g0 per roil, 
Lawn fence, double, 165 ft. to a roll, here. 
36 in. high, $19 per roll: 42 in. high, ; sti — a - 
$20.70 per roll, and 48 in. high, $24.15 ask tan ake sn ce 
per roll. oleae ’ cided: "sis a. 
Flower bed guards, 165 ft. rolls, ~<a 4 “Ss 08 . _—" led green and 
i co ee ss a oe oe, All’ Metal, stecl rod, electrically 
"enemenial quien, 3 ft. wide, 36 in a ees japanned, galva- 
"ie in ce i Mon ‘oh $215 nized steel drum, diameter of wheels 
“—_ $3 each and 42 in. high, $3.1: 21% in. handle 20-in. long, $2.25 
—-_ All Metal, tubular frame, corru- 
p = 1 ~ ld gated galvanized steel drum, tubular 
reparet J2order Down; steel wheels, enameled, 21 in., reel 
" a . . leig it, $3.85 each. Same, with 
Bar and Strip Will Decline height of reel, 24 in., $4.45 each, 
Prepared solder is now quoted at 53c. = 
with sales fairly active. It is believea ™ ‘ . 
that bar solder will decline 2c. and| Wire Goods Decline 





strip solder will decline 3c. within the | 
next ten days. | from 10 to 25 Per Cent 
e > s’ ‘ices ) ets ilers ro.l . | ° 
Bay ee to retailers, £0.) | New York jobbers announce the fol- 
Solder, bar, 40c.; strip, 46c. _lowing declines on miscellaneous wire 


Kester prepared solder, 65¢e. ; : 
aad goods, including screw hooks, hooks 


re ; and eyes, screw eyes, etc.: on bright, 
Wire Nails Quoted 10 per cent lower; on brass, 25 per 
. : — .| cent lower and on galvanized 10 per 
Higher in Small Lots | Ce" ower 

Quotations now are bright wire 
goods, 85 and 10 per cent off list; brass 
wire goods, 85 and 10 per cent off list, 
and galvanized wire goods 80 and 10 

per cent off list. 





The keg price on wire nails has been 
unchanged. You will note, however, 
that wire nails and brads in smal] lots 
now take a discount of 70 per cent 
instead of the former 70 and 5 per 
cent. Sales are fair. 

Jobbers’ quotations to. retailers, 


f.o.b. New York: | ° 
Nails.—Wire nails, $3.50 base per | Rope Prices Unchanged 
keg. 
Cut nails, $4.15 base per keg. 7 
Wire nails and brads in small for May June 
lots, 70 per cent off list, in = 1-Ib. P : 
papers. As predicted in last week’s market 
Roofing nails, 1 x 11, plain, $5 to re . — . ——— for , 
$5.15 per 100 Ib.; galvanized, $8.05. to | report, the rope prices in effect fo 
$8.25 per 100 Tb. _ March-April will continue for the May- 
American felt roofing nails. “. xX “ 
10%, plain, $6.50 per case. Galva- June period. 


nized, $10.25 per keg : , 
and Jobbers’ quotations to retailers, 


fio.b. New York: 





° ° . Rope, No. 1 Manila’ standard 

Linseed Oil Prices brands, 28¢c. per Ib.; No. 2 Manila 

standard brands, 26c. per Ib.; No. 1, 

New York prices on linseed oil to — ae Rane ase ete ea Lay 

ee ee inti 1 OC . NO. 2 sisal standard brands, SC. 
dealers were quoted April 29 as fol- | ner Bb. 

lows: In lots of less than 5 bbl., $1.10 Twine, 3-ply wrapping twine, No. 

rer gal.; in lots of 5 bbl. or more, $1.07 | x 28. pe r lb.; + No. hast ag «* Ib. . 

. . — . te “7 | ndia hemp twine o. &. c. pe 

per gal.; Calcutta linseed oil in bbl., | lb.; BB twine, fine dark, 22%c. per 


$1.19. | Ilb.; fine light, 24c. per Ib. 
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New York Radio Prices from 


Hardware Jobbers 


Though this is not the heavy radio 
season, there is considerable interest 
being shown for sets and the necessary 
accessories. This interest will prob- 
ably continue as broadcasting stations 
will operate through the entire year. 

JOBBERS’ QUOTATIONS TO RE- 
YORK: 


TAILERS, F.O.B. NEW 
Radio Receivers 
Chelsea, 5-tube R. F., 35 6 6net; 
Chelsea 6-tube, R. F., $41 net to 


dealers. 

Freshman Maste ‘rpiece, 5-tube, list 
price, $60; dealer’s discount 35 per 
cent. Dealer’s net price, $39. 

trebe Synchrophase, M. U. 1, 5- 
tube storage battery receiver, or 
same type M. U. 2, 6-tube dry cell 
receive: either model less accessories, 
dealer’s net price $100.75. List price 


ae 

Gilfillan Neutrodyne, GN 1, 5-tube 
model, list price $150; dealer’s dis~- 
count, 40 per cent. Same, GN 2 
model, list price $120; dealer’s dis- 
count, 40 per cent. Same, GN 3, 4- 
tube model, list price $65; dealer's 
discount, 40 per cent. 


Loud Speakers 

Dymac, micrometer, volume con- 
trol, $6.25 each. 

K-I*, list price, $18; dealers’ dis- 
count, 35 per cent. 

Spartan, adjustable, list price $10; 
dealer’s discount, 40 per cent. 

Dymac, loud speaker unit, $3 each. 

Phonograph attachment, adjust- 
able loud speaker unit, Spartan 
brand, list price $7.50; dealer’s dis- 
count, 40 per cent. 


Radio Tools 

Socket wrench sets, with 3 sock- 
ets, 34c.; with 5 sockets, 50c. each. 

Hand drills, $1.35; $1.54 and $2 
each. 

Radio tool sets, $2.15 each. 

Radio drill sets, 72c. each. 

Radio tap and die sets, $2.10 each. 


Soldering Irons 


Copper, tinned, $1.50 per doz. 

Samson, electric, 85c. eac 

Dymac, electric, ‘soldering kit, $1.60 
each. 

Radio Accessories 

Tubes, U.V. 200 or U.V. 201A, list 
price $3 each; dealer’s discount 25 
per cent. 

Gold Seal, battery chargers, list 
price, $18.50 each; dealer's discount, 
33% per cent. 

Hivdrometers, 50c. each. 

Ground clamps, copper, 6c. each. 

Window lead in strip, 10c. each. 

Lightning arresters, 23c. to 25¢c 
each. 

Mica condensers, .00025 and .001, 
l5e. each: .001, 18ec. each; .002, 22c. 
each: .006, 36c. each. 

Porcelain insulators, 4-in. brown 
enamel, 10c. each; same knob type, 
2c. each. 

Pyrex insulators, list price 465c. 
each; dealer’s discount 3314 per cent. 

Pacent plugs, 22c. each; same, 
automatic type, 52c. each. 

Radio plugs, in carton lots only, 
20 plugs to a carton: list price 65c. 
each: dealer’s discount, 40 per cent. 

Grid Leaks, Megohms, 1%, 2, 3 and 
4 are all 9c. each. 


Turnbuckles, 3-in., 6c. each; 
4-in., Tec. each. 
BS low torches, Midget, 33c. eacn; 


Handy, 50ce. each: Improved auto- 
matic, $1.10 each and Spartan, $1.40 
each, 
sattery harness, 70c. each. 
Radio antenna outfit, $1.90 each. 
Talking Tape, 52c. each. 
Ammeters, 0-35 amps., bNec. each. 
Voltmeters, O-50 volts, 70c. each. 


Batteries—A, B and C 

Eveready ‘‘A,’’ storage battery, 90 
amps., $13 each; 110 amps., $15 
each. : 

Batteries, No. 6, dry cells, ignition 
tvpe, 26c. to 29c. each. 

Radio “B”’ batteries. unit package 
quantities, No. 766, $1.30 each: No. 
764, $1.14 each: No. 767, $2.44 each: 
No. 772, $2.44 each: No. 770, $3.09 
each. 

Padio “C”’ batteries, No. 771, 39c. 
each 
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go popular magazines listed 


below will carry full-page ad- 
vertisements in color featuring 
Congoleum Rugs for Porches. 











Circulation 


Delineator, June 
Designer, June k oeeeee 1,014,444 
Woman's Home 

1,915,731 


Companion—June.... 
McCall's—June........ 1,853,696 
Outlook—June 3....... 88,192 


Saturday Evening Post— 
rr 2,330,088 


Literary Digest—June 13 1,433,483 


Saturday Evening Post— 
OS eer 2,330,088 


Literary Digest—June 20. 1,433,483 


«+?* 





Modern Priscilla—July.. 613,603 
Photoplay—July....... 507,023 
Sunset—July.......... 142,412 





Total 14,262,243 
amed 


ee atl 









GUARANTEE 


SATISFACTION GUARANTEED 
OR YOUR MONEY BACK 






— Special Summer Campaign featuring 
Congoleum Rugs for Porches 


Sell your customers a Congoleum Rug Tie up to this special advertising by 


for the porch when they come in for a 
garden tool, seeds, or a hammock! That's 
the way to double your sales this summer, 
let one article suggest the sale of another. 


Congoleum Gold-Seal Rugs can’t be 


equalled for outdoor use. They are sun- 
proof, rain-proof; dirt, dust and sand 
cannot sift through them; they are easily 
cleaned and their colorful beauty makes 
the porch an inviting outdoor living-room. 
Over fourteen million full-page advertise- 
ments in color during June and July will 
drive these points home to the women in 
your community. 


displaying an assortment of these quick- 
selling, practical Rugs. 

Congoleum Gold-Seal Rugs require very 
little space. You can show eighteen rugs 
in six square feet of floor space. It’s logic 
for the hardware store that sells porch 
swings and hammocks to sell the best 
kind of floor-covering for the porch— 
waterproof and sun-proof Congoleum 


Gold-Seal Rugs. 


Let us tell you more about our special 
service to hardware dealers. 


CONGOLEUM-NAIRN INC. 
Hardware Division Headquarters, Philadelphia, Pa. 











a 
A Profit Tip 








ONGOLEUM 


“ GOLD-SEAL 











There's a good opportunity for on-the-side profits from 
Nairn Linoleum. Keep an eye on the real estate news and an 
ear out for building gossip. You can secure profitable contracts 
for supplying this beautiful and serviceable flooring for use in 
new and remodeled office and public buildings. 







Write for 





——— —y 





_ART-Ru G S —" and ronnie 
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Retail Sales Are Gaining in New England— : 


Outlook Favorable—Prices Firm 


(Boston office of HARDWARE AGE) 
OLD, raw days toward the last of the past week 
C failed to slow up hardware buying in New En- 
gland. Those people who have made up their mind 
they are to have a garden, or paint the house, or do that 
or this little job around the home requiring some one 
or more items handled by the hardware dealer are going 


ahead with plans, weather regardless. 


So it is that improvement in sales is reported by all of 
the shelf hardware jobbers here. Of greater significance 


On the other hand, the heavy hardware jobbers appar- 
ently are doing better, which is encouraging, because it is 
in this branch of the hardware business that tonnage 
counts up the quickest. 

Of vital interest to the New England hardware trade 
is the announcement by the Associated Industries of Mas- 
sachusetts that a movement has been organized and 
started among manufacturers in this State to stem the 
present tendency among merchants to purchase in the 
smallest possible quantities to meet immediate require- 


is the news that the larger retail dealers are buying mer- ments. It is a movement intended to drive into jobbing 


chandise in greater quantities. Confidence in the present 
and the future is increasing. The little fellow is plugging 
along on the same old conservative lines, but nevertheless 
is ordering more often. There is just one fly in the oint- 
ment—collections are not so good—says every jobber. 
In the machinist supply wholesale channels less encour- 
aging reports of sales are had, presumably because of a 
slowing up in general New England industrial centers. 


ALUMINUM WARE.—There appears 
to be a steady although not active call 
for all styles of aluminum ware. Cur- 
rent orders, say jobbers, suggest ar 
evening up of stock in retail stores. 

We quote from Boston jobbers’ 
stocks: . 

Aluminum Ware.— Cast, process 
hardened, tea kettles, Colonial, 10- 
pt., $3.57 each net; Puritan, $3.57 
Coffee makers, Two-way,  4-cup, 
$4.27; 8-cup, $5.17; tall Colonial per- 
colator, $5.17; coffee pot, 7-cup, $3.37. 
Tea pot, $5.24. Round roaster, 12%- 
pt., $4.67. Water a 5-pt., $2.70. 
Sink strainer, $1.3 Gem pans, 
bread stick, $1.64. Griddle. wooden 
handle, $2.10. 

AUTOMOBILE ACCESSORIES. 
—Many of the important automobile 
tire and tube manufacturers have ad- 
vanced prices 5 to 15 per cent effective 
May 1. The advance is based on the 
increasing cost of raw material and 
expanding demand for finished prod- 
ucts. Otherwise changes in automobile 
accessories display little change of 
importance. The movement of all ac- 
cessories out of wholesale and retail 
hands is on the mend. 


BASEBALL GOODS. ady,__ai- 
though slow improvement is noted in 
baseball goods merchandising. May, it 
is expected, will see more stability to 
weather conditions and greater sport- 
ing goods sales of all kinds should re- 


sult. 

We quote from Boston jobbers’ 
stocks: 

Fielders’ Gloves.—No. 501, $4.50 per 
doz. net; No. 507C, $8.40; No. 509 
$10.75: No. 511, $16; No. 514, $18: No. 
_ $22; other styles priced up to 


‘Reed 569, $10 per 
doz. net; No. 574R, $18; No. og 
$24: No. 577, $28; No. 588, $54; 

592, $72. 

Baseman Mitts.—No. 603, $16 per 
doz. net: No. 608, $27; No. 625 W, $40. 

Masks.—Boys’ No. 25M, $4.50 per 
doz. net; Youth’s, No. 31M, $19; 
Men’s No. 41M, $42. 

Bats.—Crack-A-Jack, $2 per 4doz., 
net. Junior League, $3.60; King of 
Field, $7.20: burnt oil finish, $10.80; 
Bing-Go, $12: Youth’s assorted slug- 
gers, $7.20: Louisville Slugger, Jr., 
$5.40; Louisville Sluggers (regular), 
$16.20. 























Basebalis.—Per dozen wy Dandy, 
75c.; Boys’ Favorite, $4.50; Young 
America, $2; Junior League Special, 
$2; Junior League, $3.75; Boys’ 
League, $4; Dollar Lively, $6: Pro- 
fessional League, $8; Hardwood 
ae $12.50; National League, 
514.50. 


BINS.—That the retail merchant is 
having a call for bins is attested by the 
repeat orders coming into jobbers’ 
hands. 


We quote from Boston jobbers’ 
stocks: 
Bins.—Add-A-Bins, Nos. 6 and 8, 
$3.75 each net; Nos. 10 and 14, $4. 
BITS.—The spring building movement 
and home repair work has started off 
with considerable vim, which, natural- 
ly, creates a demand for bits. Current 
jobbing sales include all makes. 


We quote from Boston jobbers’ 
stocks: 

Augur Bits.—Electric 10/16ths, $6.25 
per doz. net; 11/16ths, $6.60. Carpen- 
ters’, 8/16ths, $5.30: 9/16ths, $5.75; 
10/16ths, $6.25; 12/16ths, $7.10. Sets, 
32% quarters, in ot $7.40 the set, 
in canvas rolis, $7.5 


BRASS.—Just saien most everybody 
in wholesale hardware circles expected 
a further drop in brass and copper 
products, the manufacturers advanced 
prices as a result of a curtailment in 
domestic copper prodaction. 

We quote from Boston jobbers’ 
stocks: 

Brass.— Wire, 23%4c. per lb.; sheets, 
22%c. ; rods, 20%c.:;: brazed tubing, 
30% seamless tubing, 264c. 

BRUSHES.— Paint brushes, because 
of the many household painting jobs 
under way or contemplated, and house 
brushes, because the spring home clean- 
ing movement is on foot, are in de- 


mand. 

We quote from Boston jobbers’ 
stocks: 

House Brushes. — Wall cleaning, 
$1.25 each net; dry dust mop, $1.50; 
vegetable, 17c.; bottle, crank handle, 
27c.; radiator, 47c.; refrigerator, 24c.; 
dust pan, 67c.: large bath, $2; me- 
dium, $1.57: shirt, $1.34; nail, 84c. 

Paint Brushes.— Wall, ‘$5 to $60 per 
doz., net: varnish, $3.50 to $25; calci- 
mine, § $10. 50 to $90; whitewash, $3.50 
to $130 


BUTTS AND HINGES.—tThe recent 





and retail channels certain trade that has heretofore de- 
manded privileges from manufacturers that could not, 
because the other fellow was doing it, be overlooked. Of 
perhaps greater importance is an effort on the part of 
the Massachusetts legislature to force through eleventh- 
hour increased taxes upon business. The big business 
organizations, with the exception of the hardware, have 
voiced their opposition to the intended added taxation. 


advance in prices apparently has made 
little difference in the sale of butts and 
hinges. Business is quite good, all 
things considered. 


a quote from Boston jobbers’ 
stocks: 

Butts.— No. 2714, 3% x 3%, plated 
steel, old copper and dull brass fin- 
ish, in case lots, $24 net; in less than 
case lots, $26. No. 2714, 3 x 3, in 
case lots, $23.50; in less than case 
lots, $25.50. No. 2714, 4 x 4, in case 
lots, $35; in less than case lots, $37. 
No oe 3 x 3, in case lots, $2.25 per 
doz. net 3% x 3%, $2. “ Nos. 241A, 
241d2 ae 241df, 3 x 3, 23%c. per 
pair, 3% x 3%, 24c.: 4x 4, 35c. 

Garage Door Sets.—No. 9032, $2.85 
each net; garage door holders, No. 
1930, $2 per pair net. 


CARDS.—Although less active en a 
month ago, a goodly number of cards 
are being sold by the jobbing houses. 


We quote from Boston jobbers’ 
stocks: 

Cards.—Cattle, No. 40, 12 doz. to 
case, $2.10 per doz.; No. 04, 2 doz. to 
case, $2.25: No. 4, 9 doz. to case, $3; 
No. 2, 8 doz. to case, $3.15; No. "2, 2 
doz. to case, $3.30 All prices net. 

File Cards.—$1.50 per doz. net. 


CARPET BEATERS.—In common with 
other house cleaning articles, carpet 
beaters are enjoying a good sale. 


We quote from Boston jobbers’ 
stocks: 

Carpet Beaters.—No. 11, tin, $2 per 
doz. net; No. 12, $1.50. 


CEMENT WORKING TOOLS.—With 
the chance for people to get out and 
do the many jobs necessary around the 
home, garage, etc., comes a slightly 
larger call for cement working tools. 


We quote from Boston jobbers’ 
stocks: 

Cement Working Tools.—Edgzers, 
70c. to $1.50 each net; Jointers, 72c. 
to $1.80; angles, 90c. to $1.20; curvers, 
$1.50; gutter tools, $1.20; pointers, 
72c.; beaders, 72c.; brick jointers, 


2.75. 
CHURNS.—Cows are out to pasture 
and the spring butter making season 
is on. Retail and wholesale dealers 
alike are having an increasing call for 
churns. 


We quote from Boston jobbers’ 


stocks: 
Churns.—Glass, 2-qt., $14 per doz. 
net; 3-qt., $17.75; 4-qt., $23. Jars for 


Reading matter continued on page 90 
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The Brooklyn Eagle Annex in the foreground is the home of the Brooklyn Eagle Commercial Printing Department and the 
' Catalog Department of the Brooklyn Daily Eagle. The building with the dome is the home of the Brooklyn Daily Eagle. 





the BROOKLYN DaILy EAGLE was established 
in 1836, and now operates a plant which for me- 
chanical excellence and efficient organization has no 
superior in the entire country. 

The CATALOGUE DEPARTMENT of the BROOK- 
LYN DaliLy EAGLE was established by the purchase 
of the assets and the engagement of the personnel 
of the MORGNER CATALOGUE ComPANY. This 
was done at the earnest request of a number of 
prominent Hardware Jobbers who considered it ad- 
vantageous to the trade in general to have another 
responsible, efficient and well financed Catalogue 


House in the field. 


Te COMMERCIAL PRINTING DEPARTMENT of 





305 WASHINGTON STREET 


eee’ Hardware Catalogues “conviea” 


The entire personnel in our catalogue organiza- 
tion—Editors, Compilers, Compositors, Proofreaders 
and Salesmen—bring to their task of Trade Cata- 
logue making many years of actual experience in Mill, 
Hardware, Automotive, Electrical and Plumbing 
Supply lines, in addition to a practical knowledge of 
printing and skill in book making. 

We offer experience, responsibility, integrity and 
ability of a high order, and would appreciate the 
opportunity of discussing with you our facilities and 
prices for an individually compiled catalogue, built 
to exactly fit your business and so arranged as to be 
of utmost assistance to your inside organization as 
well as to your customers—a fact consistently over- 
looked in the average catalogue of today. 


THE CATALOGUE DEPARTMENT 
BROOKLYN DAILY EAGLE 


Makers of Eagle-Made Standard Size Catalogues 


BROOKLYN—NEW YORK 
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churns, 2-qt., $5.15 per doz. net; 3- 
at., $7.25; 4-qt., $8.50. . 
Metal Hand Churns.—One-gal.,$2.30 
each; 2-gal., $2.75; 3-gal., $3.50; 4- 
gal., $4.25; 6-gal., $5.25. 
CLAM DIGGERS.—The oyster season 
officially closed with April, consequent- 
ly the demand for clams as expected 
will be greater from now until Septem- 
ber. Now is the time to sell clam 
diggers. 
We quote 
stocks: 
Clam Diggers.——-Six tine, 26-in. han- 
dle, $14.10 per doz. net; six tine, ex- 
tra heavy, 26-in. handle, $18.90; Ips- 
which pattern, four tine, riveted, 
2.56. 


CLIPPERS.—Jobbers have reduced 
prices on toilet clippers 10 cents to 15 


from Boston jobbers’ 


cents each. Horse clippers also are 
cheaper. 
We quote from Boston jobbers’ 
stocks: 
Clippers.—Toilet, Plymouth, No. 0, 
$1 each net; No. 00, $1.20; Success, 


No. 0, $1.40: No. 00, $1.60; Mayflower, 
No. 0, $1.10; No. 00, $1.25; American 
Gentleman,’ No. 00, $2; No: 000, $2. 
Brown & Sharpe narrow plate and 
other kinds carried by jobbers, $4.50 
each list: discount, 25 and 15 per 
cent. 

Horse Clippers.—No. 169, $2.50 each 
net: No. 179, $1.40. Horse clipping 
machines, No. 1, ball bearing, $14 
each list; discount 33% per cent. 

Sheep ee Machines. — Ball 
bearing, No. G54 each list; dis- 
count 331% aig cent. 


CLOTHES’ LINES.—Orders from 
country retail hardware dealers for 
clothes lines are quite satisfactory, say 
jobbers. Those from the city trade 
are only fair. 


We quote from Boston iobbers’ 
stocks: 

Clothes Lines.—Manila, oy 5 per 
carton of 20 hanks net. Cotton, 


twisted, $4 per doz. net. 
COOKERS.—Although considered out 
of season by some in the trade, pres- 
sure cookers continue to sell remark- 
ably well for this time of the year. 


We quote from Boston jobbers’ 
stocks: 

Cookers.—Pressure, solid cast alu- 
minum, — $24.75 each net: No. 2, 


$27.75: No. , $31. 13: No. 4, $36.38. 
DOG COLLARS. 
collars is quite bright in spots. Gen- 
erally, however, the jobbing market is 
quiet. 


We quote 
stocks: 

Dog Collars.—Russet and black, 
name plate, 4 brass studded, $1.30 
per doz. net: lock tongues, buckle, 
$3.75. Padlocks, $1.20 to $2.25 per 
doz. Leads, $1.60 to $5 per doz. 
Muzzles, $2.25 to $3 per doz. 

DOOR SPRINGS. 
demand. Sales so far this year are 
ahead of those for the corresponding 
period last year. 

We quote 
etocks: 

Door ee “No. 11, 45ce. per doz. 
net: No. 12, 50c. No. 13, 55c No. 
14, 60c.: No. 15, 67c. 


DRYERS.—A normal 
clothes dryers exists. Some retailers 
are buying heavier than usual, which 
helps to even up on those who are not. 





from Boston jobbers’ 





from Boston jobbers’ 


We quote from Boston jobbers’ 
stoeks: 
Clothes Dryers.—Four-line, $5.50 
each net; five-line, 

FARMING TOOLS.—Although most 


retailers supposedly covered themselves 
on farming tools, each mail brings to 
jobbers fresh batches of buying orders. 


We quote from Boston jobbers’ 


<tocks: 
Forks.—Manure, 


four-tine, malle- 
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able D-handle, $13.60 a doz. net; five- 


tine, malleable D-handle, $16.15; five- 
tine, strapped D-handle, $17.35; five- 


tine, wood D-handle strapped, $21.35; 
six-tine, malleable D-handle, $18.55; 
six-tine wood D-handle _ strapped, 
$22.75. Stable work, malleable D-han- 
die strapped, $15.90; wood D-handle, 
strapped, $19.90. 


FLOWER BOXES.—That flowers are 
appreciated more and more each year 
by the public is attested by the ma- 
terial increase in florist shops all over 
New England. The current season for 
flower boxes signifies that more and 
more people are “growing their own.” 





We quote from Boston jobbers’ 
stocks: 

Flower Standard make, 
24-in., $10.60 per doz. net; 30-in., 


$13.90; 36-in., $20.90. 
FREEZERS.—While it 
cords for some past years, the freezer 


business is doing remarkably well, 
weather conditions considered. Job- 
bers are confident -that a normal 


amount of stock will have been moved 
before Jan. 1, 1926. 


We quote from Boston jobbers’ 
stocks: 
Freezers.—White Mountain, 1- a. 


$4.85 list; 2-qt., $5.65: 3-qt., $6.7 


4-qt., $8.25: 6-qt., $10.45; 8-qt., $13. 50: 
10-qt., $18; 12-qt., $21.50; 15-at., $25; 
20-qt., $33.20: 25- at., $42.60. 


Arctic, 1 qt., $4 list; 2-qt., $4.60; 
3-qt., $5.55: 4-qt., $6.80; 6-qt., $8.66; 


S-qt., $11.10; 10-qt., $14.80; 12-qt., 
$16.65; 15-qt.. $23.30; 20-qt., $30. 


Jobbers’ discount, 50 per cent from 
store or factory. 


Alaska, 1-qt., $2.95 list; 2-qt., $3.45; 
3-qt., $4.10; 4-qt., $5: 6-at., , $6.30; 
S-qt., $8.20; 10-qt., $10.75; 12-qt., $14; 


15-qt., $17. Discount, 
cent. Alaska special, 2-qt., 
less one-third off. 

Auto Vacuum, 1-qt., $5 list: 2-qt., 
$6; 3-qt., $8: 4-qt., $10. Discount 
3314 per cent. 

GARDEN TOOLS.—This being the 
peak of the garden tool business with 
the retail trade, 1925 is coming to the 
front in good style, adverse weather 
conditions notwithstanding. Retailers 
often find it necessary to repeat on 
various items. 


We quote 
stocks: 

Hoes.—Shank, 7%-in., $9.15 @ doz. 
net: socket, 7%-in., $9.95; round top 


20 and 10 per 
only $2.25 


from Boston jobbers’ 


onion, $9.95: socket meadow, 9-in., 
$11.40: Rhode Island shank, 9-in.. 
$10.40: socket, $11.40. 

Rakes.—Light steel, 12 teeth. $4.80 
per dozen net: 14 teeth, 5.25: I 
teeth, $5.76. Regular garden, 12 
teeth, $8.80: 14 teeth, $9.45: 16 teeth, 
$10.25; steel gravel, 14 teeth, $11.05; 
16 teeth, $12 

Edgers.—T ‘urf, long handle, $10.90 


per doz. net. 


GUNS AND AMMUNITION.—Drop 
shot has been further reduced 10 cents 
per bag, making a total cut in price of 
35 cents within a month. 


We quote 
stocks: 


from Boston jobbers’ 


Drop Shot.—Smaller than B, $2.75 
per bag: B and larger, $3.05 per bag. 
Air Rifle. Boy Scout, shot, $4.65 per 


case: Bullseve, $3.50 a case. 
Guns.—Steven air rifles. No. 12% 
$4.05 each net: No. 26. $4.95; No. 12. 
$6.12: No. 17. $7.50: No. 27. $8: No. 
79%, $12.45. Shot guns, No. 107. f 
No. 115, $10.50: No. 215, $18: No 235, 
$20.75: No. 815, $21: No. 
Savage bolt-ac tion. 
single shot, No. 04, $6: repeating 
shot gun, No. 21A. $41.75. Baker 


Ratavia leader, double barrel, $32: 
Black Beauty, double barrel, $56 
Page & Lewis, 22 action, model TD, 
75. 
| HAMMERS.— Retail dealers keep 
plugging away at hammers. Up to 


| 
| 
| 
| 


| 


'now the buying has been quite conser- 
vative, 


but reorders have been numer- 


is behind re-. 
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ous during the past month or two. 
Some of the trade are now taking the 
bull by the horns and ordering heavier. 


We quote from Boston jobbers’ 
stocks: 

Vaughan & Bushnell line. — Nail, 
16-0z., No. 11%, 92c. each net; 12-02., 
No. 12, Sie. Ripping, 16-0z., No. 
11%R, 92c.; 12-0z2., No. 12R, 87c. 
Pein, 16-0z., No. 0, 68c. Garden City 
nail, polishe ri 16- OZ.. No. 111%, 69c., 
black, No. 111%B, 52ce. 


Maydole oo pat arpenters, No. 12, 
$11.03 per doz. net: No. 13, $10.50; 
No. 711, $13.65; No. Tll%e, $12.60; 
No. 712, $11.81. 

Mechanics’ Hammers. —N 70, 


~ 


0. 
$18.75 per o- net.; No. 71, $14.52: 
No. 72, $13. 

Riveting Tm 40, $12.90 
per doz. net; No. 41, $11.29; No. 42, 
$9.94. 

Heavy Hammers, etc.—Heavy, un- 
der 5 Ib., 50 and 10 per cent dis- 
count; over 5 Ib., 60 per cent dis- 
count. Stone hammers, 60 per cent 
discount, wood choppers, mauls, 60 
per cent discount. 


HAYING TOOLS.—New England pas- 
tures indicate a good hay crop this 
year. That retail dealers anticipate an 
active demand for haying tools is in- 
dicated by the size of bookings to date, 
say jobbers. 


We quote 
stocks 


Haying Tools.—Hand rakes, wood 
bow, two bows, $6.90 per doz. net; 
steel bow, $7.15. Lawn rakes, wood 
bow, three bows, $8.75; steel bow, $9. 
Drag rakes, $17 

Scythes. al, ittle Giant, 28 to 32-in.; 
30 to 36-in., 34 to 38-in., 36 to 40-in., 


from Boston jobbers’ 


$16 per doz. net. Bramble, $16.50, 
Brush, $16.50. 

Snaths.—Ash, $14.50 per doz. net; 
cherry, $16.75; brush, $16. 


Scythe Stones.— Round English, 
2.25 per doz. net: Star, $1.35; West 


Ind red, $1.10. Green Mountain, $9 
per gross: Black Diamond, No. 1, 


$15.20. Chocolate, No. 1, 70 pel 
doz.; Carborundate, No. 188, $1. n 
No. 190, $1.95: No. 191, $2.34; No 


192, $2.34. 
HULLERS.—Strawberry hullers are in 
better demand with prices steady. 
Florida has cleaned up its berry crop 
and Louisiana is about to do so. Caro- 
lina is supplying us with fruit just 
now. It will not be long before the 
New England berry holds the center 
of the stage. 
We quote 
stocks: 
Hullers. — Strawberry, 
Zross net. 
KNIFE SHARPENERS.—Sales of 
knife sharpeners so far this season 
have exceeded all expectations. Cur- 
rent business is highly pleasing. 


from Boston jobbers’ 


$3.40 per 





We quote from Boston jobbers’ 
stocks: 
Knife Sharpeners. — $12 per doz. 
net. 

LAWN ACCESSORIES.—New Eng- 


land lawns have reached the _ point 
where they need the individual atten- 
tion of the home owner, which unques- 
tionably explains the improvement in 
the demand for lawn accessories, par- 
ticularly rubber hose and mowers. 


We quote from foston jobbers’ 
stocks: 

Lawn Mowers.—Jewel, 14-in., $14.25 
each list; 16-in., $15. Colonel, 16-in., 


16-in., 


$18: 18-in., $18.75. Newport, 
7 i 17.75 16-in., 


5: Lakewood, 


$19.75 18-in., $20.50. Ambassador, 
16-in.. $24; 1S-in., $25 Imperial, 14- 
in., $30; 16-in.. $32; 18-in., $34: 20-in., 
$36. Regal. 16-in., $36; 18-in., $38. 
Discount 50 per cent. Competitive, 
14-in., 5.50 each net: 16-in., $5.75; 
18-in., $6.10: 12-in., $5.15. 

Lawn Trimmers. — Popular makes 


oo per cent. 
direct fac- 


$15 each list. Discount, 
Factory Shipment.—On 
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WHITE CHINA BATHROOM FIXTURES 


All through 1925 hundreds of thousands of women are going 
to read about the many distinctive features of ‘“‘Easy-Set’’ white 








china bathroom accessories. They'll learn how easily they can be 

lifted off the wall and washed—how perfectly they are made— 

f) and how well they harmonize with the general bathroom setting 
ann and other fittings. Thousands of these women will want *Easy- 
ON Set” fixtures in their bathrooms. Many of them will come to 
a. ae: vou and ask about them. You should be able to show them the 
(*| actual fixtures—provide them with the literature we will give 
You Can Lift Them off yvou—and take full and profitable advantage of our extensive na- 


~and Wash Them tional advertising campaign. White china accessories are one of 

the basic requisites of the truly modern and beautiful bathroom 
and “‘Easy-Set” fixtures are the only ones which can be lifted 
from the wall and washed, and so kept always white and clean 
and beautiful. 





J. H. BALMER CO. 
259-267 Plane Street, Newark, N. J. 





Ask your Jobber 
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tory shipments up to 30c. freight -on created confidence in retail hardware We quote from Boston jobbers’ 
ten or more machines is allowed. .  - . . stocks: 

_ Lawn Roller.—Water weighted, 18- circles as it indicates jobbers are mak- Sheet Lead.—15%c. per pound 
cong se gd + a 7 ee pas ay = ing every effort to stabilize hardware base. 
et; 24-i1n. dlameter x 2 : ne, : y 
5 SHOVELS.—Manufacturers are out 


$15.34. values. 

Sprinklers.—Lawn, fountain, $6 per 
doz. net; fountain, half circle, $5.50; 
Rain King, $2.34 each net. 


stocks: 


une 


We quote from Boston jobbers’ 


Nails. — Wire, 


with next season’s prices on snow 
shovels. On possibly half a dozen 


store, $4 per ° : 
numbers stocked by local jobbers prices 


: Lawn Rakes. — Wood, three-bow, keg base; from in car lots, $3 
8.75 per doz. net; steel, $9. Two- 7 eas + eo ae ‘ Pinta AEP - . . . 
bow, wood, $6.90; steel, $7.15. Hana gg Bmw eB Gh ay Be evry are slightly easier, but the general line 
mae oe mec pee bows, 28 from mill, in car lots, $2.40 per keg shows comparatively no change. 
eetn, per doz. net. acim 3 . . 2 Sam ‘ . : : 
Hose—Gurden, B'& D, %-in., 9c. gh gg ne a We quote from Boston jobbers 
per ft. net; %-in., 10c.; %-in., 10%4c. keg base. Cut nails, from store, $4.25 — r ; 
teading, %%-in., 7%4c.; %-in., T%C.; per keg base. Hardened steel floor Sree. == 520 Te wene prseee ep- 
%-in., Sc. Bull Dog, %-in., 13c. lig Fn $8.10 oo ca ren ply to polished goods. Black finish 
Good Luck, %-in., 10c. Milo, %-in., Western cut nails. direct shipments. cost $1 per doz. less. Prices are for 
lic. Vim, %-in., 8%c.; %-in., 9¥c.; in car lots, $3.60 per keg base f.o.b. Sos. tote, net: 
$,-in., 10%c.; Pixon, %-in., 7%c.; %- *ttsl + ie maton aig No. 2 No. 3 
Sue. ei —~ FE Pittsburgh; in than car lots, : 0 
In., S72C., %-IM., IC. $3.75. Tremont cut nails, direct ship- Ames brand poseeees $17.14 $17.54 
LEVELS.—In common with other ments, $3.95 per keg. base, f.o.b. Blair or Carter .... 15.26 15.66 
buildi . , Wareham, Mass.; hardened steel PCO seve eceeeeceenees 14.3: 14.73 
uilding tools, levels are sharing in floor nails, direct shipments, $7.60 Hardwin ............ 13.39 13.79 
Massachusetts ..... 12.45 12.85 


public favor. Many retail dealers have 


f.o.b. Wareham. 


Scoops are quoted as follows: 


broken stocks and are in the market | SASH CORD.—Manufacturers, fol- a — 
Her Sneek goods. lowed by jobbers, have reduced sash} No. 2 ............... $17.76 $14.00 
We quote from Boston jobbers’ cord 2 cents to 3 cents a pound, de- BU, Socscvvevsesceses 18.15 14.38 
stocks: . li Ps Becswvceescvvcses 18.54 14.76 
Levels.—Aluminum, No. 24, $3.75 pending on quality. i Mi mrsaheieseeseeed 18.93 15.14 
each, net; No. 28, $4.25; No. 30, $4.50. We quote from Boston jobbers’ POO, Grevscvvccscccces 19.31 15.51 
Masons, wood. No. 3A, 42-in. and stocks: Snow Shovels.—Wooden, boys’, with 
tip, No. 67, $4 per doz. net; single 


48-in., $2.50 each net; brass bound, 
No. 7A, 42-in. and 48-in., $4. 


Sash Cord.—Acme, No. 6, 52c. a Ib.; 
No. 7, 57c.: Nos. 
in 1200 ft. coils, 50c. Sampson, 


10 and 12, 49c. steel tip, No. 53, $7.60; double steel 
tip, No. 69, $8.60; malleable tip, No. 


NAILS. — Local j No. 7, 
ILS cal jobbers have not No. 7, 75c.; Nos. 8, 9 and 10, 74c. 68,'$9.70; Crescent, $10.20; Pathfinder, 


changed prices on wire nails, ignoring 


$10.20. Rugegs line, steel, long han- 
dle, Hibbard, No. 500, $5 per doz. net; 


the recent cut by mills. They indicate | SHEET LEAD.—Sheet lead has been ats ene Ge eset wenn D: 


they have no intention of making a 


reduced % cent a lb. Contrasted with 


handle, $6. Massachusetts, long han- 
$8.75: malleable D-handle, = 


change within the near future, at least. | two months ago the market is about le, $8.75; 1 
New Eclipse, galvanized, No. 





Their policy of standing pat has | 2% cents lower. 





$9.95; Menzie, spring steel, $12. 





Good Weather Stimulates Hardware Sales— 
Seasonal Lines Particularly Active 


(Pittsburgh office of HARDWARE AGE) 
HE report about hardware business is better this 
week than before in several weeks. Good weather 
appears to have very substantially stimulated con- 
sumption of the seasonal lines, and this has brought a 
greatly increased number of demands upon the jobbers. 
A supplementary cause for the improvement is found in 
the fact that sales effort has been more intensive, and 
there has been more attention paid to the little towns 
located off the main lines of the railroads with pleasing 
results. There is no evidence that the retailers are buying 
more goods than they see a demand for, and this being 
the case, the common tendency is to consider the improve- 
ment of a substantial and healthy sort. The market at 
last appears to have gotten on the track of good (not 
boom) business, and there is surprisingly improved feel- 
ing in the trade. Collections could be better than they 
are, but they also might be worse, and considering the 
size of the coal industry in these parts and the depression 
in that industry, which is causing the suspension daily of 
union mines, unable to compete with the non-union opera- 
tions on account of the differences in labor costs, and is 
the direct cause of a couple of bank suspensions at Car- 
negie, Pa., it would be surprising if collections averaged 
even good. 
Changes in hardware prices are not very numerous. 
Rope prices for the next 60 days will be the same as 
those in the period which ended April 30. Automobile tire 


prices have been advanced by a number of makers by 5 to 
10 per cent. A slight decline is noted in prices of some 
makes of toilet clippers. A revision of mining tool prices 
has been made but leaves the general average about 
where it has been, since cuts and advances are about even 
in number and extent. Wire products are down in keeping 
with the recession in mill prices. 

The iron and steel industry is going through quiet times 
as compared with those of the early part of the year, but 
the present average of steel ingot production of about 70 
per cent is fully up to the average for the two years of 
1923 and 1924. Moreover, operating at that rate, the lead- 
ing manufacturers believe that the gap between produc- 
tion and consumption has been closed and that current 
consumption actually is a little ahead of production. 
Feeling that way, there is a tendency to make a stand at 
present prices, which average close to the low levels of 
late last year. Plates, shapes and bars are $2 to $3 a ton 
over those levels, but we find wire products down to where 
they were last November and sheets $2 to $4 a ton below 
the November prices. There is growing optimism in the 
steel industry and a feeling that April will prove to be 
the dullest month of the year. It is figured that there 
will be much railroad equipment business in the next 60 
days and that any falling away in the consumption of 
steel by the automotive industry, as is expected when the 
demand for cars decreases along in midsummer, will 
be more than offset by demands from other sources. 


list; lots of 20 or more, 37 per cent 





AUTOMOBILE ACCESSORIES.—The 
report that business is slow still is a 
common one. Tire prices have been 
advanced 5 to 10 per cent by a number 
of makers. Other items in this divi- 


sion are at recent prices. 
Prices from jobbers’ stock, f.o.b. 
Pittsburgh follow: 





Spark Plugs.—A. C. plugs, lots of 
less than 10, 65c. each; lots of 10 to 
49, 58c.; lots of 50 to 99, 55c.; lots of 
100 to 200, 57c.; lots of 300 or more, 
47c.; A. C. plugs, No. 1075, for Ford 
cars, lots of less than 10, 49c.; lots 
of 10 to 49, 44c.; lots of 50 to 99, 
42c.; lots of 100 to 200, 39c.; lots of 
300 or more, 37c. 

Motor Meters.—Standard makes, 
lots of less than 10, 25 per cent off 
list; lots of 10 to 19, 30 per cent off 


Reading matter cont. on page 94 





off list. 

Horns.—Spartons, single lots, 33% 
per cent off list; $60 list and over, 
40 per cent off list; $90 list and 
over, 40 and 5 off list. 

Windshield Cleaners.—Trico uni- 
versal automatic cleaners, $3.25 
each. 

Jacks.—Millers Falls, No. 145, $3.75 
each. 

Pumps.—Anthony line, $2.20 each. 
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Embiem of 
BUSINESS CHARACTER 


Logical Merchandising 
In Your Caster Sales— | iz 


Pays a profit! Carrying casters simply as an “accom- 
| modation”’ item is unnecessary. Get down to brass 
tacks! Take a few minutes off and go through the 
recent inventory of your caster stock. Put in at a 
small investment, the Faultless Selected Sellers, a care- 
fully chosen line of casters that will meet ninety per 


cent of your calls. 


The Faultless Demonstrator showing the four kinds of 
wheels in the three necessary sizes, makes a demon- 
strating sale easy and quick. And the Faultless Caster 
Chart gives you the number of the proper caster to 


sell, at a glance. 


Cut out the spoilage, time lost, and “returns’—put 
the profit in your caster sales with efficient Faultless 
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| merchandising! 
| | FAULTLESS CASTER COMPANY 
if EVANSVILLE INDIANA 
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Makers of Quality Casters for a Third of a Century 
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Bumpers.—Weed, No. 315.00 


each. 
AXES.—Business is quiet in this line. 


2004, 


This district is not a good one for the | 


sale of axes and most demands are for 
the lighter ones. 


We quote from Pittsburgh jobbers’ 
stock: First quality unhandled axes, 
base group (3 to 3% Ib. or lighter) 
single bit, $14 per doz.; double bit, 
$19; No. 2 group (3% to 4% Ib.) 60c. 
per doz. advance over base: No. 3 
group (4% to 4% lb.) $1.20 over base; 
No. 4 group (4% to 5%) $1.80 over 
base, handled axes, base group, sin- 
gle bit, $18.25 per doz.; double bit, 


$23.25 per doz. 
BATTERIES.—Outdoor _ sports 
more appeal than indoor ones and will 
use less of the radios with daylight 


saving time in effect, the demand for | 


batteries for that purpose is smaller 
than it has been. It is a little soon for 
much demand for flashlight batteries. 
Prices are holding. 
. Jobbers’ 
I o.b. 


quotations to 
Pittsburgh: 


retailers, 


_ Unit 
Packages 


broken 
Packages 


Keach Kach 
No. Foxe q o> $0.97 
No. 768 ............ "i 392 123 
No. 764 ee re ee +: 1.14 
No. 766 ............ 1.40) 1.30 
= <a 2.62 2.44 
No. @2 .. 7 -ode ae 2.44 
J eee 3.33 3.09 
a ae een 4 39 


NO. 6 dry cells, ignition type, 29, 
each in full packages: 30¢, each for 
broken packages. 


BOLTS, NUTS AND RIVETS.—Busi- 
ness is quiet with both makers and 
jobbers in this district. Demands upon 
jobbers are not large or pressing and 
they are not buying very freely for 
that reason in part, but also because 
they think prices a little high. 
desire is to avoid high-costing stocks 
and purchases consequently are entire- 
ly hand-to-mouth. 


We quote out of jobbers’ stocks 
follows: 

Machine bolts, small rolled threads, 
“0 and 10 per cent off list: all sizes 
eut threads, 50 per cent off list: 
carriage bolts, small rolled threads, 
20 per cent off list: all cut 
threads, 45 per cent off list: stove 
bolts, 75 per cent off list: tire bolts. 
10 and 10 per cent off list: nuts, hot 
pressed blank or tapped, 3.25c. off 
list; c.p.c. and t. blank or tapped, 
3 B5c. off list; rivets, small wagon 

tinners’, 60 per cent off list. 


and 

BUILDERS’ HARDWARE.—There is 
a good movement both in a jobbing and 
retail way. Pittsburgh is not doing as 
poorly as some other sections in the 
matter of new building and that is 
helping to keep business up in this dis- 
trict. Manufacturers are holding to 
their recent advances over the protests 
of local jobbers. 

CARPENTERS’ TOOLS.—Now that 


the spring building is in earnest, there 


as 


SIZeS 


have | 


The | 
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is a really good demand for saws, 
chisels, hammers and other tools for 
building work. 


CONDUCTOR PIPE.—In line with the 


demand for builders’ hardware and car- | 


penters’ tools is a good movement of 


eave troughs and conductor pipe, with 


prices holding well despite the recent 
weakness of the base materials. 


We quote out of Pittsburgh 
houses: 

Galv. sheet steel pipe, No. 28 
gage, 3-in., $5.05 per 100 ft.; copper 
pipe, 2 to 5-in., 16 oz., 32 per cent off 
list on direct mill shipments and 28 
per cent off list out of jobbers’ 
stocks. 


FARM AND GARDEN TOOLS.—The 
district lately has been wonderfully 
favored by the weather and with much 


ware- 


activity in the field and garden, the | 
movement of implements into consump- | 
tion is good and there have been the | 
consequent demands upon the jobbers. | 


OIL STOVES.—Although the demand | 
still leaves much to be desired in point | 
unmistakable | 


are 
interest and the 


of volume, there 
signs of a livelier 


trade is looking for larger sales as the | 


summer approaches. 


Jobbers quote retailers, f.o.b. 
Pittsburgh, a discount of 30 and 5 
per cent on these prices. 

LIST PRICES 
Oil Cook Stoves 
a aT Te $ 9.50 
ee, Bae we BeeeOR. .2 2c ccs see 16008 
No i} ie =. . |. 22.00 
No. 214 4 Burmers............. 28.00 
MO. Bib GB BOPMOTE sco ccc cccccses 39.50 
No. 1102 High Shelf Only...... 5.25 
No. 1103 High Shelf Only...... 6.50 
No. 1104 High Shelf Only...... 8.00 
No. 1105 High Shelf Only...... 9.75 
tockweave wicks, 25c. each. 
Ovens 
No. 05 1 Burner Solid Door.. .$2.10 
No 5 1 Burner Glass Door... 2.25 
No. 010 1 Burner Solid Door... 4.15 
No 10 1 Burner Glass Door... 4.40 
No. 020 2 Burners Solid Door... 5.15 
No. 20 2 Burners Glass Door.. 5.40 
No. 030 2 Burners Solid Door.. 5.40 
No 30 2 Burners Glass Door.. 5.70 


>. 
water heaters, list price $45. 


Nesco 
Kamp cook stoves, No. 3, $4.65; 
No. 4, $7.15; No. 7, $6; No. 10, $9.75. 
PAINTING MATERIALS.—The trend 


of demand still is upward and favored 
by good weather for painting there 
has been a good increase in sales, both 
by retailers and jobbers. 
has advanced 3 cents per gal., but oil 
is off a cent a gal. There is still some 
shading of lead prices. 


Prices to retailers: 


‘ 
best grades, 


Ready mixed paints, 
$3.10 per gal.: lower grades, $2.50; 
white lead, 15%c. per Ib. in 100-Ib. 


lots: 10 per cent less in lots of 500 
Ib. or more and an extra 5 per cent 
less in lots of a ton or more; tur- 
pentine, $1.10 per gal. in barrel lots; 
linseed oil, $1.18 per gal. in barrel 
lots. 








Turpentine | 
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| DRAIN PIPE CLEANERS.—This line 
_now is in season and sales are much 
| larger than they were a short time ago. 
| Prices show no change. 


Jobbers quote: 

Economy Plumber 
cleaner, in 1 Ib. net cans, in lots of 
3 doz., $2.70 per doz.; in lots of 6 
doz., $2.60 per doz.; and in 12 doz. 
lots, $2.50 per doz. 

Same, in 2 lb. net weight cans, in 
lots of 2 doz., $4.90 per doz.; in lots 
of 6 doz., $4.70 per doz.; and in lots 
of 12 doz., $4.50 per doz. 

Hercules tile and porcelain cleaner, 
in 1 lb. net weight cans, $2 per doz.; 
in lots of 2 doz.; in gross lots $1.90 
per doz. 

Hercules boiler liquid, in 1 qt. can, 
$3 each; in ™% doz. lots, $2.50 each; 
in 1 doz. lots, $2.25 each. 

Same, in ™% gal. cans, $5 each; % 
doz. lots, $4.75 each; and in gal. cans, 
$9 each. 


ROPE.—Prices ruling for the 60-day 
period ended April 30, have been re- 
affirmed for the two months ending 
June 30. This leaves pure manila rope 
at 28 cents per lb. and sisal at 20 cents 
per lb. f.o.b. Pittsburgh. 


SKATES.—Demand is’ waning, al- 
though there is still a fairly good 
movement from retail stores. 
retailers: 


drain pipe 


prices to 
Skates.—Union Hardware 
Co. line, No. 2, 65cec. per pair; No. 
3, 75e.; No. 10, $1.05; No. 6, $1.50. 
Winslow line, No. 38%, $1.50; No. 38, 
$1.60. 
WINDOW GLASS.—The past week ha; 
brought some improvement in the de- 
mand for window glass, but there still 
is room for much improvement and the 
Jarger sales do not yet appear to have 
given much firmness to prices. Plate 
glass business is wonderfully good, 
mostly for new building, but also for 


automobiles. 


Jobbers’ 
Roller 


Jobbers quote: Single strength A 
and B, 84 per cent off list; double 
strength, A, 86 per cent off list; B, 


87 per cent off list. 


WIRE PRODUCTS.—The mills gen- 
erally have let down prices to the bases 
of late last year, or $2.75, base, per 
keg, Pittsburgh for nails and $2.50, 
base per 100 lb. for plain wire, and this 
has been followed by a revision down- 
ward of jobbing prices. The move- 
ment of nails is described as better 
in the past week than it has been be- 
fore in some time. 
We quote out of jobbers’ stocks: 
Nails, $3.15 to $3.20 base, per keg; 
No. 9 gage, annealed wire, $3 to 
$3.10 per 100 Ib.; plain galvanized 
wire, $3.45 to $3.55 per 100 Ilb.; gal- 
vanized barbed 2-point cattle, $3.20 
per 80-rod spool; 2-point hog, $3.40; 
4-point cattle, $3.40; 4-point hog, 
$3.68: special 2-point cattle, $2.39; 
woven wire fence, 1047-11, $39.36 
per 100 rod; 1047-9, $55.20; 939-11, 
$35.22: 939-9, $48.85. 








Coming Conventions 








AMERICAN IRON, STEEL AND HEAVY HARD- 
WARE ASSOCIATION CONVENTION, Book- 
Cadillac Hotel, Detroit, Mich., Mav 1%, 20, 


21, 1925. A. H. Chamberlain, secretary- 

treasurer, Marbridge Building. Broadway, 

cor. 34th Street, New York City. 
ARKANSAS RETAIL HARDWARE ASSOCIA- 


TION CONVENTION, Little Rock, May 17, 18, 
1925. L. P. Biggs, secretary, 815-316 
Southern Trust Building, Little Rock. 
HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, Spar- 
tanbure, S. C., June 9, 10, 11, 1925. Arthur 
R. Craig, secretary - treasurer, 





717-718 | 


Commercial Bank Building, Charlotte, 
a. Ge 
LOUISIANA ReTAU. HARDWARE AND ImM- 


ASSOCIATION CONVENTION, Shreve- 


PLEMENT hi 
R. D. Nibert, 


port, May 11, 12, 13, 1925. 
secretary, Bunkie. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, Bi- 


loxi, June 8, 9, 10, 1925. Guy Nason, 


secretary, Starkville. 


NATIONAL Rerau, HARDWARE ASSOCTIA- | 
TION CONVENTION, Benjamin Franklin | 
Hotel, Philadelphia, Pa., June 22, 23, 24, | 


25, 26, 1925. 
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Herbert P. Sheets, secretary- ' 


treasurer, 130 East Washington Street, 
Indianapolis, Ind. 

PANHANDLE HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Amarillo, Tex., 
May 4, 5, 6 1925. Headquarters, Amarillo 
Hotel. Cc. L. Thompson, secretary-treas- 
urer, Canyon, Tex. 


SOUTHEASTERN RETAIL HARDWARE ASSO- 


CIATION, COMPRISING TENNESSEE, ALABAMA, 


GEORGIA AND FLORIDA, CONVENTION AND 
EXHIBITION, Birmingham, Ala., May 12, 13, 


14, 1925. falter Harlan, secretary-treas- 
urer, 701 Grand Theater Building, At- 
lanta, Ga. 
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Garage men have daily use for this tool 
—just show them the new Clamping Device 


The new clamping device found on the Brown & 
Sharpe Inside Micrometer No. 264 makes this tool 
exceptionally handy to the motor service mechanic 
for measuring cylinder bores, etc. It can be locked 
at any reading and a series of accurate uniform meas- 
urements taken without danger of the screw moving 
and changing the original setting. 


Send for Small Tool Catalog No. 29 


Brown & Sharpe Mig. Co. ° 
, Providence, R. I., U. S. A. 


—And Remember, There Are More Than 2000 Other 
Tools in The Brown & Sharpe Line 


ROWN &? CHARPE 


“Standard of the Mechanical World”’ 
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April Sales Satisfactory in Cincinnati— 
Expect Building Activity to Help Business 


(Cincinnati office of HARDWARE AGE) 
INCINNATI jobbers state that their volume of busi- 
ness during April has been fairly satisfactory. One 
large concern reports that its sales are ahead of 
the corresponding month last year, while another jobber 
says that his sales have been about on a par with those 
in 1924. The retail trade continues to order in a hand-to- 
mouth fashion and is inclined to anticipate future require- 
ments only on a few items. Prices have held up well and 
in some cases have advanced in the past ten days. 
The dry spring has assisted in getting building activi- year. 
This has reacted to 


ties under way earlier than usual. 


AUTOMOBILE ACCESSORIES. — 
Spring business has been slow in open- 
ing up, but retailers report that they 
have had an encouraging upward trend 
in sales the past week due to the warm 
weather. Jobbers say that dealers are 
buying conservatively and are only 
placing sufficient orders to fill imme- 
diate requirements, relying upon job- 
bers for quick delivery in case of ne- 
cessity. Several jobbers say that their 
sales are ahead of the corresponding 
period in 1924. The present outlook is 
for continuation of hand-to-mouth buy- 
ing by the retailer. It is expected that 
April business will show a slightly 
larger volume than March. A consid- 
erable improvement is looked for dur- 
ing the coming month. Prices are firm 
with no changes recorded. 


We quote from Cincinnati jobbers’ 
stocks: 

Spark plugs.—A. C. spark plugs, 
58c. each in lots of 10: A. C. for 
Fords, 44c. each in lots of 10. Cham- 
pion X, 45ce. each in lots of 10. Spe- 
cial assortment, A. C. 300 plug as- 
sortment, 220 A. C. Titan, 45c. each, 
and 8&0 A. C. for Fords, 36c. each; 
150 plug assortment, 100 A. C. Titan 
at 50c. each; and 50 A. C. for Fords 
at 38c. each. 

Ford tail lamps, 35¢e. each; Ford 
headlight lens, 30c. pair; Ford fen- 
ders, $7.20 set, 1 set to a_ crate; 


$6.75 set, 5 sets to a crate: low out 
patches, 3-in., 17¢.; 3%-in., 19c.; 
4-in., 22c.: 4%-in., 27c.; Gate type 
luggage carriers, $1 each, 95c. in lots 
of 6. 


Jacks.—Ajax, No. 9, $1.05 each. 95c 
each in lots of 10: No. 10, S5e. Ba 
The. in lots of 10: No. 50, $3 psc 
$2.70 in lots of 10; No. 60, $2.50 each, 
$2.25 in lots of 10. 


BASEBALL GOODS.—Jobbers report 
that they have had a heavy demand 
from the retail trade. The dry weather 
that has prevailed for the past two 
months has brought out extended base- 
ball activities earlier than usual, and 
the purchases of equipment have been 
satisfactory. Dealers are fairly well 
stocked, and prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: 

Basebalis.—Official League, $15 per 
dozen net: Special League, $12: Offi- 
cial Practice, $7.80: Junior Official 
League, $10: New York Club, $4; 
sages Junior, $2; Boys’ Practice, 


Bats.—No. 40K. $21 per doz. net; 
40TS, $16.20: 40CW. $1620: No. 20, 
$12: No. 16, $10. 80: No. 13, $7.20: PG, 
aS No. 8, $4: No. 2, $2. 

— . Mitts.—No. 145. $3.95 

6 a No , See No 123, $1.95; No. 
110, &3e. 

Catchers’ Mitts.—No. 234, $6 each; 





ee = 
= - 

















No. 226, $4.90: No. 210, mg 60; No. 188, 

$2.67: No. 186, $1.95: No. 185, $1.33: 

No. 182, 84e 

Fielders’ Gloves.—No. DW, $4.35 

each: No. 72, 95c.: No. 44, $2. 33: No. 

34. $2: No. 20, $1.50: No. 14, 67c. 
BOLTS AND NUTS.—Jobbers state 
that their sales have been fairly good, 
but price shading is still indulged in. 
Dealers are buying in small quanti- 
ties, but report that their trade has 


held up well. 

We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50, 10 
and 5 off: small, 50, 10, 10 and 5 off; 
carriage bolts, large, 50 and 5 off; 
small, 50, 10 and 5 off; stove bolts, 
75 and 5 off: semi-finished nuts, *- 
in. and smaller, 75 off; larger sizes, 
65 off. 

BUILDERS’ HARDWARE. — Notice- 
able improvement has taken place in 
the past ten days. Building activities 
are beginning to open up widely to the 
advantage of local dealers. The vol- 
ume of business done thus far this year 
is ahead of the same period in 1924, 
but jobbers explain that there was an 
extremely rainy spring last year, which 
postponed the opening of building con- 
struction work. In contrast to this is 
the splendid weather this year. Job- 
bers are looking forward to a substan- 
tial increase in sales in May, and they 
also feel that June will be a big month 
for them. Prices are holding firm with 
no changes reported. 

We quote from Cincinnati jobbers’ 
stocks: 

Hinges.— Heavy, 60, 10 and 109 
off: light, 60, 10 and 10 _ Extra 
heavy T, 60, 10, 10 and 5 ; 

Hasps. — Common amen, 70 «Ooff: 
safety hasps, 3-in., 95c. single per 
doz.; 4%-in., $1.25: 6-in., $1.75. 

Butts.—Steel, dull brass and an- 
tique copper, case lots, 3% x 3%, 
20c. per pair net: 4 x 4, 28c. In less 
than case lots, 3% x 3%, 22c.; 4 x 4, 
20c. 

CLIPPERS AND SHEARING MA- 
CHINES.—Business has continued to 
be fairly good. Shipments to dealers 
have been moving at a steady rate, 


and prices are firm. 


We quote from Cincinnati jobbers’ 
stocks, Stewart No. 1 clipping ma- 
chine, $14 list: one-man power shear- 
ing machine, $24 list; top plates No. 
"7 and No. 360, $1.50 each list; bot- 
tom plates No. 99 and No. 361, $2 
list. Dealers’ discount 33% per cent. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Orders have shown a slight im- 





provement in the past two weeks. Job- 
bers say that the volume of April busi- 
ness is maintaining a narrow margin 
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the benefit of the hardware merchant. 
are moving in a satisfactory manner, and shipments by 
jobbers total a good volume. 
ordering material in good quantities. 

The outlook for May is promising. Jobbers expect to 
do a business in excess of the same month in 1924. The 
retail trade has been fairly good, but many merchants 
are complaining about quiet conditions. 
largest retailers states that cash business is from five 
to ten per cent below the corresponding period last 
Time payment sales have been good. 
tailers state that their volume of sales is behind 1924. 














Seasonal items 


Rural districts have been 


One of the 


Other re- 


of increase over that of the previous 
month. Prices are unchanged. 

We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough, 
$5.50 per 100 ft.;: 28-gage, 3-in. cor- 
rugated conductor pipe, $5.75 per 
100 ft.; 3-in. corrugated conductor 
elbows, $2.16 per doz.; 29-gage, 3-in. 
corrugated conductor elbows, $1.51 
per doz. 

GLASS.—Sales have been rather slow 
in the last two weeks. Dealers are 
well stocked and prices are unchanged. 

We quote from Cincinnati jobbers’ 
stocks: Single strength A and B first 
three brackets. 87 per cent discount; 
double strength A, 85 per cent dis- 
count; double strength B, 87 per cent 
discount. 

GALVANIZED WARE.—There has 
been a fair demand from retailers, who 
report that their sales are about nor- 
mal for this time of the year. Ship- 
ments by jobbers are fairly good. 
Prices have not changed. 

We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10-qt., $2.40 
per doz.; 12-qt., $2.70 per doz.; 14- 
qat., $3 per doz.; 16-qt., $3.60 per 
doz.; galvanized tubs, No. 1, $6.80 
per doz. 

GARDEN HOSE.—Large sales have 
been made by retailers in this territory. 
The dry spring weather has made it 
necessary for householders to water 
their lawns early this year. Jobbers 
have done a much bigger business in 
most instances this year than last. 
Prices are holding steady at the prices 
quoted two weeks ago. 

We quote from Cincinnati jobbers’ 
stocks: Double braided garden hose, 
oo length. ™%-in., 8%c. ft.; 5% -in., 

ft.; % -in., 10%c. ft.: in 50-ft. 

comes %-in., 8c. ft.; 5g - in., 9%4e 

ft.: %-in., 10%c. ft. 
GARDEN TOOLS.—Demand by deal- 
ers has been good. Hoes and rakes 
have been moving especially well. Re- 
tailers have considerable stock on hand, 
which is selling satisfactorily. No 
change has been made in prices. 


We quote from Cincinnati jobbers’ 
stocks:.- 

Hoes.—6%-in. planter’s hoe, $7.40 
doz.: regular socket hoe, first grade, 
$8.85 doz. 

Rakes. — Cronk’s 14-tooth. $8.50 
doz.; cheaper, 14-tooth. $4.75 doz.; 
best steel, 14-tooth, $8.50 doz. 

Spading Forks. — Cheaper, $9.60 
doz.; medium, $15.25 doz.; best, $18 


- Forks.—RBest gerade. 6-ft., 

$13.50: second grade, 6-ft., $12.25 doz. 
HANDLES (AGRICULTURAL). 
Sales in rural districts have been good 
during the past two weeks. Jobbers’ 
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De Laval 


Wants Live- Wire Working Agents 


Whether you have a Separator Contract now or not, 
send in your application. 

De Laval is the leading and best-known cream sepa- 
rator, and the selling contract for this line is a wonder- 
ful asset in the hands of an agent who works. 











Why Is the De Laval the Best? 


The First. De Laval pioneered continuous centrifugal cream separators, 
and is always developing advanced ideas and improved construction ahead 


of all others. 


Skims Cleaner. The De Laval Separator skims cleaner than others— 
that’s where the farmer profits or loses. 


Lasts Longer. It lasts longer than others—because best principles, not 
catch-penny devices, are built into it. 


Turns Easier. It turns easier than others of similar capacity—particu- 
larly when the milk is going through the bowl. 


Easier to Sell. It is sold on its merits and quality, at a fair price—with 
many valuable selling helps to assist the agent. 


The Leader. The name De Laval is known to all, and therefore it gives 
prestige to any live-wire agency. 


4 


A Universal Opportunity 


SEB) tz. _— 

Preference, of course, will be given present agents who are doing their 

part now, but all applicants will have consideration. It is De Laval policy 

to support and protect their loyal and satisfactory agents, and not to coerce 
but rather to co-operate with them in handling their individual business. 


Make application now. Your request will have immediate consideration. 





The De Laval Separator Company 


NEW YORK CHICAGO SAN FRANCISCO 
165 Broadway 600 Jackson Bivd. 61 Beale St. 
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shipments have been normal, and April 
business has reached a_ good total. 
Prices continue the same. 

We quote from Cincinnati jobbers’ 


stocks: 51.-ft. hay fork, $3.20 doz.; 
6-ft., $4.20: 5%4-ft., bent, $3.80; 6-ft., 
bent, $4.80: ‘13 2 = -cotton hoe, $2.30 
doz.: 1°%,-planter’s hoe, $3 doz. 


HAMMERS AND HATCHETS.—Fair 
sales have been reported. Trade is 
about normal, and retailers are carry- 
ing considerable stock. Movement of | 
goods from jobbers’ warehouses is 
good. No change has been made in 
quotations. 

We quote from Cincinnati jobbers’ 
stocks: Hatchets, No. 2961, $11.20 
doz.: hammers, No. 81, $10.50 doz..; 
Boy Scout, $11 doz. 

HAMMOCKS.—Retailers are just be- 
ginning to buy in small quantities. Job- 
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$2.75 per gal.; linseed oil, single 
barrels, $1.08 per gal.; turpentine in 
two barrel lots, $1 per gal.; white and 
red lead in 500-Ib. kegs, 17c. per Ib., 
less 10 per cent. 


OIL STOVES, OVENS AND WATER 


| HEATERS. 


bers believe that they will have large | 


sales in the next month. Prices are 


firm and unchanged. 

We quote from Cincinnati jobbers’ 
stocks: Cotton Hammocks, Standard 
makes, $15 to $54. 

ICE CREAM FREEZERS.—Ordering 
by retailers has already started, al- 
though it has not attained a _ sizable 
volume to date. A normal business is | 
anticipated by retailers in this terri- | 
tory. 

We quote from Cincinnati jobbers’ 
stocks: 

White Mountain, 1-qt., $4.85 list; 2- 
qt., $5.65 list; 3-qt.. $6.75 list; 4-qt., 
$8.25 list: 6-qt., $10.45 list; 'S-qt., 

13.50 list: 10-qt., $18 list; 12-qt., 
1.55 list; 15-qt., $25.60 list; 20-at., 
33.20 list: 25-qt., $42.60 list: Arctic, 
qt., $4 list; 2-qt., $4.60 list; 35-qt. 
$5.55 list: 4-qt., $6.80 list: 6-qt., $8.60 
list: S-qt., $11.10 list. All the above 
less 50 per cent discount. 
LAWN MOWERS.—An increase in 
sales is reported during the past ten 
days. Business, however, has not been 


as brisk as jobbers had hoped for. Re- | 


tailers are well stocked for present 
needs. Prices are steady. 

We quote from Cincinnati jobbers’ 
stocks: Common mowers, 14-in., 
$5.15 each; cheaper grade ball-bear- 
ing, $7.25 each: medium grade ball- 
bearing, $8 each; best grade ball- 
bearing, 14-in., $11; 16-in., $11.50 

NAILS.—Sales have been fair, but the 
market has been spotty. Some jobbers 
report fairly good trade, but others 
say that the market has been rather 
quiet. Prices are not as strong as they 
were, but are unchanged. 

We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.25 per 
heg: cement coated nails, $2.85 per 
keg. 








‘have had good sales during the past 
week. Orders have been coming in at 


a satisfactory rate, and April business 


is ahead of the same month last year. 
Shipments are good and prices un- 
changed. 


Jobbers quote retailers, f.o.b. Cin- 
cinnati, a discount on 30 and 5 per 
cent on these price 

AST PRIC ES 

Oil Cook Stoves.—No. 2212, 2 burn- 
ers, $17.35; No. 211, 1 burner, $9.50: 
No. 212, 2 ‘burners, "$17.35: No. 213, 3 
burners, $22; No. 214, 4 burners, $2s; 
No. 215, 5 burners, $39.50: No. 1102 
high shelf only, $5.25; No. 1103, high 
shelf only, $6.50: No. 1104, high shelf 
only, $8; No. 1105, high shelf only, 
$9.75. 

Rockweave wicks, 25c. each. 

Ovens. — No. 05, 1  #42Dburner, solid 
door, $2.10; No. 5, 1 burner, glass 


door, $2.25: No. 010, 1 burner, solid 
door, $4.15: No. 10, 1 burner, glass 
door, $4.40: No. 020, 2 burner, solid 
door, $5.15: No. 20, 2 burner, glass 
door, $5.40: No. 030, 2 burner, solid 


door, $5.40: No. 30, 2 burners, glass 
door. 5.40. 
Nesco water heaters, list price, $45. 


REFRIGERATORS. — Good shipments 
have been made by local jobbers in the 
last ten days. The season is opening 
up in an encouraging manner, and deal- 
ers report that a healthy demand is al- 
ready being manifested by consumers. 
Business during May is expected to 
be heavy. Prices are strong and un- 
changed. 

PYREX WARE.—A steady demand is 
reported by local jobbers. Sales are 
about normal for this time of the year. 

We quote from Cincinnati jobbers’ 
stocks: 

Bread Pans.—No. 212, 60c. each; 
No. 214, $1 each. 

Casseroles.—Round, No. 167, $1 
each; No. 182, $1.17 each; No. 184, 
$1.17 each. 

wr oom. No. 193, $1 each; 
No. 197, $1. 

Pie Piates.—No. 202, 50c. each; No. 
203, 60c. each; No. 209, 60c. eagh. 


Utility Pans.—No. 231, 67c each; 
No. 232, $1.17 each. 


ROOFING MATERIAL.—Sales have 


been fair. Jobbers report that their 
shipments have been normal. _ Build- 
ing construction is going ahead more 
rapidly and will result in good sales 


soon. Prices are unchanged. 


PAINT.—There has been an increase | 
in sales in the last two weeks. Paint | 


dealers are well satisfied with the vol- 


ume of their business. Prices have ad- | 


vanced on turpentine and lead. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 


We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper.— Light, standard, 
95¢e.; medium oe $1.20: heavy 


standard, $1.4 light Holdfast, 
$1.30: mottome “Holdfast, $1.55: heavy 
Holdfast, $1.8 K red and green 


slate surface, ‘$1. 95. 

Roof Coating. —Coal tar, refined. 
in barrel lots, 24c. per gal.; in half 
barrel lots, 27c. per gal.; coal tar, 
crude, in barrel lots, 25c. per gal.; 
in half barrel lots, 28c. per gal. 

Roofing Cement.—In 1-lb. cans, 32 


to the retailer. 
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to the case, 15c. per Ib. net; in 3-lb. 

cans, 12 to the case, 13c.; in 5-Ib. 

cans, 12 to the case, lle.; in 10-Ib. 

cans, 10c.; in 25-lb. cans, 9c. 
ROPE.—Two price advances have been 
made by manufacturers, but these have 
not yet been passed along by the jobber 
Practically all jobbers 
are selling underneath the list price 
and have contracts that are still in ef- 
fect at former quotations. Sales have 
been fairly good, and shipments have 
held up to a fair volume. 


SCREEN DOORS AND WINDOW 
SCREENS.—Retailers have had good 
business and have been placing some 
fill-in orders during the past week. The 
torrid spell which struck Cincinnati the 
past week, resulted in splendid sales 
of screens. April business will show 
up well compared with April, 1924, 
Prices are holding firm. 


We quote from Cincinnati jobbers’ 
stocks: Screen Doors.—No. 241, 2-8 x 
6-8, $18.25 doz.: 2-10 x 6-10, $19.40: 3 
x i, $20.35: No. 281, 2-8 x 6-8, $19 
doz.: 2-10 x 6-10, $20; 3 x 7, $21; No. 
314, 2-8 x 6-8, $25.70: 2-10 x 6-10, 
$27; x 7. $28. Window Screens.— 
No. 1833, $440 doz.; No. 2433, $5.35. 

SCREWS.—Little change is reported in 
the sale of screws, which is normal. 
Prices are firm, with no changes re- 
corded. 

We quote from Cincinnati jobbers’ 
stocks: Flat head, bright screws, 80 
and 7% off list; round head blued, 
75, 10 and 10 per cent off list; flat 
head brass, 75, 10 and 6 per cent off 
Net round head brass, 75 and 10 off 
list. 

WHEELBARROWS.—There has been a 
heavy demand from retailers. Con- 
struction work has increased so much 
in the past few weeks that sales of 
wheelbarrows have been brisk. No 
change has been made in quotations. 
Shipments to retailers continue in 
large volume. 

We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, $5.10 


each; contractors’ barrows, $5.40 
each: concrete barrows, $6.10 each. 


WIRE GOODS.—Retailers have a con- 
siderable quantity of wire goods on 
their shelves and are not buying so 
much at present. Dealers are inclined 
to purchase in small lots. Prices are 
steady. 


We quote from Cincinnati jobbers’ 
stocks: No. 8 black annealed wire, 
$3.15 per 100 Ib.; No. 9 galvanized 
plain wire, $3.60 per 100 lb.; catch 
weight spool galvanized cattle or hog 
wire, $3.95 per 100 Ib.; 4-pt. gal- 
vanized hog wire, $3.85 per spool; 
No. 9 polished fence staples, $3.75 per 
100 Ib.; No. 9 galvanized fence staples, 
$4 per 100 Ib.; 12-mesh black wire 
cloth, $1.90 per 100 sq. ft., 12-mesh 
galvanized wire cloth, $2.20 per 100 
Sq. ft.; galvanized before poultry net- 
ting, 50, 10 and 2% per cent discount; 
galvanized after ‘poultry netting, 50 
and 2% per cent discount. 





Hardware Catalogs Requested 
by Garment Center Hdw. Co. 


The Garment Center Hardware Co., 
160 West Thirty-eighth Street and 519 
Seventh Avenue, New York City, has 
opened a retail hardware business and 
requests manufacturers to send cata- 
logs and other data on a full line of 
electrical supplies and locksmith sun- 
dries. B. Sherman is the proprietor. 


Uncle Sam Seeks Old Time 
Price Data 


| pte much did your grandfather get 
for eggs? What did he pay for 
galluses? If you have any old diaries 
or records or know of any which show 
prices received by farmers for their 
products or prices paid for articles 
purchased by farmers during the past 


hundred years, communicate’ with 
Charles F. Searle of the Department of 
Agriculture, Washington, D. C. 

Mr. Searle is making a statistical 
study of prices on all farm products 
and of things that farmers buy, to 
develop index numbers and charts on 
the long time trend of prices. This 
historical series of prices will be used 
in various ways by the department in 
connection with forecasts of what 
prices will be in the future. 


Reading matter continued on page 100 
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The four patterns shown 
atove are from our stock 
of English Rorcelain. 
Reading from left toright, 
these patterns: are 


Marcella 
Somerset 
Vincent 


Rushden 


We also have a number of 
new and distinctive patterns 
in American Porcelain, Jap- 
anese, Bavarian and French 
China that are receiving the 
approval of discriminating 
buyers. 


HARDWARE AGE 


Are you selling china? 


ORE and more every day is the China Depart- 
ment becoming a recognized factor in the 
organization of the modern hardware store. A few 
years ago chinaware was looked upon as an innova- 
tion in the hardware trade—something for only the 
very big stores in the very big cities. 


But wide-awake hardware merchants in the smaller 
towns “tried it out”—and they found that china, in 
addition to being a big moneymaker in itself, opened 
up a brand-new field of merchandising opportunity. 


Are you selling chinaware?... With Fisher-Bruce 
Service it does not take a whole lot of money or a 
whole lot of space to operate a profitable china de- 
partment. We do the warehousing for you. 


And, we can offer you the exclusive selling rights on 
some very fine patterns in imported and domestic 
china and porcelain if your town is not already 
closed. Write us for details. 


FISHER, BRUCE & CO. 


Importers and Wholesalers 


Sales Office: 219-221 Market Street, Philadelphia 
Warehouses: 225 Church Street; 210-212 Filbert Street 
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Consistent Demand in Northwest Territory— 
General Business Conditions Favorable 


(Minneapolis office of HARDWARE AGE) market. It has been reported that farm buying is about 


ITH the coming of another month, the Twin Cities 
trade seems to feel some improvement in business. 
People are well started on their spring work, 
and building shows a steady and consistent gain. Large 
building projects in the larger cities are beginning, and 
house work is also receiving attention. 
distributed rains in the past week prospects for a good 
crop again this year are lending an optimistic tone to the 


AXES.—Demand is fair, with ample 
stocks on hand. Prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14.50, and double bit 
axes, base weights, $19.50 per dozen. 


BATTERIES.—Call is very good for 
this season of the year, and stocks are 
well filled. Radio is becoming more 
popular in the Northwest, and sales of 
this type of equipment for new and 
for replacement orders are well ahead 
of last year. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 6 dry cells, 
case lots at 29 cents each; radio ‘*B”’ 
batteries, unit package quantities, 
No. 766, $1.30 each; No. 764, $1.14 
each; No. 767, $2.44 each; No. 772, 
$2.44 each; No. 770, $3.09 each; radio 
“C”’ batteries, No. 771, 39 cents each, 
net. 

BOLTS.—Sales are running at a nor- 
mal rate, with stocks well filled. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts af 
50 per cent, machine bolts at 50-10 
per cent, stove bolts at 75 per cent 
and lag screws at 60 per cent from 
lists. 

BRADS.—Demand is improving with 
the further increase in building opera- 
tions. Prices have not been changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 

BUILDERS’ HARDWARE.—With the 
start of building operations for the 
year, builders’ hardware is beginning 
to move at a fair rate. The best de- 
mand at present is for small home 
building. Prospects in all parts of the 
Northwest look good for the building 
of many additional homes. 


CHURNS.—Call is starting for churns, 
although the retailer is not selling this 
line very rapidly yet. Prices show no 
changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 
at 30-10 per cent from lists. 

COASTER WAGONS.—Sales are 
showing some improvement for wagons 
and other wheel goods. The American 
boys and girls have been sold on the 
idea of rapid locomotion, and from the 
smallest to the grown person the de- 
mand is for something to ride. Coaster 
wagons are favorites and are selling 
well. Prices show no changes. 

We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Auto wheel coast- 
er wagons No. 60, $5.50 each; No. 61, 
$6.44 each; No. 62, $7.02 each: No. 
3, $7.22 each. Overland coaster 

wagons, 50 per cent from factory 
lists; all steel coaster wagons, 50 per 
cent from list. 


Reading matter continued on page 
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COPPER RIVETS AND BURRS.—Call 
is fair from shops and factories. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Copper rivets and 
burrs at 30-10 per cent from lists. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Demand is improving 
with the favorable increase in the 
amount of building being done. Stocks 
are well filled and prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint, single bead, 5 in., $5.25 per 100 
ft.; 3 in., 28- ga. conductor pipe, $5 
per 100 ft.; 3 in. conductor elbows, 
$1.75 per doz. 

FIELD FENCE.—Call for fence shows 
a slight increase. Farmers are well 
ahead with their spring planting, and 
are ready to turn to this work. Prices 
have not changed. 

We auote from jobbers’ stocks, 
f.o.b. Twin Cities: Grade L hog 
fence, 26 in., $30.38 per 100 rods. 

Fr ILES.—Sales are fair in garages and 
shops. Retail demand is some better, 
the carpenters having shown some in- 
terest in this line. Prices have not 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: gest grade of 


files, 50 per cent: second grade of 
files, 60-10 per cent from standard 
lists. 
GALVANIZED WARE.—Sales are on 
an even basis, with full stocks from 
which to draw. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1, 
galvanized tub, $7.25; No. 2, $8; No. 
5, $9.20; heavy galvanized tubs, No. 
1, $12.30; No. 2, $13.50; No. 3, $14.70; 
standard galvanized pails, 10 qt., 
$2.65; 12 qt., $3: 14 qt., $3.35; stock 
pails, 16 qt., $4.50; 18 qt., $5.20 per 
dozen, net. 


GLASS AND PUTTY.—Demand is 
normal for this season of the year. 
Stocks are well filled, and prices steady. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 83 per cent, 
and double strength glass, 85 per 
cent from list. Strictly pure putty in 
50-Ilb. drums, $4.85 ecwt., and in 25-lb. 
drums at $5 cwt. 


HAMMERS AND HATCHETS.—Call 
shows some increase in the past few 
weeks, with the starting of the build- 
ing season. The home owner is also 
preparing for the spring repairs. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11% 
hammers at $12.60; Plumb, No. HF81, 
$10.50: Riverside, No. 611%, $10.50 
doz.; Hatchet, Plumb’s broad, No. 
2, $14.45; shingling, No. 2, $11.20 
doz.; Plumb’s claw hatchets, No. 2, 
$12.50 doz., net. 





40 per cent ahead of last year at this time. 

While collections were slow during April, there is a 
feeling that there will be a decided improvement in this 
respect during May. Prices have been very stable for 
some time, but there are indications of changes now, with 
several changes recorded in this report. Nails and wire 
have been lowered in price, and this change will probably 
act as a stimulant on business in these items. 


HOSE.—Dealers are featuring hose in 
their advertising, and this article is be- 
ginning to move out to the consumer 
at a very good rate. Stocks are full, 
with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Competition % in., 
at 8% ec. ft., Leader, % in., 5 ply at 
9%c. ft.; Good Luck, ®% in., 6 ply, 
poke. ft.; Bull Dog, % in., 7 ply, 13c. 
t. 


N AILS.—There has been a decrease in 
the price of nails, following changes in 
other nearby markets. Demand shows 
improvement with the start of building. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire nails 
at $3.25 per keg, base, and cement 
coated wire nails at $2.65 per keg, 
base. 
NESCO OIL COOK STOVES AND 
OVENS.—Sales are improving in this 
line, with the coming exodus to the 
lake and summer homes. Warmer 
weather brings better sales also, and 
modern methods of cooking demand the 
improved stove for the farm homes. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco oil stoves 
and ovens at 30 per cent to 30-5 per 
eccnt from list prices, 


LIST PRICES 
Nesco Oil Cook Stoves 


an Sn fe. cc ceaveneets $ 9.50 
PO, Bae BD BPPMOTE. cc cccccceces 17.35 
No. 2313 3 BurmerS.....ccccccce 2a.00 
No. 214 4 i: cntccatecess 28.00 
a a i Be. ce cumeeeecce 39.50 
No. 1102 High Shelf Only...... 5.25 
No. 1103 High Shelf Only...... 6.50 
No. 1104 High Shelf Only...... 8.00 
No. 1105 High Shelf Only...... 9.75 


Rockweave wicks, 25c. each. 


Nesco Ovens 


No. 05 1 Burner Solid Door....$2.10 
No. 5 1 Burner Glass Door.... 2.25 
No. 010 1 Burner Solid Door.... 4.15 
No. 101 Burner Glass Door.... 4.40 
No. 020 2 Burners Solid Door... 5.15 
No. 20 2 Burners Glass Door... 5.40 
No. 030 2 Burners Solid Door... 5.40 
No. 30 2 Burners Glass Door... 5.70 


Nesco water heaters, list price $45. 


The manufacturers of Nesco Oil Cook 
Stoves have four zone price lists, varying 
according to the freight rates. The above 
prices are effective in Zone 1. Prices for 
Zones 2,-3 and 4 are higher and will be 
quoted on application. 

PAINTS AND WHITE LEAD.—Prices 
are steady in this line. There is a 
very good demand for paints, with 
painting operations in full swing in all 
parts of the territory. As has been 
stated, dealers and jobbers alike are 
prepared for a fine season in paints. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $3.10; second grade house 


102 























May 7, 1925 


ASS IS LS SS TIS IS IS ISS STS ASS DSSS Os ay OS IS SS I 


- ee . se SSHRASASOHAS SC SHASSSSESSSASSSHSESSSTHSSSHSSHEESLAHSHEEOER EMEA EERMS 
IL TO 


v/ 
A) 


*% 
vy 
“= 


Ai 


= 


hw 


is 


ALA La a 


~~ 





ANB bt sO ae ia 


| stom 


© @'2@ 20 0'e220266¢ 


OTT 


eS Fee ee cat Fs 


< _S 





ee ae 





em 


rN JTL 


“L- 


SS eel all 


LA A ed 


= ti iF, 


AY JT 


“i 


A As a A 
FS ela Vee Fea 


AN IN 
co emer Fe. ttn, 
@ 0'8e2e020800086.2826)0.08 010 800.0.0688602'0 


a | 


x 


* 


+ 
ee; 


ec 
ry 
QUEL USEPA PTOI EU OAPUATA ETOP TO AAA EAT A PSEA EAD 


oe 


ote 
yin 


We 


390.0 @ eae 


MTT TT 


RRA XH YS 


@.0'@'@'2'0'S 0:4 61646 26 0.0.6e.088'e08: 


RAR SRR ME RY 


TOUUUDUT OLD AANTTND 


DUPAROI AANA ALNNNAETET HT 


Gla @ 8.0 ee 66.6266 8.8 @ 


TT 








| 


3 


| 


1 


HARDWARE AGE 








MMMM 


Machine Screws 
Stove Bolts 
ire bolts 


- 



































American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
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paints at $225 per gallon, and white 
lead in 100 Ib. containers at $14.4 
cwt., net. 


PAPER.—Building paper is moving 


which have been started. Prices show 
no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin ¢ “ities: Red rosin building 
paper in 25, 30 and 35 Ib. rolls at 
$3.25 cwt. 

PLANTERS.—Demand is very good for 
corn and potato planters now. 
are well filled, and prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Acme corn and 
potato planters at $9.75 per dozen, 
net. 


| SANDPAPER.—Call for 
_shows an improvement. 


HARDWARE AGE 


sandpaper 


_ buying more freely, and roll sandpaper 


_gress of building. 


better with the building operations | for floor sanding purposes is meeting 
with good sale. 


Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $6.65 per ream; second 
grade No. 1, $6 per ream, and garnet 
No. 1, $16.50 per ream, net. 


Stocks SASH CORD AND SASH WEIGHTS. 


—Sales show an increase, with the pro- 
Prices are steady 


_ as quoted. 


POULTRY NETTING.—Demand shows | 


a very good increase for netting with 
stocks well filled. 
change in price. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon poultry 
netting at 50 per cent from lists. 
PYREX OVENWARE.—Sales are on 
an even basis, and prices unchanged. 
We quote from jobbers’ stocks, 
fo.b. Twin Cities: No. 101 casse- 
roles, $1.33: No. 197, $1.17; No. 203 
pie plates, 50c.; No. 210, 67c.; No. 212 
bread pans, 60c.; No. 231 utility pans, 
67c.; No. 12 tea pots, $1.67; No. 24, 
$2, and No. 36, $2.33 each, net. 


ROPE.—Call is 
stocks from which to draw. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 28% cents per pound, base, 
and best grade sisal rope at 19% 
cents per pound, base. 


Unique Electric Cooker 


The New Everhot Electric Cooker, 
made by the Swartzbaugh Manufactur- 
ing Company, Toledo, Ohio, is_ built 
with the idea of permanence. 

The heating element built around the 
well is said to give volume without con- 
centration of heat, so that no part of 
the nickel chromium resistance wire is 
allowed to overheat and become strained 
and weakened. 

While the automatic control has been 
eliminated, it is claimed the cooker is 
really “automatic” in the results ob- 
tained, as a complete meal may be 
cooked for hours without attention or 
spoiling. 

The temperature dial in the cover 
works, in combination with the heat 
control, giving an accurate reading of 
the temperature in the compartment at 
all times. 

It is equipped with a four-station 
reciprocating heater switch that con- 
trols the current. On “high” the cooker 
consumes 660 watts; on “medium,” 330; 
on “low,” 165. The cooker cooks quick- 
ly or slowly, at the discretion of the 
operator. 

The range is enameled a pleasing 
gray, in harmony with its bright nickel 
trimmings. The case is built of steel, 
with a lining of pure, heavy aluminum, 
reinforced with a steel jacket and steel 
plate, insulating material with special- 
ly treated mineral wool as a base is 
used, while special latches fasten the 
cover tightly. 

It is made in two sizes. Catalog No. 
EC-1, one compartment cooker, is 30 
in. high, 16 in. long and 19 in. wide, 
equipped with a four-quart utensil, set 
of triplicate utensils, bake pans, racks, 
tongs and complete book of directions 
and recipes. 


There has been no. 
SCREEN DOORS AND WINDOWS.— | 
Demand is improving with the coming | 
Householders are | 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Silver Lake sash 
cord No. 58, Sl cents per pound; 
braided cotton sash cord, No. 8, 47 
cents per pound, and cast iron sash 
weights, $2.35 cwt., net. 


of warmer weather. 
repairing screens and preparing for 
the summer. Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common screen 
doors, 2-8 x 6-8, $1.82 each; fancy 
doors, 2-8 x 6-8, $2.16 each; steel 
frame adjustable screens, 24 in., $7.40 
doz., and wood frame extension 
screens, $6 doz., net. 


steady, with good | SCREWS.—Demand is improving, with 


stocks well filled. Prices have not 


| changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flathead bright 
screws 75-15 per cent; round head 
blued screws, 75-5 per cent; flat head 


The two compartment cooker, No. 
EC-2, is 30 in. high, 32 in. long and 19 
in. wide. 


Household Scale Attachment 
Indicates Height 


Jacobs Bros. Co., Inc., Brooklyn, have 
recently put on the market an improve- 
ment of their well-known Detecto: scale 
in the form of a height indicator. A 
few years ago it was unusual to find a 
scale in the home, but with the con- 
stant warnings of doctors and the daily 
press to watch one’s weight, they are 
thought by many to be a necessity. 
Weight according to height is watched 
by the majority today. Dealers will 
be glad of this attachment, which may 
be furnished at a reasonable additional 
charge. The height indicator is a 
simple attachment that even a child 
might use. It measures every eighth 
inch up to 6 feet. When not in use it 
slides into an especially built carriage 
and underneath the platform of the 
scale. The scale retains its compact 
attractiveness as heretofore. 


The B-X Saw Has Adjustable 
Features 


The B-X saw, made by the B-X Saw 
Co., 370 Atlantic Avenue, Boston, is so 
constructed that the armor of B-X can 
be easily cut right on the job with- 
out danger of cutting into the insula- 
tion of the wires inside. 

The blade at the front end of the saw 
is for cutting through armor; the same 
tool can be used to cut the wires by 
bending back the B-X and using the 


Builders are | 
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| brass, 70-10 per cent, and round head 
brass, 65-19 per cent. 
~SOLDER.—tThere is some improvement 
in the call for solder. Stocks are well 
| filled, and prices steady. 
| We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 36%c. per lb., and 
strictly half and half solder, 355 mC. 
per lb. 
STEEL SHEETS.—Sales show some 
improvement, due to the beginning of 
building and repairing. Prices have 
not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 ga. galva- 
nized sheets at $5.85 cwt., and ZS ga. 
black steel sheets at $4.75 ewt. 


| TIN.—As with sheets, there is some 
| increased in sales. Stocks are well 
| filled, and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke 
tin, ICL, 20 x 28, $14.25 per box, 
and IC, 20 x 28, 8S-lb. coating tin at 
$14.60 per box. 


| WIRE.—With the decrease in price of 
other wire products, fence and smooth 
wire has been lowered in price. Stocks 
| are well filled, and sales beginning to 


_ Improve. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed painted 
hog wire at $3.22 per 80-rod spool; 
barbed painted cattle wire at $3.01 
per 80-rod spool; barbed galvanized 

hog wire at $3.43 per 80-rod spool; 

barbed galvanized cattle wire at $3.21 

| per 80-rod spool; No. 9 plain fence 
wire at $3.25 cwt., and plain galva- 
nized No. 9 wire at $3.70 cwt., net. 





heel of the saw, which has a greater 
blade depth than at the front end. The 
blades are held in the frame by com- 
pression, which is uniform the entire 
length of the blade. The manufac- 
turer claims all perceptible vibration 
is thus eliminated and the life of a 
blade prolonged. A feature is a spe- 
cial slotted blade which permits of ad- 
justment for cuts of various depths. 
The frame will take the ordinary stand- 
ard 8 in hack saw blade. 

A unique and practical feature about 


the B-X saw frame, is that the blade 
can be held in such a way that it extends 
four or five inches, or more, from the 
front end of the frame, which makes a 
practical tool for sawing through l!aths, 
reaching inaccessible places and _ so 
forth. The blade can be pointed, which 
makes it efficient and practical as key- 
hole saw. 

Six saws are packed in a three col- 
ored counter display container, which 
is so designed that it convincingly tells 
the story; at the same time it displays 
the tool in an attractive manner. 








S. R. Silva, Elected President 
Juarez Baseball Club 


S. R. Silva, president of the Mexico 
Hardware Company, of El Paso, 
Texas, and Juarez, Mexico, has been 
selected as president of the Juarez 
Baseball Club. The Juarez Club be- 
longs to the Frontier League which is 
composed of clubs from El Paso, 
Texas, Fort Bayard, New Mexico and 
Douglas, Arizona. 


Reading matter continued on page 104 
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Reg. U. S. Pat. Off. 
No. 995758 which will 
be strictly enforced. 


DOMES of SILENCE 


A Fast Steady Seller 
Highly Profitable— 


Just display the carton 
MADE IN SIX SIZES: 


3% in., 1% in., °4 in., 34 in, % in. and 1-% in. 


Two Styles of Packing 


Straight Sizes Assortment as illustrated 


Packed yy gross sets any one Packed one dozen sets each 
—Jl4 in., 8 in. 34 in. /% In., 


size. + 
—total 14 gross. 


Your nearest jobber carries a complete line. 
Apply the largest size possible. 








c rag ¢ ncapmespem 
ae Log = She Perfect Furniture Footwear > = ves 


Better than Casters 
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Watch’em go for it! 


Men who appreciate good tools 
will be unable to resist the new 
Prentiss Combination Vise. It 
has everything they look for in a 
vise. 


Detachable steel jaw faces surfaced for 
maximum gripping power and perfect- 
ly tempered. Hardened pipe jaws. 
Four inch opening. Cold rolled steel 
sliding bar. Pressed-forged screw 
head. Ball ends forged on the lever. 
And the wonderfully improved collar 
fastening—iron fingers sunk into the 
screw shank so that they can’t let go. 


In a word, it’s the vise your customers 
want. It jumps vise sales. 


Finished in red and black. Packed in 
individual cartons, six to a case. Order 
from your jobber at once. Watch them 


go! 
PRENTISS VISE COMPANY 


106-110 Lafayette Street., New York City 
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Doing a Big Business in Small 
South Dakota Town 


(Continued from page 76c) 





charge. Again he put most of his stock on dis- 
play doors, with the result that the first year 
the Vivian branch sold $10,411 worth of hard- 
ware from an average stock of $1,813 and last 
year sales climbed to $13,386 and the stock ran 
$2,202. 

Mr. Francis is a firm believer in quality mer- 
chandise and his stock at Murdo consists of 
well known brands of paint, builders hardware, 
aluminum, enamel ware, cutlery, guns, ammu- 
nition, oil stoves, ranges, separators, pumps, in- 
cubators, stock tanks and cisterns—a range of 
stock typical of a small town store. The Vivian 
store handles, in addition, harness and automo- 
bile accessories and both stores do a fine busi- 
ness in garden and field seeds during the spring 
months. Seed sales for one day at the Murdo 
store a few weeks ago amounted to over $120. 

In speaking of advertising, Mr. Francis 
states: “There is where I feel I fall down. I 
use a regular ad in the local paper which I 
change each week, but try to keep it about the 
same size and in the same location in the paper. 
When I have some special or seasonable item I 
have a small “reader” set in black type and in- 
serted in between the local items. These are 
read and bring results. I use some circulars, 
road signs and little specialties occasionally. 
At Vivian I have used a store paper at times 
(there is no newspaper there), but not regu- 
larly. I liked this store paper best, but it took 
a lot of my time. Another form of advertising 
that I feel pays is to save boxes, rope, twine, 
wire and barrels that hardware comes packed 
in as they are always needed by customers for 
carrying merchandise in the country and tieing 
things on their wagons and autos. I never 
charge for these. Also, if a man comes in for 
a bolt, a screw, a burr or two or three nails, I 
make no charge, and I believe that every cus- 
tomer appreciates these small favors. They 
create a good will feeling that you cannot buy 
for many times what these items cost. 

“We try to change over windows each week, 
though at times they run longer than a week.” 

Canvassing is another part of Francis’ creed 
and in one week this spring he sold three cream 
separators and six cistern tanks through this 
method. He now has a carload of tanks on 
the way and which are all sold before he gets 
them. He says that in canvassing he cannot 
stop at every farm, but he does get a chance to 
see which ones need paint, tanks, etc., and he 
has sold considerable paint when the owners 
come into the store. 

One would naturally think that Mr. Francis 
would be too busy with two stores to do any- 
thing else, but he still has time to serve as a 
member of the school board, a director of the 
Commercial Club and secretary of the county 
fair association. In addition, this spring the 
cream buying stations in Murdo combined to 
lower the price of butter fat and consequently 
drove the farmer trade to other towns. 
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What They Say — 


(Continued from page T76f) 





Then, in another city, said this manufacturer, 
when he arrived, the jobber had made up a list 
of certain slow sellers and asked the privilege of 
returning these goods for full credit. This jobber 
stated that in future he proposed to carry only 
the quick movers. 

* * * * 

Another manufacturer emphasized the small- 
ness and frequency of jobbers’ orders. He dis- 
cussed drop shipments—the jobber unloading 
these expensive shipments on the manufacturer 
simply because the jobber was short of the goods. 

* * 


Another manufacturer stated that in former 
years, his salesmen could take orders from job- 
bers for future shipment. When these orders 
were in hand, he could safely buy his raw ma- 
terials and manufacture goods. Now he said 
the jobbers were declining to give these future 
orders, they expected him to carry a full and com- 
plete stock and to ship large or small quantities, 
usually small ones, any day or every day tn the 
week. “This method of doing business’”—said he 
—‘‘puts us in a position where we have no idea 
what our business will be, how we shall buy raw 
material, what plans we shall make in organizing 
our factory and, worst of all, it has enormously 
increased the cost of doing business. This sort 
of thing’ —he said—‘“‘may help in reducing the 
cost of distribution at one end of the line, but it 
is largely increasing the cost of distribution at 
the manufacturing end.” 

K * * * 

Another manufacturer, who has probably the 
best business in his line (hardware) in the entire 
United States, told me that he attributed the 
whole present disorganization in buying and dis- 
tribution to Secretary Herbert Hoover. He was 
rampant. He said the entire trouble with our 
country was in the fact that the Government had 
a lot of theorists monkeying with business. This 
sort of thing, he stated, started during the War. 
The Government got its finger in the business pie 
regulating business in war times. Washington 
was filled up with a lot of bureaucrats and para- 
sites at that time and now they are trying to 
hang on to their jobs by continuing to dictate 
to and interfere with business. 

*K * * *K 

Well, my two pages are more than filled. Again 
let me repeat, I am giving out the above as only 
a truthful report of what was told me on this 
recent Western trip. I have attempted to make 
this report as carefully and accurately as possible. 
The views expressed are not my own. The ques- 
tion is, whether it is true that all the propaganda 
that has been put out on the subject of turnover 
has so disturbed the minds of merchants that it 
is having a very serious and depressing effect 
upon general business. 








One reason we are a great nation is because 
we have been unable to exhaust our resources in 
spite of our best efforts. 











It Pays 
to Sell l 
Quality. 

















HEN you stock the Automatic 
\ Incubator and Brooder you sell 

a quality line which insures you 
the largest profit per sale and the greatest 
service and satisfaction to your cus- 
tomers. 
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Incubators and Brooders give continuous, de- 
pendable and profitable results always. Proof 
of their outstanding superiority is found in 
their long life—their unfailing ability to pro- 
duce more and better chicks—and in their ex- 
clusive time-saving features. The famous 
Revolving Chute absolutely prevents under- 
heating and overheating and the Patented 
— Rack saves steps and unnecessary 
work, 


The Automatic line is first choice with every 
progressive Hardware Merchant who appre- 
ciates Quality Merchandise with an exclusive 
sales plan. These features multiply sales and 
make additional friends whom he has never 
sold before. 


® 
Insist on learning what the Automatic line 
means to you before placing your next sea- 
son’s requirements. Ask your jobber or write 
direct for the Automatic Catalog and Mer- 
chandising Plans for 1926. Automatics are 
sold only. through hardware jobbers and re- 
tail hardware stores. 


It pays to sell Quality Merchandise that 
moves. 


The Automatic Incubator Co. 
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Advertising pay you 


Are you using our free sales helps? If 
you have them, don’t neglect them. If 
you haven't them, drop us a card. 


These sales helps identify you as a 
PENNSYLVANIA Quality Lawn 
Mower dealer to readers of the Saturday 
Evening Post, Life, Town & Country, 


Country Life, House & Garden, Garden 
Magazine, Golf Illustrated, American 


Golfer and Golfer’s Magazine. 


ENNSYLVANIA 


Quality 
LAWN MOWERS 


are so highly regarded that it will pay 
you to use our 
Store, Window and Car Cards 
Handsome Window Trim 
Counter Folders 
Illustrations for your 
Store Advertising. 











Let us know which of our mowers you 
| carry and the name of your jobber and 
| we will send you the above sales helps. 
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Which Side of the Street Is Best 
for Your Store Location ? 


(Continued from page 71) 


is the remark that “My business is different.” 
That line may be all right to hand out to a 
tired salesman, but it won’t do to tell your pub- 
lic. The people who buy hardware are people 
just like yourself. They have the same emo- 
tions, pains, troubles and pet ideas. If your 
business is different, you are in a class with 
deep sea divers or rat catchers. 

Hardware is no out-of-the-ordinary business. 
The average run of folk know something about 
it. True, their knowledge may be slimmer 
than a German mark, but they couldn’t be en- 
tirely ignorant of the things they are constant- 
ly buying and using. 

So, then, are you located in a place where 
vou have the best chance to let the world know 
what you’re doing? 

A few days ago a new delicatessen opened 
up on a side street, a little out of the way of 
general shopping traffic. It is doing a land- 
office business. Yet the Greek fruit man, who 
was the former occupant, did little business. 
Why? Location. 

It was like this. The neighborhood is a high- 
grade residential district, or at least it likes to 
consider itself as such. Women shoppers dis- 
liked to walk or ride out of their way to buy 
vegetables or fruit, preferring to get what 
they needed from the regular grocery store on 
the main street. But a delicatessen was quite 
another thing. Housewives would rather slip 
down the side street, away from the traffic, if 
they found it necessary (or convenient) to buy 
a ready-made meal for hubby. Location helped 
the delicatessen man and hindered the fruit 
man. 

You may not believe it, but two stores near 
each other, both in the same line of business, 
have a better chance to make more money than 
if they were separated by many blocks. A 
hardware store on one side of the street, and 
a hardware store directly across the street 
from it, will have little bad effect upon each 
other. If both stores are alive and up-to-date, 
each will have a helpful effect upon the other. 
But if one store is more progressive than the 
other—well, the slow store had better wake up 
or move. 

In picking a location there are several things 
to bear in mind. I can, in this limited space, 
offer only a few suggestions. Local conditions, 
naturally, govern everything. 

Determine the class of people who will pass 
your prospective store. Take into considera- 
tion the stores on either side of you. What 
business houses are on the street corners? 
What kind of a neighborhood are you in? Do 
more men than women, on an average, actual 
count, pass in front of your store? 

A location next to a bank might, at first 
thought, seem to be a fine idea. Yet a bank is 
what is known as a “dead location.”’” You see, 
a bank draws people toward it only about six 
hours out of the day. Even then, traffic is not 

















May 7, 1925 HARDWARE 


How Does a Merchant Differ 
from a Gambler ? 


7 E had been discussing the financial hazards of 
W modern business. Suddenly he asked: 

“What’s the difference between a merchant 
and a gambler?” 

““Well—” we began. 

“It’s simple enough.” 

“In some ways,” we attempted to explain. 

“T’ll tell you,” he interrupted. ‘‘A gambler conceals 
what he’s got. And a merchant shows everything in 
stock.” 

And then without waiting for our comment he con- 
tinued: “There are lots of men keeping stores all over 
this country who are out and out gamblers. They 
hide most everything they have in bins, on shelves, 
behind doors and in all kinds of out of the way places. 

“If they have luck they cash in on it. If not they 
lose. That’s gambling isn’t it?” 

That was part of a conversation we had recently 
with John T. Little in his store at Spokane, Wash. 
John T. Little is an institution in Spokane. Every- 
body knows him. 

Over his store front he has a sign on which he uses 
his name to good advantage in an advertising way. 
The sign reads: 

“Everybody Needs a Little Hardware.” 

And everybody does use a Little hardware. 

Little does a large business in what is commonly 
called small wares. He calls this class of stock “Little 
Wares.” 

“Show everything in stock,” he says. “Work all 
little stuff to the center of the store and display little 
things prominently in compartments on a center 
counter. 

“There’s big money in little things.” 

And he practises what he preaches. He has a horse- 
shoe open counter of small wares in the center of his 
store. 

He installed it in 1924. Since then his sales in little 
wares have increased more than 25 per cent. 

The big thing about John T. Little of Spokane is 
that he has lots of ideas. From time to time we will 
pass them along to readers of HARDWARE AGE. Watch 
for them; they’re worth your while. 








How Do Your Cutlery Sales 


Com pare ? 


The average pocket knife sale: 


In ordinary stores approximately..... $1.00 each 
In better than ordinary stores approx.. 1.15 each 
In good stores approximately......... 1.50 each 
In exceptional stores approximately... 2.10 each 


How does your average compare with the above? 
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Brace up your sales! 


With the spring cleaning and repairing 
comes the demand for door braces. Here 
is the chance to brace up your sales on 
Areade Hardware. Demonstrate our door 
braces in your store with an old screen door. 
Let your customers see for themselves how 
serviceable and strong the old door can be 
made with our braces. They sell them- 
se'vwes and there is a good profit in every 
sale. 


When screen doors have 
sagged so that free action 
is interrupted, the Warner 
Door Brace will square them 
up and hold them firmly in 
place. The action is positive 
and the adjustment is easily 
regulated to the right ten- 
sion. Attractively finished 
in a black baked enamel. 
Made in two sizes: No. 1, 
6 inches long; No. 2, 12 
inches long. 








An excellent remedy for a screen 
door that sags. Quick, powerful 
and effective, it is easily applied 
to the door frame with screws, 
and with a few turns of the mal- 
leable turn buckle, the door 1s 
straightened up in good shape. 
Made in two sizes, 21 and 42 inches 
respectively; these braces” are 
finished in am attractive black 
enamel. i 

















Your Business Hinges on 


Dependable Merchandise 


Attractive in appearance, and 
powerful in operation, our No. 7 
Spring Hinge embodies the highest 
tvpe of cast hinge construction. 
The spring is so attached that the 
dead center between the holdback 
and forward action is practically 
eliminated. The spring cannot get 
out of place. Finished in a fine 
baked enamel. 


Here is a convenient and salable 
package. One pair of No. 7 
Spring Hinges is packed in an in- 
dividual carton, together with the 
necessary screws, hook and eye, 
and door pull as shown in (the 
illustration below. 








Ask for Free Catalog of Hardware and Toys 


ARCADE MFG. CO., Freeport, II. 


ARCADE 
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We Give an Absolute Two-Year Guarantee 


Covering This Check 


Illustration shows with HOLDER ARM; can be supplied with 
REGULAR ARM. 
Operates RIGHT or LEFT-HAND doors without any change 
in the mechanism. 

Circular upon request 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 








HOUSECLEANING SALE 
SPECIAL $1.00 LEADER 


X FOR ONE 


ei BRUSH SET 


Ask the Clerk 


















Set Consists of 
Following 









ath ; 

Each set packed in 
carton 

This set of brushes as a “Leader” or “Special” 

for $1.00 Day or Special Sales has made hundreds 
customers for us. It’s a volume seller. 


Ash your Hardware Jobber 


JEAN CARO PRODUCTS CO. 


FREEPORT, ILL. 














Our Readers’ Forum 


(Continued from page 76H) 
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crease his profit will now welcome some 
concrete suggestions as to how he can take 
specific lines and use them not only to swell 
his profit, but also as a means of success- 
fully combating the ‘glorified peddler’ and 
the nationwide tendency to buy at the door 
and not at the store. 
Yours very truly, 
(Signed) W. J. MuNROE. 





An Answer to Mr. Snyder’s Query, 
‘*Are There Too Many Hardware 


Stores?”’ 
Dear Sir:— 
_ AM writing this in behalf of your 
article in readers’ forum signed by 
J. J. Snyder, known’ throughout 
Brooklyn, as ‘Snyder of Flatbush.’ 

“We have been operating in this vicinity 
since September, 1924, in a practical new 
location and carry a large stock for the 
builders and the retail trade; since being 
here there has been four stores opened 
around us, one store having another branch 
not even one half mile away having opened 
in January. ‘This branch store is giving 
up soon and is going to retain only their 
one original store where they started in 
business. As you know it takes capital to 
run two hardware stores, therefore I am 
in favor with Mr. J. J. Snyder’s views, etc. 
Many of: these hardware dealers imagine 
that they can operate their business so suc- 
cessfully in one or two years that if the 
late F’. W. Woolworth was alive that the 
5 and 10 cent stores would stand no chance 
in with’ them. 

“My honest opinion is that if we leave 
well enough alone, we will be on the right 
side of the business and rid ourselves of un- 
necessary headaches. 

“This is my opinion.” 

(Signed) Roosrvett Paint & 
HaArpDWARE Co., INc. 


Winfield, L. I., N. Y. 





Mr. Miller on Uniform Size Catalogs 
ie SHORT time -ago in looking over 
A several of your issues I noticed a 
number of requests for a uniform 

size catalog for smaller manufacturers, 
which would allow them to put their printed 
matter in nice shape for the retail dealer. 
This is not a new idea and one which it 
seems has taken some time for it to work 


out. 
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“I enclose you an article written in 
March, 1914, making a similar suggestion. 
I do not think that I was original even at 
that time, but when we think we are mov- 
ing pretty fast along commercial lines it 
might do us some good to occasionally look 
back to some of the earlier years and see 
what was done. 


A General Loose Leaf Binder 


The writer has just had an idea which he wishes to 
transmit to you, and one which I believe would be of 
great value to the retail hardware merchants, and to a 
great many of the smaller hardware or specialty manu- 
facturers. ° 
_ I believe that if the hardware organizations would 
investigate and adopt the loose leaf binder, of a size 
that would lend itself to the printing of circular matter, 
that all of the smaller manufacturers would be glad to 
— their matter on pages of this size and punch them 
o fit. 

We believe that the hinders could be gotten out at 
from 40 to 50 cents each for cloth binders and probably 
double that amount for leather, and the amount neces- 
sary to forward them to the trade. 

The smaller dealer who did not wish to invest any 
great amount of money could get a binder of 40 cents 
that would do; make a permanent catalogue, wherein 
he could place within a few minutes the one to five 
pages of different factories, and classify them as he 
thought best, either under the goods themselves or under 
the names of the manufacturers. 

As a manufacturer of smaller goods myself, we get 
up from time to time circular literature for distribu- 
tion to the hardware trade, and I know that a great 
deal of it goes into the wastebasket, or, if it doesn’t, 
it goes into the pigeonhole of some desk and is never 
where it can be found when wanted. 

This matter, with illustrations and descriptions of the 
goods on a loose leaf, of say 8% by 11 inches, and 
mailed to the hardware (retail) trade, they could in a 
few minutes put it into a binder where it would be in 
a permanent form, ready for reference at a minute’s 
notice. 

The national organization of hardwaremen need not 
do any more than just adopt the size of the sheet, but 
could do the punching and mailing by an arrangement 
with the different manufacturers of this class of goods, 
to forward them to the dealers at a stipulated price. 


“IT enclose this for what it is worth.” 
(Signed) J. K. Mitier & Co., 
Chicago, [I]. 


The Perennial Peddler 


All the selling devices and methods originated dur- 
ing the modern industrial age have not succeeded in 
eliminating the peddler, who was probably the first dis- 
tributor of merchandise, the business nomad. If he 
does not exist in his old-fashioned guise, he is still with 
us in the form of the house-to-house canvasser, declares 
Alvin E. Dodd, manager of the Department of Domes- 
tic Distribution of the Chamber of Commerce of the 
United States. 

“‘House-to-house canvassing,” he said in an address 
to a national trade organization, “although probably 
one of the earliest forms of merchandising, is mani- 
fested in a new form which, although of distinctly 
sporadic and apparently accidental character, now is 
accepted as generic and seemingly of a permanent 
character. I do not know how many kinds of mer- 
chandise are distributed in this manner, but it must 
amount to many hundreds of separate articles embrac- 
ing the whole alphabet of small commodities and even 
some larger sizes. The practice received a serious 
set-back during the period when the sale of lightning 
rods was associated with the utterances of fraudulent 
notes, but this stigma has not attached to the sale of 
sewing machines in rural communities. A list of sev- 
eral hundred articles sold in this manner has been 
prepared. It contains nearly everything that can be 
bought and sold, including even cemetery lots.—F'rom 
Today’s Business. 
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UNIVERSAL TEAM HARNESS 


for the Hardware Trade 
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SGUTH-WEST UNIVERSAL TEAM HARNESS 


Especially designed for Missouri, Arkansas and Oklahoma 
Made from Oak Harness Leather 


$45.92 Per Set Net 


11%” Heavy Breast and Choke 


—_ o— — 





74” Ring Crown Bridle 


” , Straps 

13" so Sy se Harness Leather Pads 

14%” Forked Turnback Re- 1“ x 20’ or 114” x 20’ Lines 
verse or Buckled in Hips Stee} Hame 


Heavy Breeching Priced less Collars 


Standardization as applied to harness manufacture by this 
company allows quantity production and will save dealers and 
consumers thousands of dollars. 

The Campbell Universal Team Harness, while suitable for general 
trade and team work, is made with slight changes to suit certain 
localities and traditions, using our standardized parts in its con- 
struction, and thereby lowering prices to Dealer and Consumer. 


The Perkins-Campbell Co. 
622 Broadway Cincinnati, O. 























Waren a hardware man comes 
into The Mechanics & Metals 
National Bank of New York he 
is at home. Here he meets 
friends who know how he does 
business, who know what he 
wants and who know how to 
provide for those wants. 








Let us demonstrate our knowledge of your 
business the next time you come to the city, 
or write us and permit us to visit you, 














THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 
Deposits June 30, 1924, $288,000,000 
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Light on British Price Protection Trade Ass’ns 


this point, “that, provided the original 
price charged by the producer to the 
particular purchaser to whom he sells 
is fair and reasonable, the further steps 
in the transaction as between whole- 


tage rather than to the detriment of 
the latter.” 

That the “original price charged by 
the producer” would be fair and rea- 
sonable, the committee felt would be 
guaranteed by the interest of the man- 
ufacturer not to place it so high as to 
limit consumption or stimulate severe 
competition. 


Price Cutting Against Public Interest 


Certain opponents of price protection 
legislation have placed special empha- 


sis upon the contention, first, that itis | — 
price, experience shows that prices of 


against the public interest and, second, 
that a contract under the terms of 
which a retailer agrees to observe a 
certain resale price upon an article the 
title to which he has acquired by pur- 
chase is unreasonable interference with 
his liberty to do as he pleases with that 
which is his own. The “P. A. T. A.” has 
analyzed these contentions with con- 
siderable care. With respect to the 
first point, Sir William says: 

“At first sight, to prevent unre- 
stricted competition is against the pub- 
lic interest. Experience, I maintain, 
proves the contrary. The real cus- 
tomers of the manufacturer are the 
public, the consumers, and the retail 
and wholesale buyers are merely the 
conduit pipes through which the goods 
pass from maker to consumer. 

“Next to his own interest, the inter- 
ests of the consumers of his articles 
are the chief concern of the manufac- 
turer. Having secured his own profit, 
he will support that system of trading 
which enables the public to get his 
goods at the lowest price. 


Producer Must Always Side with Public 


“In a conflict of interests between 
the shopkeeper and the public, the 
manufacturer must always be on the 
side of the public. Yet some of the 
shrewdest and most successful manu- 
facturers of articles whose names are 
household words have taken great 
pains to prevent their goods being sold 
at less than the fixed prices. 

“It is not unreasonable to infer that 
the object of such manufacturers has 
been to secure that the public are bet- 
ter served in the matter of distribution 
than would be the case if shopkeepers 
were forced by competition to sell with- 
out adequate profit. That many of 
them have for so many years persisted 
in the system of price maintenance is 
some evidence that they and their con- 
suming public have benefited thereby. 

“An examination of what happens 
under a system of unrestricted com- 
petition explains what, at first blush, 
may not be apparent. 
makes a proprietary article and creates 
a public demand for it. He wants to 
sell it, and the public want to buy it. 

“He and they need a distributing 


machine as efficient and as cheap a one 


A manufacturer | 


as possible. 


(Continued from page 77) 


Unless there are excep- 


_ tional circumstances, the manufacturer 


cannot deal direct with the public, and 


_he needs an intermediary. 


_are their wages. 


salers, retailers and the consumer may | Shopkeeper Performs Valuable Service 


be fixed and controlled to the advan- | 


“The consumer wants to purchase 
with as little trouble and delay as pos- 
sible; he likes to get the article at the 
nearest shop, if, indeed, he does not 
expect it brought to his doorstep. The 
shopkeeping community provides the 
most convenient and economic method 
of distribution. 

“They at one and the same time 
render service to the manufacturer and 
to the purchasing public. Their profits 
The public do not ex- 


pect service for nothing, and will not 

















fore 


get it. 
“In the absence of a fixed selling 


proprietary articles will reach so low a 
level as to leave no profit at all. Then 


the trouble begins, both for the manu- 


facturer and consumer. Instead of 
taking his fixed and fair wage openly, 
the cutter of prices takes it by stealth 
—sometimes, if not dishonestly, at any 
rate by questionable methods. 


“Swings” Versus “Roundabouts” 


“The shopkeeper lives by the profit 
he makes out of his customers. If at 
one time you, despite the efforts of the 
salesman to dissuade you from _ pur- 
chasing the branded article he was of- 
fering to sell so cheaply, succeed in 
buying it, you may think you are a 
good buyer; but the cutter will recom- 
pense himself by the extra profit he 
must make somewhat or other and your 
turn will come when purchasing from 
him or some other cutter an article of 
the value of which you are not so good 
a judge. What he loses on the swings 
he will make up on the roundabouts, 
and sooner or later, probably without 
knowing it, you will be patronizing the 
roundabouts. 

“The trade in branded articles under 
a price-cutting system becomes a thing 
to be avoided. The manufacturer loses 
his willing selling agent. The last 
thing the shopkeeper wants to do is to 
sell an article which does not pay to 
sell, and when he is asked for it he— 
in more ways than one--tries to avoid 
rendering the service which the cus- 
tomer expects of him, namely, that of 
stocking and supplying the article de- 
manded. 

“T have known the cutter who adver- 
tised that he did not want what he 
called ‘the exorbitant profit’ allowed 
him on the branded article, and there- 
‘cut’? it—making four times the 
profit on the article he induced the 
customer to take as a substitute.” 


About That Highly Prized “Liberty” 


Concerning the so-called “liberty” of 
the retailer to do as he likes with goods 
he has purchased, especially with re- 
spect to the price at which he will sell 
them, it may be pointed out with much 
force that the exercise of this freedom 
by a price cutter automatically de- 























prives every other retailer of his “lib- 
erty” to sell the article at its fixed 
price or at any higher figure than the 
cut price. Here, then, we have the old 
familiar illustration of two individuals 
each endowed with full liberty of action 
which, however, neither can exercise 
without due regard to the other or, in 
fact, without due regard to the entire 
community. 

The retail merchant who cuts the 
price of an article below the margin of 
profit necessary to do business renders 
that article an unprofitable and ulti- 
mately an undesirable item of mer- 
chandise on the shelves of every other 
retailer within the radius of his in- 
fluence. His competitors are thus de- 
prived of their liberty to make a living 
by selling the article in question at a 
living profit. 


Tough on the Hardware Retailer 


It may be assumed that in the case 
of a hardware store, for example, no 
retailer in that trade will cut a suffi- 
cient number of articles to render the 
business as a whole unprofitable. But 
how about the influence of the big de- 
partment store which, at the whim of 
its manager, may price all the hard- 
ware it sells on a profitless basis, se- 
curing its necessary overhead and net 
gain from unidentified merchandise in 
other departments ? 

After all it will be seen that this 
question of “personal liberty,” so 
called, has at least two sides. If one 
price cutter in the exercise of his free- 
dom can deprive all his competitors of 
their freedom there is something wrong 
with the particular brand of “liberty” 
involved. It may not be the God-given 
brand the opponents of price protection 
would have us believe. 

It goes without saying that the laws 
of the United States will never be so 
amended as to allow the full swing 
enjoyed by the Proprietary Articles 
Trade Association in Great Britain. 
Especially Congress will never allow 
manufacturers to band themselves to- 
gether in an association pledged to 
fight each other’s battles with price- 
cutting retailers. 


National Chamber Gets Into Line 


On the other hand, advocates of the 
legalization of voluntary contracts be- 
tween manufacturer and retailer for 
the maintenance of the resale price of 
a trademarked or otherwise identified 
article are confident that Congress will 
soon heed their call and pass a well 
considered law for this purpose. The 
National Chamber of Commerce has 
just swung squarely into line in this 
great campaign and at an early date 
will appoint a special committee to co- 
operate heartily with the advocates of 
price protection in their campaign for 
legislative action in the coming Con- 


gress. 
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Look for this | Get Our Attractive Dealer 


Trade Mark | Pyoposition on“Whipwells” 
The Egg Beater That Sells and Satisfies 


The “Whipwell” Egg Beater has been designed and con- 
structed to satisfy “every woman’s” requirements. Pop- 
ular-priced, attractive and fast-selling, it is an efficient, 
high-quality beater offering every hardware merchant 
an opportunity to profitably increase the sale of a real 
kitchen necessity. 


The “Whipwell” is made with a new type of sanitary 
handle and gives perfect control in action. Wire frame 
all one piece. Genuine driving wheel, insuring smooth 
operation. So constructed that the batters cannot loosen 
from the cogs or the cogs get out of mesh. Mechanically 
perfect and whips without splash or muss. 


























Packed in neat carton for effective counter display. re? , bi 
: : : a5] Vice 
Write to your jobber or to us for full details. tog — 
Cooperation is an important factor in our busi- ox ; ; 
~~ 
ness and we can help you speed up your turn- 1=) K 5 
over on egg beaters. “4 
+ 
uS4 
SHE 
- C. H. & E. 7 GOLDBERG i= ? 
A trial order will convince you of its 585-591 Hudson St —— Ss dat 
superior selling points , — As. 























WARREN HARDWARE STORE FIXTURES 
Make the Small Sale More Profitable 


The moment you receive a shipment of carriage or machine 
bolts, coach or lag screws, pipe fittings, automobile repair 
parts, etc., that moment your handling expense starts. And 
handling expense, plus time, is the thief of profits. 












Warren Sectional Bolt Cases 


not only provide economical and efficient storage space, with 
everything in its place, but they make small articles more 
quickly available. They save time in waiting on customers ; 
greater profit per sale. 

Built to the high Warren standard of quality, and in standard 
sectional units, Warren Bolt Cases possess exclusive features 
that make them a good investment 
for any retail hardware dealer. 





Folders illustrating and describing our 
complete line of regular stock Bolt 
Cases—with prices—will be sent upon 
request. 


If contemplating changes in your store, 


our catalog of “Warren Fixtures” will 
be sent upon request. 


J. D. Warren Mfg. Co. 


159 No. State Street 
Chicago, Illinois 


THERE IS NO SUBSTITUTE FOR WARREN FIXTURES 
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REPUTATION 


What we offer the Dealer in 
Hollow Screws is the built-up 
sale of the best known article 
—not just something that ought 
to sell. 


The extra strength of the cold- 
drawn screw is familiar fact to 
the men in shops. _ The spe- 
cial heat-treatment, the un- 
breakable quality, date far 
back in factory experience. 


But the sale that has grown 
from these things—from the 
years of promotion and service 
—is an asset the Dealer can 
annex to himself in a day. 


Practically speaking you will 
take over sales, rather than 
stock. You'll take over a Rep- 
utation—with a following. 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 


Pacific Coast Distributor: W. J. McRae, 
320 Market Street, San Francisco, Cal. 
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Approved! 
by the keenest buying 


brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by the 
use of efficient machines, 
the hearty cooperation of 
satisfied employees and 
specialization, the Tubular 
Rivet and Stud Company 
has for 50 years manufac- 
tured rivets that are the 
recognized standard in 


their field. 


Le 8 ee ee 
TUBULAR RIVET & STUD: 


COMPANY 


BOSTON 


Coast Representatwe 
J. T. MeDEVITT 
Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
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They'll be looking 


for these new tools 





Movie of a Man 
Threading Pipe with 
an Oster Bull Pup 


The tool that takes the work out 
of pipe work. A light, easy cut- 
ting die stock made in three dif- 
ferent models — each supreme in 
its field. 
3-Way Bull Pup 

Threads three different sizes of 
pipe without change of dies or 


guides. 

1-Way Bull Pup 
A handy, low priced tool which 
meets every threading require- 
ment on the smaller sizes. 


Ratchet Bull Pup 

The only tool combining the 
advantages of solid construction, 
adjustability for over and under 
size and ratchet convenience. 

Ask for our attractive discounts 
and full information on the Bull 
Pup line for easier pipe-thread- 
ing. 





The Oster Manufacturing Company 


Manufacturers of the most complete line 
of pipe threading equipment in the world. 


1976 E. 61st Place 
Cleveland, O. 

















No. 152—a new adjustable handle hack- 
saw frame—was designed especially for 
the auto repairman, the plumber, steam- 
fitter and electrician. The blade, of 
course, can be set to cut in any of four 
directions, but the handle with its thir- 
teen positive locking positions is the real 
box of tricks. It saves a lot of “twisting” 
around to get at the work and it will save 
a lot of blades and a lot of time. 


No. 172D—a thickness or “feeler” gage 
with leaves nine inches long—certainly 
fills the bill on piston fitting jobs and the 
many places in general motor and ma- 
chine construction and repair work where 
only a long leaf gage like this is practical. 
An all purpose feéler gage with eight 
leaves—.002, .003, .004, .005, .006, .008, 
010 and .015 in.—and any of them can be 
easily replaced if they become damaged 
in the course of time. 


Nearly 200,000 machinists and mechanics 
—readers of some of the magazines carry- 
ing Starrett advertising—have been told 
about these tools. They'll be asking you 
soon. 


Write for Catalog No. 23 “A.” 
THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 


Steel Tapes—Standard for Accuracy 


ATHOL, MASS. 






_ . \ a 


( 
ols 

















114 HARDWARE AGE | May 7, 1925 


TEGCO 


—(;lass Hardware, 


This new modern merchandise 
creates new and profitable business 


for you. 
Genuine Hand-Cut Glass Door 
Knobs 


(Design patent applied for) 








CORBIN 


SCREW 
PRODUCTS 











Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every _ description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, Sash and 
Ladder Chains. . 


oe 
ae 


GS bn 
cl 





Cut actual size of 24” 


The knobs are mounted in solid cast 
brass shanks with wrought or cast 
brass roses. 


ee eee 2144” 
<= eReese 134” 








Out shows acuta) 





ope 


We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The American Hardware Corporation 
Successor 


229 High Street 
New Britain, Conn. 


Branches: 
New York Chicago Philadelphia 


Western Fac : Da n, Ohi ° : 
ee Technical Glass Company, 


Incorporated 
2050 East 48th St., Los Angeles, California 


No. 721H Crystal 
Glas 


8 
No. 821E Opal 
Glass 


At a glance you can readily see the advan- 
tages and beauty of these door fasteners. 

The above “NEW’ goods are made in our 
own factory. They are of the highest qual- 
ity glass and the very best of brass trimmings. 


1 a 


For sale by all leading jobbers in U. S. 
and Canada 


Write us for name of nearest distributor. 
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Manufactured exclusively by 
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Century 16-inch 
Portable 5-S peed, 
Oscillating Fan. 














For Greatest 
Air Movement 


In large Offices, Restaurants, 
Theatres, Ice Cream Parlors, 
Department Stores, Libraries, 
and other public places. 


For general public use, where constant movement of 
a large volume of air is necessary—sell this Century 
16-inch Portable, 5-speed, Oscillating Fan. 

Every public guest or patron, to be comfortable, 
must actually feel the movement of the air. To 
assure such a comfortable condition, this 16-inch fan 
is designed to include a unique.and exclusive Century 
feature:—when it is tilted downward, as generally 
used on a side wall installation, it will blow on all 
of the guests seated within its entire sweep of os- 
cillation. It always blows air to the same level or 
height to which it is tilted, from one end of. its swing 
to the other—instead of blowing on some of the 
guests and over the heads of others. 

Combined with this is an ability to move a large 
volume of air, making this fan particularly useful in 
public places. 

Century Fans are built for either alternating or 
direct current service in these types:—9 in. and 12 in. 
Portable, 3-speed Qscillating—16 in. Portable, 5-speed 
Oscillating—9 in. and 12 in. Portable, Single Speed— 
58 in., 3-speed, Ceiling Fans and 16 in., 3-speed Ven- 
tilating Fans. 


Send for complete folders and sales data on all types. 


CENTURY ELECTRIC COMPANY 
1827 Pine St. St. Louis, Mo. 


29 Stock Points in the United States and 
More Than 50 Outside Thereof 


























_ Portable 





Coiling | 











There’s Money in 


Garbage Pails— 


Why sell garbage pails on the “‘accom- 
modation"’ basis when Witt Guaranteed 
Pails will make this one of your most 
profitable departments? 


Witt Pails sell easier and faster because 
they are backed by a manufacturer's 
guarantee to outlast 3 to 5 ordinary pails. 


That appeals to your customers’ sense of 
economy. This is only one of the guar- 
anteed features that will surely increase 
your volume of garbage pail business. 


The profits are there because every Witt 
Pail you sell means three times the in- 
come to be earned from the sale of ordi- 
nary pails. In addition to this Witt Pails 
are advertised nationally and have been 
for years, creating a ready demand. 
Order enough Witt Pails for an attractive 
display— it will pay you surprising divi- 
dends. If your jobber cannot supply 
you, write: 
Department D 


THE WITT CORNICE COMPANY 
Cincinnati, Ohio 


Manufacturers of 


Gud Org ug ris 


CORRUGATED 
‘CANS and PAILS 


THE BRIGHTON PAIL-— 

An active member of our fine medium weight line 
steps above the ordinary light pail in everything but price. 
Ideal for the special sale. Include it in your order. 








many 
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‘Perfect 


STUNUUY.001- (0000000000 OAGUUESUO AHURA PPPOE GAA OEEROULESEUAOSROULETODUEOO ARE UUTOHULSEOO LESS UOSOOESOOUASOROAREUESPEOAAOOOAOUOOUAOOGU SOSA 
The “Long Distance” Customer 


The fact that a certain statron 1s hard to 
get on his radio makes no difference to 
him—it’s the “programme” he’s after 
and he’s going to get what he wants. 


The fact that your store may be a little 
further for him to go—isn’t the point— 
“Perfect” Brand Screen Cloth is what 
he’s after and the dealer who has what he 
wants gets the business. 


Your Jobber stocks “Perfect.” 


QUIT HVLIGU OTUs 


LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 
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Tool-users the world over know PORTER 
BOLT CLIPPERS and no retailer stocking 
the PORTER tools has any occasion ever 
to argue with a customer as to their merits. 
Whenever a Bolt Clipper is asked for, the 
PORTER is accepted without question or 
doubt. 


Most dealers take pride in handling the rec- 
ognized best in all products they sell. 


H. K. PORTER, INc.. Everett, Mass. 
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MODEL: ¢ ~COES” 
From 28 ins. to 72 ins.—F rom 16 lbs. to 165 Ibs. 


That is the range of sizes of the Coes And while the Key-model handles the 
Key-Model Wrenches—from the small- widest possible range of work, it is es- 


est furnished regularly, to the largest — a for use ae sarge = 
shed ‘al order onlv. rass valves and unions and other costly 
— ¥: a ernie fittings which the use of “make shift” 
This size range has been found ade- tools usually score and damage. It is 
quate to fully meet every wrench work- guaranteed absolutely for severest ser- 


ing requirement of modern times. vice. 
Your Jobber will supply you. | 
COES WRENCH COMPANY Selling Agents 
“In Business Since 1841” J.C. McCARTY & CO., 29 Murray St., N. Y. 
JOHN H. GRAHAM & CO., 113 Chambers St., N. Y. 
Worcester Mass. FENWICK FRERES, 8 Rue de Rocroy, Paris, France 
















Sell People on the Idea The Quick 
of Keeping Their Tools Sharp aan 
Some one once said: “The world does not need to be TOOL 
informed so much as to be reminded.” GRINDER 
How true that is—dealers who continually keep telling No. 4B 


Grinder 





people how much quicker and easier it is to work with 
sharp tools tharf dull tools are usually rewarded by increased 
sales of Royal and Cheney Tool Grinders. 


Because these grinders turn very easily and the wheel 
carries an abrasive that is known for fast, smooth cutting. 


Let Them Sharpen a Knife on a Royal or Cheney 


and see for themselves how easy the job is done. 


Next sell them on the mechanical construction of these grinders. 
Show them how carefully every part is made and fits and how 
perfectly each working part functions. It’s the reputation back of 
the Grinders that counts. You know the Cheney reputation. 


Write for Catalog which describes the complete Royal and Cheney 
line. 
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Gabriel Dome Damper 


made in seven sizes. 

Hand or poker control. 

Positive in operation and 
unbreakable. 


A NAME YOU 
CAN BANK ON 


The name “Gabriel” on a coal chute or 
other building products is a stamp 
which signifies stability and best value. 
The dealer who sells Gabriel products 
not only places himself in the class of 
a merchandiser of highest grade goods, 
but Gabriels set a standard for others 
to follow. They build reputations for 
dealers. 


The exclusive features of the line of 
Gabriel Products, their quality and 
economy and the sound Gabriel sales 
policy toward dealers make for quicker 
and more satisfactory sales with greater 
profits. 


You can profitably standardize on this 
complete line. Unbreakable products, 
exclusive features and dealer economies 
of shipping, storage and distribution re- 
sult in added sales for dealers. 


Send coupon for profitable information. 
GABRIEL STEEL COMPANY 


Bellevue Ave. Detroit, Mich. 


ABRIR) 


PRODUCTS 


I am interested in: 
: Coal Chute [1 Ash Dump 





e Damper [] Collapsible Horse Leg 
Ash Pit Door [) Double Leg Bracket 
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Can You Sell 90% 
of Your Prospects? 


The Gabriel Rolled Steel 
Coal ( 'h ute i 


door. Roller and chain 
for automatic opening is 
standard on both types. 








Door 
Draft 
proof and unbreakable. 


Gabriel Ash Pit 
made in three sizes. 





—" 


Gabriel Ash Dump—fush 
on the bottom eliminating 
ali cutting. 


i 


Gabriel Collapsible Horse 
Leg, rigid and durable. 
Several types. 


x 


Gabrtel Double Leg 

Bracket showing inter- 

changeable studding at- 
tachment. 





furnished | 
with glazed door as illus- | 
trated, or with solid steel | 











Brookins Instant 
Price Charts 


Fit directly on gaso- 
line pump. Show 
price per gallon and 
quantity prices up 
to twenty gallons. 
Changed in an 1n- 
stant when prices 
change. Complete 
price range in each 


set. Furnished in 


either cent or half 
cent charts. 
Weatherproofed by 
baked enamel. 





Brookins Emer- 
gency Gas Can 


Made in two and 
five gallon sizes. 
Has flexible metal 
hose that eliminates 
need of funnel. 
Can’t spill or splash. 
Just the thing for 
carrying gasoline to 
stalled automobiles 
or to tractors in the 
field 


«ath tua \WS 
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You'll find it easy to sell a com- 
plete set of Brookins Oil Meas- 
ures, wherever oil is_ sold. 
They’re easy to sell because they 
make easy work of serving oil. 


The Brookins not only meas- 
ures oil—it puts st right in the 
crankcase—without a funnel, and 
with one operation. 


Any oil intake is easily reached 
by the flexible metal hose of the 
Brookins Measure. A_ handy 
thumb-valve controls the flow 
of oil—starts it—stops it. A 
specially designed lip prevents 
spilling when filled to the brim. 


From the Atlantic to the Pacific, 
Brookins Measures are standard 
equipment at filling stations of 
large distributors. The Brookins 
is rapidly replacing all other 
types of equipment for both 
drain pit and pump service. 
Made in one, two, four and five 
quart sizes. 


JOBBERS: See that you 
have an ample stock of 
Brookins Measures for the 
increased spring demand. 


THE BROoKINS Merce. Co. 
342 XENIA AVE., DAYTON, OHIO 





SERVICE STATION EQUIPMENT 
. 


Brookins Measures are Service Station Treasures 
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A Paint Stock that 


Pays Profits! 


UST picture a complete simplified 

line of quality Paints and Var- 
nishes prominently displayed in 
your store—28 fast selling items, 
all shelved in a space 9 ft. by 144 
ft. Every single can and color in 
this stock is there on its past record 
for sales. The STANDARD rack in 
your store will be a money maker 
for you—too. 


Every person who enters your 
store is greeted by this attractive, 
silent salesman, who is always on 
the job suggesting ‘‘Buy your 
paint here.’’ The STANDARD shelf 
stock meets every requirement, in- 
cluding a complete line of SO-E-zy 
household specialties. It is backed 
by a comprehensive Profit Plan 
that starts the stock moving and 
keeps it moving. 

Let us send you complete details of 
a plan ‘that is different and more 
attractive than anything which 
has yet been offered the paint 
dealer. Turnover means profit. The 
STANDARD plan means turnover. 


Send a postcard today 


CaIin~NT AND VARNWISH Orvisiore 


Sten dard Plate Glass Company 


General Offices 
PITTSBURGH, PENNSYLVANIA 


HARDWARE 
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The New 
SAVAGE 
Slide Action V4 
/4 Af 


Takedown, Repeating, 
Hammerless. 24-in. 
Octagonal barrel. Flat 
top sporting rear and 
bright metal blade front 
sights. For .22 short, 
long and long rifle cart- 











re A ridges. Weight 5% lbs. 
.22 Caliber | 


7 —Here is the 
* Latest “Savage” 


ee 


Repeating / re 
Rifle 


eA .22 CALIBER repeating rifle with 
an action as smooth as velvet. Shot 
after shot the forearm glides backward 
and foreward performing the functions 
of loading al ejecting without a jerk 
or a pause. 


That’s because there is no question 
about the design of the action. Safety, 
Simplicity and Durability are _ para- 
mount. requirements and you'll find 
them combined in the never- failing 
‘mechanism that is entirely enclosed in 
a graceful-appearing receiver. 


But you know a “Savage” is built 
right and will give years of unfailing 
service. What will make you want to 

ush these rifles is its fine balance and 

eautifal appearance. 


It’s “man-size” throughout— made for 
real shooting. 


—$21.00. You'll find more value 
and more business in the Savage 
Slide Actioh than any other repeat- 
ing .22 caliber rifle. 

Savage makes firearms for every 
purpose. Send in the couponbelow 
for our complete new catalogue 
describing the entire line. 


A full curved pistol grip stock, 
just the right shape toreachthe trig- 
ger without cramping the wrist. 
And the extra longforearm permits 
the long-armedman to“stretch out” 
with this rifle, orthe boy will findthe 
forearm within comfortable reach. 


And then—the price to the user 





ARMS CORPORATION 
Dept. No. 227 UTICA, N. Y. 











{ SAVAGE ARMS CORPORATION, Dept. No. 227 Utica, N. Y. 7 
] Send your new complete firearms and ammunition catalogue to | 
Pac: I 
| Street 
| City a ae | 
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| Now Is The Time To Keep Up Your Rope Stock 


The fisherman wants rope for his boat—the 
farmer wants rope for his hoist—the painter 
wants rope for his scaffold—the rigger wants 
rope for a yacht—the truckman wants rope for 
tying a load—the camper wants rope for his 
tent—the home owner wants rope for the well 
and other purposes. 








These are only a few of the different cus- 
tomers and uses for good rope. Be sure it is 








Manila Rope goes. 

Sisal Rope RAKCO Rope has always proved Good when 
" , the real test-—-SERVICE—has been given it. 

Binder Twine It is a profitable trade builder. 


Keep up your stock during the busy rope buying season. 


The R. A. Kelly Company 


Main Offi 
| Vout Oh; STOCKS Branch Office 
| enia, 10 Schermerhorn Bros. Co. The Morey Mercantile Co. N Orl La 
| Ohio’s Model Town Omaha, Neb. Denver, Colo. cw eans, ° 









Styles ‘‘ Graham "’ 
and ‘‘A’’ Alj steel, 
Practically Inde- 
structible. 


The Lawn Mower of Sustained Reputation 


What an advantage it is in selling lawn mowers to be able to truth- 
fully say: “Yes, the PHILADELPHIA was the first side wheel lawn 
mower. It was put on the market way back in 1869. It made good 
right from the start—and it is often referred to as the Lawn Mower 
of “Sustained Reputation,” because of its remarkable performance 
record—56 years doing one thing well—cutting lawn grass to the 
satisfaction of every customer.” 
















Dealers who sell the 


GENUINE 


“PHILADELPHIA 


are building up a business that is as profitable as it is permanent. Ty Tene. 
—_ * ‘ ; Riding Type. Combination 
And customers can choose from 25 different models including— Roller and Lawn Mower. 


18 Hand - 4 Horse - 3 Motor 
Send for No. 25 Catalog and Discounts. 
THE PHILADELPHIA LAWN MOWER CO. 


3ist and CHESTNUT STREETS, PHILADELPHIA, PA. 
im the Lawn Mower Business since 1869" 
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BRIDGEPORT, CONN. 


Trade Mark 


THE BRIDGEPORT SCREW CoO. 


Bridgeport, Conn. 


Representatives: 


George E. Quigley, Detroit 
Milton Pray Co.., ad Te me arog Los Angeles, Seattle 


Bridgeport Progress Exposition May 30th to June 6th 
CNAs 
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GRIFFIN— 


the hinge that is designed 
and made for lasting beauty 


of finish, pleasing simplicity 

in design, lifelong endur- ic, imma mic - Weecles paenan 
. id i { sizes and 

ance in service—the result 77 ee ee a Cellar Window Sets. Hasps 


in moisture proof paper and and Safety Hasps. Door 


of more than thirty years of packed one pair in a box Handles and Door Holders, 


with screws to match. Brackets, Push Plates, 


experience in the manufac- — write today for our price Di"eF Pulls, Door Stops, 


list and the catalogue of the Sash and Screen Lifts, Bar- 
rel Bolts. Corner Braces, 


ture of hinges. complete Griffin Line. Camas Teen, Cader, ae. 


GRIFFIN MANUFACTURING CO. 


45.WarrenSt.NewYork ERIE,PENNA. 74w.Lake'St.chicago, Il. 
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scg§ to 30% greater storage space. 
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Hees no upkeep. The Allsteel mark on shelving is 


To fit growing needs, additional units may be 
added later—or the entire installation moved 


‘ . 
oe* Le 
ee* le 


peri? and re-erected elsewhere. 


Allsteel Shelving has innumerable uses in office, 
store and factory, with low initial expense and 


your guarantee of permanent satisfaction. 
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btenit Dealers Everywhere + Canadian Plant: Toronto, Ontario 
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The General Fireproofing Co., Youngstown, 
Please send me without obligation a copy of your book, 


seee ese ees ses eesesesvegeseoasneend eens esveoseee6 


Write for a copy of ‘‘Saving with Sne!ving’’ 
THE GENERAL FIREPROOFING cO, 


Attach this coupon to your firm letterhead 
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If You Want a 
Real Man for 
a Real Job 
Take Three Dollars 


send it to us with copy for 
a HELP WANTED adver- 
tisement of 50 wordsand the 
CLASSIFIED SECTION 
will comb the hardware field 
like a drag net for the man 


you want. 


HARDWARE AGE is 
carefully read each week 
by hardware men who are 
progressive and do things. 


That is why it produces 


results. 


HARDWARE AGE 


239 W. 39th St., New York 








May 7, 1925 
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No. 574—The most popular adjustable shackle 
padlock. 


FRAIM PADLOCKS for the 


busiest auto accessory season! 


Here are four Fraim numbers which our 
records show have proved best sellers with 
the auto accessory and hardware trade 
everywhere. 

No. 574 (illustrated above) is a very effi- 
cient and satisfactory adjustable shackle 
padlock. Case-hardened steel shackle ad- 
justed to open from 7/16ths to 13¢ths inches. 
Cast brass case. 

No. 343 (as illustrated) a 
11%4 inch cast iron padlock 
offering wonderful value and 
meeting a wide range of re- 
a quirements. Case finished in 
x oleatestacn an rustless black. 





> FRAIM . No. 345 is the same style 
: LAM EAG TENDS lock as No. 343 but two inches 
> : : in size. A handsome and 
i No. 343 sturdy lock with a big market. 


No. 1343 (as illustrated) is 
the No. 343 Fraim padlock 
with elongated shackle, mak- 
ing it extremely popular with 
car and truck owners. 


The four Fraim locks de- 
scribed above are attractively 
priced, to satisfy both dealer 
and customer. 


Make sure that you are sup- 
plied with an adequate Fraim 
Padlock stock to meet the 
seascnable demand. 





No. 1343 
E. T. Fraim Lock Co. 
Lancaster, Pa. 
Selling Agents in 
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New York Boston Montreal 

Chicago Seattle Vancouver 

Detroit Ogden, Utah Philadelphia 

San Francisco Los Angeles Baltimore 
Winnipeg 
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YOU Could Do This! 


J. M. Stewart & Co., Indiana, Pa., writes, 
“We sold during the year 10 XXth CEN- 
TURY WATER COOLERS, 28 5-Gallon 
Bottles, 6 3-Gallon Bottles, and 3 Water 
Jars.” 


Owen G. Dunn, New Bern, N. C., says: “At 
the conclusion of the season we had sold 
every water cooler we had on hand and are 
looking forward to a better business than 
ever.” 


Where You Can Sell 


CENTURY” 
OOLERS 


Because the XXth CENTURY is clean and 
sanitary—never leaks—no dirty ice can 
come into contact with the drinking water— 
the water is always pure and cool—offices, 
factories, stores, hospitals, schools and other 
institutions are natural markets. 








We help you sell these 
groups by giving you ad- 
vertising folders, booklets 
and other selling aids with 
all coolers you purchase. 


New Book—FREE 


Write today for our NEW 
BOOK—“HOT WEATHER 
PROFITS.” It is a real 
helpful book written by a 
man who has had behind- 
the-counter experience and 
knows what dealers’ prob- 
lems are. Mail the coupon 
below. 


CORDLEY & HAYES 


10 Leonard Street 
New York City 





CORDLEY & HAYES, 
10 Leonard Street, 
New York City. 
Please send me your NEW BOOK—HOT WEATHER 
PROFITS—also full details and prices on XXth Century 


Water Coolers. 
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Detail View of Our 
Oil-Rite Double Act- 
ing Piston Pump. 





HARDWARE AGE 


Some Reasons Why It’s “Oil- Rite” 


Here are a few of the principal reasons why:— 
Automatically oiled RIGHT. Hence the name. No grease or oil 





cups to fill and attend to. 


DOUBLE FLANGE IN CRANK CASE — prevents oil 
from A re out and water or dirt from workin + By 
NK CASE IS —— WITH SUB TANTIAL HINGE 


for easy handling of case cov 
RENE 

hand hol 

into crank cas 
GE 


with the trade. 


EE Southern Suppl Company 
ee Ska e+e were Henion & Hubbell, 217-221 Jefferson St. 
einige 60 seee sree ee Hendrie & Bolthoff — < Supply Co. 
en 6s vc kn habeus eueeee Standart Bros. Hardware Corp. 
anges cpaeensweedeee wend English Tool & Su upply Co. 
+ 6-0 veoh 646 OU SENS 0 ON 6NbN 6S NCES NEE Laib Company 
iE: coos cesdtevene saseuestounen Central Supply Company 
RI i ee Sydnor Pump & Wells Co. 

PITTSBURGH........ Harris Pump & baskiy Co., 316 Second Ave. 





WABLE BRONZE “SLIP IN” BEARINGS ON PINION 


HAFT. 
SUCTION AND DISCHARGE VALVES ARE ACCESSIBLE 


without eee pipe connections. Suction valves are removed through 


PISTON ROD is drawn bronze. VAILWE SEATS are bronze, 
of the grid type, securely screwed into valve decks. CYLINDER 
pote ST a BOX GLANDS, VALVE STEMS, AND 


CROSSHEAD D GUIDE IS PACKED to prevent entrance of water 
AR “AND MAIN BEARINGS ARE CAST INTEGRAL, in- 
a perfect alignment of all moving parts. 
EARS are machine cut and fully enclosed for safety. 
You can easily see why the Oil-Rite is one of our most popular pumps 


Complete Pump Catalog Free 


THE DEMING CO. _ Est. 1880. SALEM, OHIO 


The nearest distributor will work with you for mutual profit. 
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Crane Company 








Backed by 30 Years of Fan Making 








8-inch Northwind 


Finished all over in light 
mat brass. Two-speed 
switch in base, cord and 
plug. Can be used as a 
wall fan, 


List Price, $7.50 








10-inch Oscillator 
Three -speed switch in 
base; adjustable oscillat- 
ing mechanism. Base and 


‘body dull black; blades 


dull brass. Cord and 
plug. Can be used as a 
wall fan. 


List Price, $15.00 


8-inch and 
10-inch fans 


“Universal” -— 
for 110 volts 
A. C. or D. C. 


For thirty years The Emer- 
son Company has been mak- 
ing electric fans. And those 
fans are noted everywhere 
for quality and long life. 
Many an Emerson has run 
for I5 to 20 seasons, and 
more. 


Northwind Fans, also made 
and guaranteed by Emerson, 
have been for ten years the 


100 Northwind Distributors! 





best answer to the demand 
for real fans at popular 
prices. 


A husky 8-inch fan, a I0- 
inch oscillator—they sell on 
sight! And there’s a good 
margin of profit. 


Send for “Profits on Fans,” 
our book telling all about 
the Northwind line. 


Wrsete us for name of nearest. 


The Emerson Electric Mfg. Co. 
2018 Washington Avenue 


50 Church Street 
New York City 


ST. LOUIS, MO. 
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Feature Work Savers 
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These Busy Spring Days 


Including of course the ever ready 
Bissell Carpet Sweeper; for here is 
one work saver that will lighten the 
burden of any woman’s daily routine. 


Quickly and quietly, day after day 
and year after year it will sweep up 
dirt and dust for her, whisk up lint 
and litter for her, save her rugs and 
brooms and time and strength—save 
her money too; a cheerful servant, 
a willing worker, one that works for 
nothing because it costs nothing to 


As easy to empty as it is to use, 
there is no substitute for the Bissell 
Carpet Sweeper for everyday 
sweeping. Women know this and 
that is why Bissell sales make new 
records every now and then. 


Nationally advertised, salable, there 
are few articles at the price that 
offer women so much comfort-and 
convenience and there is always 
profit in showing them with other 
related merchandise of interest to 











housewives during spring. 





operate a Bissell. 


Write for Bissell’s ‘‘Decorator” Display or the Spring Offer Announcement 





9 


The revised Toy and Miniature Sweeper 
Line is now ready. Ask for illustrations 
and prices 





New ie 5 and : txport Dept. 


CARPET SWEEPER CO., GRAND RAPIDS, MICH. West Broadway 


Carpet Sweeper 











If It’s Built on Brass— ! 
‘“AgThing Of Beauty Is A Joy Forever’’ | 


A coat of paint will beautify the surface and temporarily check decay. When 
the elements attack the foundation they go straight to the heart. 


Tumbler and Tooth Brush 
d Holder 














Metals of less enduring material succumb Satie enh Gasith Guach 
to the destructive forces. Brass has the power } Holder 
of resistance—the quality that survives! 


| — INGCO Bathroom Fixtures 


are made to give the hardware dealer not only an 
attractive line to feature, but merchandise that will 
create sales among those who appreciate the endurance 
as well as the appearance of “Ringco” Fixtures. 


The bases, or foundations, are constructed entirely 
from Solid Brass. Exterior finishes are furnished 
in either White Enamel or Extra Heavy Nickel 
Plate. 


Our catalog of over 300 individual designs will be 
sent you on request. 





es hs Write our nearest office if your Jobber cannot 




















supply you. a 
No, $381. Nickel Finish No. 3247, Nickel Finish 
AMERICAN RING COMPANY : 
Waterbury Connecticut 


BRANCH OFFICES: 


Boston, 170 Summer St. 
Chicago, 29 E. Madison St. 





New York, 2 Hudson St. 
) San Francisco, 116 New Montgomery St. 
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Many Sales Helps for the 
Live Hardware Dealer 


Manufacturers recognize the dominant selling power of 
the Hardware Age family of readers who do the great bulk 
of the business in the hardware field. 


This recognition is reflected in the advertising of these 
manufacturers in Hardware Age which, because of its vol- 
ume, diversity and high quality, has great business value for 


the dealer-reader. 


Get into the habit of reading carefully the manufacturers 
sales messages contained in the advertising pages. They will 
give you many valuable ideas on salable merchandise and 


successful selling methods. 
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No. 200 
Plain 
Grease Cup 








v 


Hinge. Lia Straight 


No. 52 
Snap Top 








For 30 years Empress Grease and Oil 
Cups have demonstrated their downright 
superiority for repair and replacement 
parts as well as for new work. 


Their great sale is due to the fact that 
each type is made exactly right for the Leather Packed 
purpose intended. 


Your Jobber will supply you. 





No. 207 


Grease Cup 








Oil Cup 


9 























NEW YORK, 220 Breadway 


DETROIT, 2760 W. Warren Ave. 
KANSAS CITY, 2005 East 15th St. MINNEAPOLIS, 983 17th Ave. 


BOSTON, 161 Massachusetts Ave. 


BOWEN PRODUCTS CURA TIN 


AUBURN, NEW YORK 


Branches 


Wick Feed: Reservoir Complete data on these cups and over fifty other types of grease 
_ and oil cups is given in Booklet No. L-102. 


CHICAGO, 2110 Michigan Ave. 
CLEVELAND, 7113 Euclid Ave. “ 


SAN FRANCISCO, Monadnock Bldg. 


Write for it to-day. 





No. 249 
Ratchet 
Grease Cup 























Two NEW SILENT SALESMEN 


RENCHES 


ror FORD onan oo 




















General Offices and Factory 


- Give these silent salesmen display 
boards a prominent place in your 
store and you will soon realize what 
valuable sales producers they are. 


We've picked out the wrenches 
that are needed for every day general 
home garage service and brought the 
cost down to a point where the assort- 
ment can be secured by a dealer at a 
very small outlay. There is no charge 
for the display board—that is sent 
free with your order. 

Every car owner is a prospect for 
the wrenches on these boards. As 
soon as you display them you will be- 
gin to realize what real wrench turn- 
over means. 


Ask for illustrated catalogue No. 500. 


WALDEN-WORCESTER 


incorporated 


Worcester, Mass. 


FOR orn CHEV EVROLES ans. OWNERS 











| JALDEN 
ORCESTER 
RENCHES 





eam & 
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linger on the shelves. 
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ACCURATE 
OF SPECIAL HARDNESS, DURABLE AND HOLD SHAPE WELL 
meng Sunken black markings. Brass joints. Rust proof. Light weight. With or 
wih without FOLDING END HOOK. 
DISPLAY No. 12, a substantial, attractive, colored card, carrying only four 
Aluminum Rules, as shown. It is the smallest assorted stock any dealer could 
- carry and sells the rules on sight. 
mm EACH Tapes, Rules, Mechanical Tools 
Send M7 SAGINAW, MICH. 
a THE [UF RAIN, FP GLE Ci a. New York Windsor, Can. 
UViNLUALUATU ELATED 4 
Radiovise 
Ss 
Morrill Products are made today just the same as they = : . . . . , 
have always been, that is, of the best workmanship and E This special vise which retails readily at 
| | : $5.50 shows the greatest value of any vise 
That is hy, whe sell them, you can rely on your = ° ° 
cae talents aa” i. tas aot’ the - made for radio, automobile garage, small 
best tool possible and he will come back to your store = workshop and general home use. 
There is a steady dependable profit in handling Morrill = Made with a Swivel Base and Jaws of 
Products because they sell easily, stay sold and don’t = steel 34 ins. wide which open to 4 ins. 
= Weight 19 Ibs. 
All Morrill ee are ptnentienr mg = meg in work- = 
manship, material and operation when they leave our = 
Factory, and we will replace, no charge, any part that = Write for prices and details. 
proves defective doing proper use and within reasonable = R IS G CO 
Our goods are illustrated in the Hardware Buyers Cata- : 
log and can be purchased from almost any Wholesaler. = P ROCK ISLAND, ILL. 
CHAS. MORRILL, Inc. VISES 2 
New York = 
MUO Ee Oe ee MM 


























No. 1111—6 inches Wide Heel Cut Back 


Growing demand for 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros." 


Selling Agents 
Wiebusch & Hilger, Ltd. 
New York 
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Copper ana Bronze 


SPARGO WIRE CoO. 


FLY SCREEN CLOTH 


If any dealer has never seen this per- 
fectly woven, most durable fly screen 
cloth, he should send for a Sample 
and Prices. It sells on its merits. 


ROME N. We 





“Globe” 


Plumb Bobs 
Sell Easily 


as they are perfect in balance, attrac- 
tive in appearance, and reasonable in 
price. 

Made of brass, with screw caps and 
steel points, in both long and short 
neck types, they fill all requirements. 





Furnished in short neck type in 6¢ 
and 8 oz. weights, and in long neck 
type in 6, 8, 10 and 12 oz. weights. 


Not only easy to sell, but profitable 
too! 





wong Neck Type 
Just write for prices today 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 


Branches Philadelphia Washington 
Chicago New York Milwaukee 
New Orleans Pittsburgh factory 
San Francisco Chicago, Illinois 








Manufacturers of Mechanics’ Auto Tools for 14 Years 







Years of 
Experience 
Back 

Every Set 


Set of 6 socket wrenches with off-set handle 
in handy card-board box. Fully guaranteed. 
Packed 100 sets to carton. Send for sample 
and prices of the new Miller. 


Handsome Profit for You 


Jobbers and dealers realize big profits on 
these sets, also on our Feeler Gauges called— 


The Cat’s Whiskers of Mechanics’ Tools 


Blades take in 
any required set- 
ting used by 
motor mechanics 
or machinists. 
Mad 


3” blades. 
Write fer Dis 
Counts. 





MILLER TOOL & MFG. CO. 


DETROIT MICH. 


Eastern Representatives James A. Gaffney Co., 35 Warren St., New York, N. Y. 
Western Representatives : Alden Glaze & Co., 143 Second St., San Francisco, Cal. 

















OLIVE AR 





(NV ANRSTEL 













“gee 9CORPOR ATION ~via 
BOLTS, NUTS, WASHERS, WAGON FORGINGS,TELEPHONE SCREW RAILROAD SPIKES, 
RIVETS, PICKS,MATTOCKS, AND TELEGRAPH POLE LINE TRACK BOLTS, STEEL BARS, 
GRUBHOES AND CROWBARS MATERIAL,ETC. BOAT SPIKES, CONCRETEREINFORCEMENT BARS. 


EASTERN OFFICE 


SO CHURCH ST., NEW YORK CITY. 








PACIFIC COAST OFFICE 


MONADNOCK BLDG.,SAN FRANCISCO,CAL. , 
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WOOD —, 
SCREWS 





MACHINE 
SCREWS 









IRON. ES 


™ f (Reg. U. 8. Patent Office) 
MICKELED : 





Continental 7o°R seu Ma. 











Genuine Armstrong 


Stocks and Dies 


Are always in working order. They rep- 
resent the utmost simplicity and efh- 





ciency in operation. 





The New Ce err | 


Double End Diamond 


Is the latest addition to the most com- 
plete line of adjustable wrenches made. bear this trade-mark: 
Four sizes, 4 to 6, 6 to 8, 8 to 10, and Io 
to 12, all in either full or semi-polished 
finish. 

Diamond Wrenches are Drop Forged 
from High Carbon Tool Steel. Scientif- 
ically hardened and drawn in oil. The 
tools with jaws like a cold chisel. 





All genuine Armstrong stocks and dies 





oe 





*4 





Be Sure You Get the Genuine 


Write for a complete catalog. 
Diamond Calk Horseshoe Company 
4622 Grand Ave. Duluth, U. S. A. The Armstrong Manufacturing Co. 


Diamond Tool Steel Wrenches Make Fast Friends Fast Bridgeport, Conn. 














Better Stock ’em 


Sales on the Lightning, Gem and 
Blizzard Freezers are increasing 
rapidly year by year. Progressive 
housewives are learning that the 
best way to make pure and whole- 
some ice cream easily and quickly 
is in one of our easy running 
3 freezers—and at a small cost. 

They sell on a reputation established by more than thirty years 


of high class service and they stay sold. This means permanent 
pro 
The Blizzard is simpler in construction and a trifle cheaper, but 
ellis as well as either the _ mens | Gem and should be ordered 
—— either style to satisfy e demand 
Hadn’t you better get % A+ with your jobber at once. Bes 
to include sales helps in your order, or write for these hineot 
to ust THEY ARE FREE FOR THE ASKING. 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 
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770B Bicycle 10’ gue ra 
Rolls Ball Bearing — CYCLE 
771B Bicycle 11” & _ . 
Rolls Ball Bearing 
Warranted for 3 
years for family §& 
use. 


“ANCHOR BRAND” 
CLOTHES WRINGERS 





- pXCHOp 
Have been true friends to housewives for over a BRAND 
generation. 
The satisfaction they give makes more sales and wins 
more friends. TRADE 
Stock ANCHOR BRAND WRINGERS and profit by 
this friendship. 
Best on Earth. Every One Warranted. if 
, L.M. CO, 
Lovell Manufacturing Co. ERIE. PA. 





ERIE, PA. 


Largest Manufacturers of Clothes Wringers in the World. 








American Folding Rule Display 





Frequently a sale is lost unintentionally. Your 
customer 1s more apt to remember when he is 
reminded. 

A prominent display will always attract a man and 
most often tell him what he needs, or should have. 
Put all your rule stock where it can be seen and 
sold. 











Th the window and 
on the counter, too 


OUR Crescent display cards will do 

double work for you if you put them 
on the counter when they are not in the 
windows. If you have not yet received 
your display unit, order today from your 
jobber or write us direct. 


Crescent Tool Company 
204 Harrison St., Jamestown, N. Y. 


COT ee, eg NT a 


~ Originators of the Fa Wrench ~ 








A complete 
show case that 
will save shelf 
space and speed 
up your sales. 
Cabinet is di- 
vided into con- 
venient com- 
partments, 
plainly marked. 
Rear door per- 
mits easy ac- 
cess to stock. 


A\MERICAN 


Write us for prices and full detatls. 


AmericAn RULE MFG. CO. 


486-496 Johnson Ave., Brooklyn, N. Y. 





Folding Rules are made of the finest 
flexible white maple with cold drawn 
steel joints. They can be sold at a moderate price 
and allow liberal profits to jobbers and dealers. 

We also make a complete line of Steel Tapes and 
Glazier’s Rules. 


Furnished free 
with every or- 
der for a nomi- 
nal quantity of 
folding rules. 


A real sales 
help for every 
hardware deal- 
er. It will pay 
you to put one 
to work. 


















convinced. 


= Made in the “L. & G.” 
QUALITY, both in FIN- 
ISH and WEIGHT. Or- 
der a Sample Line and be 














NEW YORK 





LALANCE & GROSJEAN MFG. CO. 


CHICAGO BOSTON 
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Six Cartons of Tacks Will Meet All General Requirements 
For Household Use—Why Carry More? 


Sell Tacks the New Way 
According to LENGTH— 
Not by Ounce Markings 









If your Jobber does not have them—write us 
and mention the name of your Jobber. 


Superior Tack & Nail Co., Derby, Conn. 


Catalog electros furnished on request 

















- er a emer ory 





friction points. 
OUR FREE MANUAL is packed full of real sales 


MONARCH METAL PRODUCTS CO. 
4960 Penrose St. St. Louis, Mo. 






































) | Wood Screws, Machine Screws, ‘ 
















= o 

This is the check } Cap Screws, Set Screws, Stove ; } 
7 L I Bolts, Sink Bolts, Hanger Bolts, H 

that locks tight Nuts, Rivets, Bums, Specialties | 

5 5 

No wonder the Monarch Casement Check sells! This £ L 

handsome, sturdy device permits casement windows, 4 = 

transoms, chest and window seat lids to be opened or 4 £ 

closed as much or as little as desired. Stops slamming, 1 = 

rattling and noise. Requires only 2 inches space be- ‘ £ 

tween sash and screen. Copper against steel at all ‘ 4 

v1 L 


information. Write for it. 





Manufacturers of Monarch os Hardware and Monarch- RUE economy in cles selection of Screw or Bolt Products 
Surface Bolts. 
consists in using those that are exactly suited for their 


MON ARCH pentane service and that possess unexcelled quality and 
CASEMENT CHECK " 'REEDE PRINCE MFG.CO. 














WORCESTER, MASS.U.S.A. 6496 
WESTERN BRANCH arCHICAGO- 12] NORTH JEFFERSON ST. 























Mop Strands Cannot Clog the Bearings 


The BULLDOG Mop Wringer is made with Patented Mop Guards which 
positively prevent mop strands from becoming entangled and clogging the 
bearings. No other Mop Wringer has this feature. 

Multiple Foot Operated Levers affording great pressure insure thoroughly 
dry wringing of the mop, as the Triple Rollers of Hard Seasoned Maple 
squeeze out more dirty water in one operation than any other mop wringer. 
A wonderful seller. . 

Two sizes: 20 and 14 qt. For Janitor and Home Use. 

Write for Folder and Prices. 

ree 



































Siot for Approech Fell =. Manufactured by 
ae andes 
ae Hon y }4*" BUSHNELL NOVELTY CO. 
— —} : Mansfield, Ohio, U. S. A. 
= _—? Pioneers Established 1896 


Mop Guard 
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cushion. 
catalog, 


| 
| 
| 
| 
| 


Elastic Tip Co. 





out noise or scratching the floor. 
This line is only one of our big sellers. 


Tips For Hardwood and Marble Floors 


Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather. 


The chair is able to move about freely with- 
The felt washer acts as a 


Write for 





370 Atlantic Ave., Boston, Mass. 








bn ee seers meee til WR mie LA 
"ym ee 


1Bic ProFits 





in this 
Important 
item of 


Home 
Hardware 





Regardless of season,“fixing up” around the home— 
inside or out—is alway in Order. 
ZIMMERMAN FASTENERS hold shutter securely 
in any position—open or closed. Sell BIG—and keep 
your cash register opening and closing with a steady 
volume of sales. 
A good item for window display. Practical. A sight- 
seller that every householder wants. Stock them now 
for good year-round business. 

Write for catalog and liberal dealer’s prices 


THE G. oa S. ZIMMERMAN COMPANY, INC. 
2 Broadway, Frederick, Maryland 


IMME RMAN 


FASTENERS for SHUTTERS and CASEMEN TS 

















HERES THE REAL THING 
Im a Mechanic-/ know 


he VJhe Blade with the Reputation te 
- ss 


STAR HACK SAWS 


CLEMSON BROS. Jnc — Middletown, NY 





The skilled mechanic, profiting by his long ex- 
perience, uses great care in selecting his tools. 


Makers Since 1883 


CLEMSON BROS., INC. 
Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU 
ABOUT HACK SAWS. WRITE 
FOR BOOKLET. 




















Heller’s Reference Book on Hardware Store Fixtures will be 
mailed free upon request to any Hardware Dealer 

Every one of the scores of beautiful pictures and every line 
of the reading matter is designed to increase sales in Hard- 
ware Stores. 

Many of the interesting problems solved in modernizing over 
2000 Hardware Stores are made clear. Always the Dealer 
writes ‘‘You have increased my sales.’’ 

The display difficulty that has baffled you has probably al- 
ready been solved in one of these many Hellerized stores. 
It need bother you no longer. Ask for your copy of 
Reference Book No. 27-A. 


W. C. HELLER & CO. 


Main Office and Factory: 
700 Wabash Ave., Montpelier, Ohio 
Eastern Display Room: 
20 Vesey St., New York City 


A GUIDE TO BETTER BUSINESS 








Coupon 


W. C. Heller & Co. 
Montpelier, Ohio 


Please send without charge 
and without obligation on my 
part the reference book en 
Hardware Store Fixtures ad- 
vertised in Hardware Age 
Magazine. 
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REFRIGERATOR HARDWARE 


Hinges—Levers—Latches—Locks—Catches 
Handles—Fasteners—Corners 





All These in a Variety of Styles and Sizes 
Are Contained in 


THE BRAINERD LINE 








| Reduced Size No. 188 
HIGHEST QUALITY 


Have You Our Catalog? 


THE BRAINERD MANUFACTURING CO. No. 638 
EAST ROCHESTER, N. Y. 


PROMPT SERVICE 





Reduced 











It Expands Four Ways 


“Forway” 


Expansion Bolt 


is made of ‘“‘Certi- 
fied” malleable 
iron known to re- 
sist moisture and 
last indefinitely. 


Anchors at any 
depth—no_ collar 
or sleeve necessary. 
It will not creep 
forward. 





’ 


‘“Forway” Expansion Bolt is recognized by 
every user as the “Better Expansion Bolt.” 
There’s a Sample Bolt for every interested 
Dealer. 


Write for Both Sample and Prices. 


U. S. Expansion Bolt Co. 


Manufacturers—Patentees 


139-141 Franklin St. N. Y. City 














Speed— 
Simplicity— 
Ease of Operation 





Speed and ease of operation makes the Kimball 
Hand Power Elevator alittle giant for service wherever 
a light, durable, easi'y installed elevator is needed. 

_ This machine is fitted with roller bearings, is chain 
driven and operates with ease and speed. Once in- 
stalled your hand power elevator needs little or no 
attention as it functions without oil or grease. All 
parts are sawed, drilled and fitted and the machine is 
easily installed in a small space. 


Write for full particulars 
on the Kimball Elevater 
Machine you need. 





K|MBALL BROS, CO 


COUNCIL BLUFFS,IOWA 





‘ 1117—41 Ninth Street 
el: a IGN 


Council Bluffs, lowa 






















Packed 1 or 2 doz. 10c pkts.to a Carton | 
Send for . 
Illustrated envetioen: Ser 
Folder of 25 years 
Caunter Great Demand 
Displays Good Profit 











Push-Pins Push-less Hangers 


**Glass Heads-Steel Points’’ **The Hanger with the Twist” 


To “ Hang Up Things” in Homes, Offices 
and Schools. Ask your Jobber. 


Moore Push-Pin Co. 












SO BOSS The Improved Cow Hobble 


Selling fast wherever cows are 
milked. The So Boss Com- 
bination Hobble and Tail 















generous profit for the dealer 
Sold by Packed in individual cartons 
Leading —unit packages of six in- 

cludes display material—Na- 
J obbers tionally advertised. 


Simonsen Iron Works 


Sioux Rapids, lowa 














Says this advertiser,— 


a your publication, and my it 

ran in ee as our 
opinion that fer anything with hard- 
ware business, Harmpwarz AGE is, without doubt, 
gy qn fer advertising.”—J. H. Yewdale 





It pays to use the Classified Opportunities See 
tion of Hampware AGE. 
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ll the Best 
“Old Fashioned” Quality C Se 
Q aE a1 HARDWARE 
+ For Hard-wear 
For more than 48 _ years 
9 Bommer Spring Hinges have 
maintained their leadership and 
ce) proven their superiority over all 
(e) |_| others. 
te =6 They have kept pace with the 


times, because they have been 
kept up with the times whenever 
improvement was possible. 


BOMMER 


SPRING HINGES’ 


ARE THE BEST 





Two of the Best 
Tools Made 


Recognized by the trade as 
the best; why not carry a few 


of them for your better trade. Replenish your stock with Bommer. 




















ore , They are in universal demand—are 
We are willing to refer in- quickest to sell—easiest to apply and 
quiries to you, are you willing the most satisfactory spring hinges 
to take care of them. made. 

Wee ] Your Jobber handles them. 

Vrite for our Catalogue Send for New Catalog 47. It isa 
big help in ordering. 

125 Columbia St. | Buffalo, N. Y. Manufacturers BROOKLYN, N. Y. 




















Known as Reliable for 
over Fifty Years 


SWEDISH TOOLS 


Are Noted for Their Durability 


Made from Swedish tool steel—the very best 














“BANKO” SWEDISH SCYTHES are the 
best Swedish scythes made. 

I1 styles 24 to 48 inches. Warranted to hold 
their cutting edge, thus giving complete satisfac- 
tion to your customers. 


|= Priest's 


The bobbed hair fad is at its peak ESKILSTUNA CHISELS 











| —take advantage of it. eA > cee ng 
eve ular Beve d 6 
| Priest’s Tiger and Shaver are mame — Oe 
ideal for keeping the cropped hair Pliers, all styles a Razer 
, short. The daintiness and light Sheomaker's Toole Sievert Blow Toroee = 
' ° ‘ Anvils n pers ng 8 
| hire = : ay always at Order from your jobber to-day, or write. 
| Remember Priest quality and SCANDINAVIAN 
service are back of every clipper WESTERN IMPORTING COMPANY 
116 Broad St., N. Y. 
AMERICAN SHEARER MFG. CO. chia tanidinie las iceainiiiltias 


NASHUA, N. H. Minneapolis, Minn. Montreal, Can. 
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No. 477A 





TAPLIN 
DOUBLE 
DASHER 


Packed in Handsome 
Individual Boxes 


At a Popular Price 


No beater at any price could do 
better work——none equals it at 
present. The speed and ease with 
which a bowl of eggs are beaten 
to a frothy aerated mass is a 
revelation. 


Centre Drive—lIron 
Frame and Gears 


Comfortable to grasp—no sharp 
edges to cut the hands. No holes 
or crevices to hold decaying food. 
No soldered parts to come loose. 
No parts that bend and cramp the 
gears. 

Douse it in water to clean—the 
finish is Rust Proof. 


30 Years’ Experience 
Behind This Beater. 





THE TAPLIN MFG. CO., New Britain, Conn. 
New York Office, 71 West Broadway 

















/) Get Ready 


ell 









ries the 


SPRAYER 


The bugs and blight come as regularly 
as the seasons, hence the demand for 
rayers is a yearly one. It is 
always an increasing de- 
} mand because farmers 


SS Ss every year learn the 
SS value of thorough 
~ Spraying. 
SS LW 
a 


of Hand Sprayer, At- 
omizer and Duster is 
found in the ‘“‘Acme’’ 
line. You can meetev- 
ery customer’s needs 
with a smaller invest- 
ment by selling the com- 
plete Acme Line, all pur- 
chased from one house. 


Farmers Know 
**‘Acme”’ Quality 
Every ‘“‘Acme’’ tool car- 
“Acme” Trade 
Mark—a brand that for 
years the farmer has rec- 
ognized as a safe buyer’s guide. 


Sold by Good Jobbers 


« 


104 EE = oT stint Tre 
Weed ls TUT Ped TS PATA ASAT UZ AHS 
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Prepare for 
This Sure 


Business 


VET aE HS 





The Sleeth Flex:- 
ble Steel Mat, link- 
built for lasting 
service, wins in- 
stant preference over unsanitary cocoa 
mats or decaying rubber mats. 


Made of galvanized steel links, easily 
cleaned and easily rolled up. Lasts a 
lifetime. 

Made in 9 standard sizes, large sizes or odd 
shapes for offices, apartments, theatres, stores, 
etc. The demand is there—are you prepared 
to fill it? 

Order from your jobber or write us direct. 


FERNALD MFG. CO. 
Dept. A North East, Pa. 


Makers of Adjusto Household Racks, 
Fernald Sweeping Pans, Gem Christmas 
Tree Holders, etc. 





San 





- 


inn)! SV cE an Se a SS ee ine 





1 








te. 


Everywhere 


“‘Acme”’ Toolsnever have been sold through 
general mail order houses. We protect the 
established jobber and dealer. National farm 
paper advertising and effective sales litera- 
ture helps you sell. Write for catalog, 
prices and name of nearest jobber. 


POTATO IMPLEMENT CO. 


DEPT.11 TRAVERSE CITY, MICH. 





















Note heavv steel wire 
folded around edge % 
through handle, 

ing absolutely - ] 
breakable handle. 


Here are three prime requi- ~ sagas a 
sites for the trade—dquick sell- ine alan 
ers, with rapid turnover, each yulk ¢ 
one a profit-maker and busi- 
ness getter. You’ll find M. M. 
P. Products sturdily built — 
each giving full measure of 
service—a line that you can 
cash in on extra profits. 


Sold by all leading Jobbers 








Michigan Metal Products Co. 


Battle Creek, Michigan 
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A New Can Opener! 


How’s this? One merchant in any town, selling a PERFECT 
CAN OPENER and able to get the news to each home in his 
town would, if no other merchant could buy it, in one year sell 
nine-tenths of the homes of his town. We believe that to be 
true, in that DEMAND for a BETTER CAN OPENER is 
insistent. Nothing has troubled the housewife more. It means 
much to ANY STORE to be able to sell a BETTER ONE 
than competitors, and this policy over a period of years is bound 
to enrich the merchant. We humbly offer an ENTIRELY 
NEW ONE—SATURN CAN OPENER, as THE BEST for 
general purposes yet shown. Order A DOZEN AT ONCE to 


try out. 

—— er oe vo in = —- < ores “ Ht 
on’t overdo the hand-to-mouth policy, but : ish. ; : 

STOCKS; never get out. Order some of each RIGHT NOW; ine Bie co — - 

you cannot go wrong. : : 

. 2 No. 2——24” ht.——18” dia. top—14%” dia. bottom 

No. 3——28” ht.-—20” dia. top——16%” dia. bottom 


United Royalties Corporation $ Union Steel Products Company 


1133 Broadway, New York $ ALBION MICHIGAN U. S. A. 
P4 Dept. 17 
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Union: Alt Perncse Baskets 


made in two sizes with either green enamel or 


f : — Fb 
ae 
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Send for a Semple 





and 

Trade- _ 

Prices 1 Ne, Special 3 

on Dead Bolt Night Latch 


No. 202 


‘ J ~ 
FROST’S st 
Only the key can open it. It 


may be operated just like an 


* « 
Friction Catches ordinary night latch; or by 
turning the key one turn 

backward; it securely locks 
the bolt and the inside knob. Thus 

We want every Hardware Dealer to see and locked, the bolt positively cannot be 
examine and try one of these practical little forced back or the door opened from 
Friction Catches. either inside or outside without the 


Put one on your Medicine Cabinet, or any proper key. 








small Cabinet, Cupboard or Closet that has Also our line of Padlocks is complete 
light doors. It’s easily applied, invisible when in every respect. We also make Special 
in use and highly efficient. Yctraaneen 8 $i nee — including 
. . utomobile Locks of all kinds. 
a 7 —— _ ne And don’t forget us when you need Key 
and CS ANG Sizes. P Blanks and Cut Switch Keys. We make 
rices, over 1000 different patterns—all of best 


Your Jobber Can Supply You material. Write for Catalog 7. 


C. L. FROST & SON (DINDEPENDENTIOCKCOGD> | 


28-30 Ionia Ave., S. W. Grand Rapids, Mich. LEOMINSTER, MASS. U.S. A. 
Mfrs. of cylinder locks, padlocks and key blanks 
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CARY’S 
Universal 
Box Strapping 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
300 feet and packed 20 coils 
in a case. Every coil is 
equipped with our patent 
metal hanger which makes 
it a complete reel. 


CARY’S 
Saw Edge Joint Fasteners 


Cary’s Continuous Cutting Edge Saw 
Tooth Fasteners are made of the best 
quality Cold Rolled Strip Steel, insuring 
a perfect fastener that will not bend 
while driving. You will not find frac- 
tures between the corrugations. Special 
effort is made to have the corrugations 
uniform so that they have equal draw- 
ing strength, 

These fasteners are the only fasteners 
manufactured with a continuous cutting 
edge, the patents, process and machines being owned by ourselves. 
Made in various widths and corrugations, also in coils wound 
right and left. 


Also Manufacturers of Steel Mats 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza Brooklyn, N. Y. 




















Now ~ 










“Perfectrim”’ 
and trimmers’ 






profits 






“Hit ’em” Nail 
and display. 


3319 Colerain Ave. 


Special Hardware 
for Automobiles é 


Millions of car owners 
=> need special hardware on 
their machines; they’re 
getting it now through 
hundreds of hardware stores 
which are reaping a harvest of 


Handy Trim’ Supplies. 


Put a Set on Your 
Counter; It Will Do 


No selling to do; no explana- 
tions; these hardware items ex- 
i plain 
selves, and you pocket a nice profit without a 
penny extra overhead. Put them to the test. 


Order a Set of 9 Today 
Your Jobber Has Them 


E Guilo-Vaindle Raxtls Co. 


Manufacturers 
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the Selling 






themselves—sell them- 








Cincinnati, O. 

















Which Hod Would You 
Rather Carry? 


If you had to haul mortar for a living, you 
certainly wouldn’t want to carry a hod that 
dripped water all over your shoulder. 

You would choose a Never Drip Steel Hod 
with its one-piece ends. You would go 
se on your way while the other fellow 


There are lots of hod carriers in your town 
who are bearing the discomforts of carrying 
leaky hods simply because they have not been 
shown the sensible and better kind. 


This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 


Cleveland Ohio 


i| Adjustable to fil arvy Lose af ary Sta 











Buy by the | 
Name 


Universal 
Hose Clamps 


When you buy Universal 
Hose Clamps you get good 
material, substantially made 
into a product that is a 
quality product in every re- 
spect. You are secured 
against dissatisfaction. 


Besides, every Universal 
Clamp has its patented 
“bead” that makes a leak 
impossible. In addition, the 
“Scores between Holes” pro- 
vide for a quick, clean break- 
off. These are exclusive Uni- 
versal features. No other 
clamp can claim or use them. 
One size—l to 3 inches—is 
adjustable to fit any size hose. 
unior Clamp, % to 1% 
inches, for occasional needs 
of srmall hose. 
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Te ee, 


Patents Granted 
March 20, 1917 
Maroh 1, 1921 


Specify Universals and be sure you get the genuine. The name is on 
every clamp and every box 


UNIVERSAL INDUSTRIAL CORPORATION 
NEW JERSEY 


HOSE 


HACKENSACK 


CLAMP 
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Tents and Tarpaulins 


For Every Purpose for the 


ROAD BUILDER 
CONSTRUCTION ENGINEER 
INDUSTRIAL CONTRACTOR 


WALL TENTS, TARPAULINS, STABLE 
TENTS, MULE FLYS, ALSO AWNINGS FOR 
STORES OR RESIDENCES AND CANVAS 
SPECIALTIES. 


Made to suit your own specification from the best 
materials. Every job guaranteed or your money back. 


ATLANTA TENT & AWNING COMPANY 
East Point, Ga. 








Baur Tacks have perfectly 
centered heads and shanks 


Pick up a box of Baur Tacks, take 50 in your 
hand and notice the clean evenness of the per- 
fectly centered heads and shanks. Clean-cut 
manufacture throughout. 

For a tack is rather a “lowly” manufacturing 
operation in the minds of most people, so we 
call to your attention the excellence of our 
product. 

Baur Tacks are thoroughly cleaned of oil and 
lime. They are “blued” perfectly and match. 
We aim to make “better,” not ordinary tacks. 


Give us a trial on your next order. We'll 
give you good service and an even quality. 


BAUR TACK CO. 


Indianapolis, 


Our complete line also includes Staples of every de- 
scription, Double Pointed Le gy Basket, Clout and Trunk 
aus. 


Write for Samples and Prices 


BAUR 
eee | 


Indiana 














this 
Offer 


We know that the TURNER 2 in 1 TIMER is a whirlwind 
seller. And we want you to know it, too! That’s why we are 
making a very special offer to dealers for a limited time. WRITE 
TODAY—and let us tell you more about it! Your inquiry 
obligates you in no way. 





A fast seller, because it’s a better 
product. New Turner Timing Disc, 
blending two insulating materials, posi- 
tively proof against pitting and burn- 
ing. Sliding brush, with all-steel re- 
tainer, makes and breaks contact with 
special brass contacts its full width. 
Turner shell and all-enclosed wiring 
assembly keep out ALL foreign matter 
—hence are SHORT-PROOF. Mechan- 
m ical perfection of TURNER 2 in 1 
ry 2” TIMER is result of eight years con- 
stant research. 


Quick View Oil Gauge 


.. The Turner Quick View Oil Gauge en- 
SO Te Ero. ables Ford driver to tell exactly the 
Instant Foot Accelerator, mount of oil in crankcase INSTANTLY 
2 in 1 Door and Throttle FROM THE SEAT! Simple, accurate 
Lever Extension, All Metal and can’t get out of order. FEasy to in- 

stall (replaces crankcase petcock). Its 


Visor, 2 in 1 Timer for |! \ 
Fordson Tractors and all- convenience and low price mean sales for 
Bakelite Junior Timer. y 
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Dept. E. 
Kokomo, Ind. 
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Special 
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“OHIO” 


Shoe Lasts and Stands 





* 








MADE ABSOLUTELY 
OF “SP cuarANTEED 
SEMI-STEEL AGAINST 
sar Grn” sBREAKAGE 





a 





The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 

Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 
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No. 80 Dependable 


Tinner’s Fire Pot 


Our new No. 80 Fire Pot has all of 
the latest improvements that give the 
best service. Powerful burner has 
single needle control, producing the 
highest degree of heat and is noiseless 
in operation. Heats large soldering 
coppers quickly and a six inch pot 
of metal can be melted at the same 
time. Dither high or low test gaso- 
line burns perfectly under all condi- 
tions of wind and weather. Extra 





CLANTON BtAM BC, strong and powerful and easy te 
No BO operate. Jobbers supply at factory 
PATENTED a © prices. Get a catalog. 
ime Telos MIGH us 
re CLAYTON & LAMBERT 
MFG. CO. 




















} POCKET SCREW DRIVER 
NO. 29! 














THE BIGGEST SELLING 
POCKET SCREW DRIVER 
MARCY TOOL WORKS, Inc., Putnam, Conn., U.S.A. 


Ask for latest price. DETROIT, MICH., U. S. A. NEW YORK CHICAGO 
75 Barclay St. 180 N. Market St. 

















NATIONAL LEVELS 





PERFECT—CORRECT—TRUE 
Our levels are manufactured by highly skilled me- 
chanics, and the best of material used. 


All levels are guaranteed against warping. 
Write us for our latest catalog and price list. 


NATIONAL LEVEL MFG. CO. 


6197 FIELD AVE. DETROIT, MICH. 





HACK SAW BLADES MACHINES 






“REDUCE YOUR COSTS” 


Samples furnished for testing. 
Write for catalog and prices. 
Sold by Jobbers. 





DIAMOND SAW & STAMPING WORKS 
BUFFALO, N. Y. 











M et ts i ¥| f = : 
<3) COMBINATION 
SOLDERING AND TINNING FLUX 





It’s easier and more profitable to sell the 


The best known products. Ruby fiuid is preferred 
Perfect Flux ay Ai non-corrosive, non-explosive and 
aw Order from your jobber or write te 
readily and repeats | The RUBY CHEMICAL COMPANY 

68 McDowell St. Columbus, Ohio 

















PAINE STOVE BOLTS | 


As Good as the Best 


One hundred bolts and nuts 
in a strong, substantial box. 
In bulk if you wish. 
Prompt deliveries. 

Sold to jobbers only. 


Semples and discounts on request. 
' No charge. 


THE PAINE COMPANY 


2949 Carroll Avenue, Chicago, Ill. 
33 Warren Street, New York, N. Y. 


























S-saVer-$ 


Scaffold Bracket 
Fixtures 


Packed in handy, attractive, 
fiber boxes for Dealer Dis- 
play. One pair, two pair, 
half dozen and dozen in box. 


Orville E. White 








Distributors 
The Lansing-Company 1000 Bauch Bidg. 
Lansing, Michigan Lansing, Michigan 











Breye) ae lan dite ile lite 


Russell Jennings 


eteeterae on the round of our 


Auger Bits 


nn ae ; ; es 
Bromoerirlmceieaauliarliioaete patent d by 


Mr. Russell Jennings in !855 


Russell Jennings Mfg. Co. 
Chester, Conn. 
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“WINDHAM” 
WIRE FORMER 


(Pat. Pending) 


A complete and handy tool for electricians, radio 
set builders and a It will accurately 











STONE MFG. C CO “a 
‘ . aN ee mmm 





form loops or eyes for No. 6, 8 and 10 screws, sala 
ge zadius end shar Fight angle bende, Known as both Adjustable “S’” Wrench and Nut 
as a aws an r cutters 8 too Ss 

ii at tn bak quality steel, dropped forged Wrench. Good seller for general use. Also rec- 
and carefully tempered in oil. ommended for places where a Monkey Wrench is 
We guarantee every tool against defects in work- not practical. Keystone Quality throughout. 
mans and materiais an promptly repiace " - . 
pag an ak um tart Gane te Malleable handle. Forged-Steel Jaw. 6 sizes: 
purchaser. : 4 to 14 1n. = 

Price $1.25 Each Write for Discounts, 
Manufactured by The Keystone Manufacturing Co. 


THE GOYER COMPANY Buffalo, N. Y. 


onne ° ° Sales Representatives—Surpless, Dunn & Co. 
Willimantic, Connecticut Se , } 




















Make First Keys to Locks Without Originals on the 
KEY MACHINE ay 


Add profits to your store without extra expense. Your errand P = 
boy or girl will make all kinds of keys with the BEISSER Lie] 

KEY MACHINE turning idle moments into money. (.& 
No experience necessary. fal 

Put in a Key Department. eRe 
Make $15.00 to $35.00 per day profits, 


Write today! SAMSON CORDAGE WORKS 
BEISSER KEY MACHINE BOSTON, MASS. 


COMPANY 
MEN Y.\~) « Ot O10) 230, 


7 West Elizabeth St., Dept. 105 
SAMSON SPOT, PHOENIX, and SACHEM BRANDS 


Detroit, Mich. 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 













Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 


— ad 
) een. ee = 
BSS 


| 
seinen ees 
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Safet 
SEL Reliability JURRES ROTOR H LOr sensen 


P erformance U S PAT OFF 


The Automatic Safety Valve prevents burst- 
ing pressure. The Superheating Burner Baffle 
and heater plug gives 400 degrees more heat 
from present-day gasoline or kerosene. 

The Twin Needle Control] obviates orifice trouble. The 
Leak-proof, seamless Tank, convenient Pistol Grip and 
other features are all Turner Patents. FEARLESSLY 
GUARANTEED. Order Turner No. 45 Blotorches and 
Turner Plumbers’ Furnaces from your Jobber. 

our Catalogue “B” 


Send for late catalog 
for more complete 


(] $2? The World’s Largest description. 
Exclusive Manufac- 





Quality Hand Screws 


Are asked for by 
name. 


Get them from your 
Jobber, or write for 





Edgewood Ave., Sycamere, — eo & A turers of Blotorches 
New York: The Turner Brass Works, 108 Chariton St. Fire Pots and Braz- ADJUSTABLE CLAMP co. 
ers. Hammacher, Schlemmer & Co., Distributors in New York. 
216 N. Jefferson St. Chicago, Illinois 
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Osborne High Grade Punches : 

















el & 
P. 
7 “< Ze ogi 3 


Speco Soldering Fluid is Belt Punches Arch Punches 


known for its protective as Spring Punches Revolving Punches 
well as non-corrosive qual- 





A varied and attractive line for the Hardware Trade. Also: Leather 





ity. 3 Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 
Send for trade-prices to- quality. 

1 The above tools will please your customers, as well as our famous Round 

aay. and Oval Punches. 


Remember we have had 99 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in 





eci emi making our products, 
Sp al Ch icals Co. We stand back of every tool we make. Try us. Write for Catalog 
Highland Park, Il. and Prices. 


Cc. 8S. OSBORNE & CO... NEWARK, N. J. 
ESTABLISHED 1826 
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STEEL WIRE 
SCRATCH BRUSHES 


A large variety for industrial and household require- 
ments. First quality backed by more than fifty years’ 


experience. 
Write for catalog and prices. 


THE HEROLD BROTHERS Co. 


Established 1874 
1104 W. 9th ST. CLEVELAND, O. 














POPULAR DEMAND 


thru national advertising plus 
a Convenience in Handling 
od makes the 


“LOWELL” 


peer Clothes Line Reel 
- One of your best sellers 


Keep up your summer stock 
Remember: Green and White Enamel 
Order from your jobber or write us for prices 


THE HOGE MFG. CO., Ine. 
215 Fulton Street New York 






















HARDWARE JOBBERS’ 
CATALOGUES 


J. H. YEWDALE & SONS CO. 
MILWAUKEE 


1865S — 1925 











NAIL - Graf, co | 


STAYS 

IN! Picture Hangers 
WON'T 

Size F ALL 
“" OUT! 


have a patented spring tongue that permits 
adjusting or removing nail, but prevents it 
from falling out. The only hanger with this 
important feature. Lies flat against wall. 
Does not mar plaster. Made of steel, lac- 
quered brass finish. Tool-tempered steel 
nails. Supports up to 100 pounds. Three 
handy sizes, retail, each size, 10c. packet. 








This hanger is a business getter. 
Write for free samples and offer. 


GRAFF-UNDERWOOD CO. 


Sole Mfrs. Graffco Vise Signals, Vise Clips, Vise Index 
Tabs, Bud Vases, Pencil Sharpeners, Maptacks, Thumbtacks 


20 Beacon St., Somerville Boston, 42, Mass 















IDEAL LINE 
ROLLING STEP LADDERS 





— Prompt 
rices ° 
are 25% Shipments 
lower than 
any other We make 
Rolli them to fit 
ddewn YOUR 
La og Shelving. 
on the 
Market. eine 
Satisfaction Catalog on 
Guaranteed. Request. 


SUCCESS FURNITURE CORP. 


St. Louis 


















































. See eee : 
: EAGLE = 
: STROP : 
: DRESSING 

- Made by & 
F the Wor]ds largesf - 
. Razor Sfrop Manuytacfurer™ 
waive" ron OUR aimOP CATALOGUE 
i KOKEN COMPANIES. & 








(Kirkwood), Mo. 

















Some dealers don’t 
carry 


Half Soles—Heels—Strips 


but—they'’re few and far hetween! 
Reason ?-—Outwear best leather 2 to 1. 
A good profit on every sale. 


(See page advt. nert week) 


PANCO CO., Chelsea, Mass. 


S 





\ ( 





Geo. W. Diener Mfg. Co. 
400 N. Monticello Ave., Chicago, Jil. 
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oe ce BS: H.B. Ives Co. 


“ New Haven, Conn. 


U. S. A. 


Established 1876 
Incorporated 1900 








Black and Galvanized 
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TIN AND TERNE PLATES 


We manufacture SHEET AND TIN MILL PRODUCTS for all pur- 
poses — American Bessemer, and 
American Open Hearih Stee! Sheets, 
Keystone Copper Steel rust-resisting 
Sheets, Apollo Galvanized Sheets, 
Formed Roofing and Siding Products, 
y Culvert and Flume Stock. Sheets for 
“Special Purposes, Roofing Tin Plates, 
Bright Tin Plate, Black Plate, Etc. 


AND TIN PLATE COMPANY, Frick Bidg., Pittsburgh, Pa. 


AMERICAN SHEET 
Send for booklets and weight cards— valuable to hardware merchants. 




















| 


Write for ‘complete price list, 
discount sheet, display cards. 


GIFFORD-WOOD CO. 
Main Office & Works: 7 Hill St., 
Hudson, N. Y. 


LT 














Your Customers Want 
Furnaces and Torches of 


QUALITY 


We Manufacture Them 





If you are not familiar with 
the “ALWAYS RELIABLE” 
line, you should investigate 
it immediately. 

Also a full line of plumbers’ 
tools. 

Jobbers can supply from 
stock, or will order for you. 


Otto Bernz Co. Inc. 
Patented. NEWARK, N. J 
No. 60 Furnace, . . : ee ‘ 
one gallon, Offices in New York City, Chicago, 


San Francisco, Los Angeles. Seattle, 


Gasoline-Kerosene 
and St. Thomas, Ont. 


Helena, Mont., 

















Manufacturers 
HIGH GRADE WINDOW AND DOOR 
SPECIALTIES 
Ae ie ee ae We Ww 
Wy. on i il all 
q (inh. ICE TOOLS 
A large stock always on hand 
nl in 
IWAN POST HOLE DIGGERS 
Always sell the best. Order from your jobber by these 
ote aes oe Perfection Digger, Hercules Digger, 
3 "Manufacturers, SOUTH BEND, IND. 


BUILDERS’ HARDWARE 
WRITE FOR ILLUSTRATED FOLDER 
i LOU Te 
Ice Tools and other equipment f 
for every ice handling purpose. 
| | | to —_ meet your re- 
NewYork, Boston,Chicago, Pittsburgh 
names. GENUINE IWAN AUGER, Invincible Digger, 
IWAN BROS., 











SUPERIOR 


OO ——- 


Hex Mesh 
POULTRY NETTING 


G. F. Wright Steel & Wire Co. 
WORCESTER, MASS. 

















uly Pim DUST PANS 
Put the Floor Within Reach 


No bending, kneeling or stooping to 
get the sweepings off the floor. All the 
dirt and dust goes in—not under—the 
pan. 

To let your customers know you 
have Polly Prim Pans, is to sell them. 
They eliminate unpleasant features with 
which every housewife is familiar— 
and anxious to avoid. 

Let us send you full details and 
prices on our complete line of up-to- 
date conveniences. 


PATENT NOVELTY CO., Ine. 


On the Mississippi 
Fulton, Illinois 





























STAY-WET 


Paint & Varnish 
Remover 


IT IS THE QUICKEST 
AND MOST POWERFUL 
VARNISH AND PAINT 
SOFTENER MADE. 

Its widespread popularity and 
big sale carry conviction. 

It is reasonably priced, car- 
ries a good profit and sells 


readily. 
Ask us for quotations. 


RELIABLE PASTE CoO. 


3223-25 Cottage Grove Avenue 
Chicago, Illinois 
Dry Paste—Paint and Varnish Remover—Calcimine 


es] 






































HARDWARE 














An Effective Low Cost Contact with Hardware Man- Each additional word 


ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages. 

Allow seven words for Keyed Boz Number Address. 
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All Capitals, EE Ee NT 4.00 
Bach additional En 5 666060600060 06060000006066608 
i inch Di titttitebjcé jcsedcudeieéduekmmacandasasaaneten 
Bach yy oe in 
4 insertions, 10% off; 8 insertions 15% eff 
Remittance Must Accompany Order 
50% off the above rates for Positions Wanted Advertisements 
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Business Opportunities 


Help Wanted 


Sales Accounts Wanted 





DESIRABLE OFFICE AND SALESROOM 
SPACE in the center of the hardware district on 
rs Street. The third floor of rem 
building at 151 Chambers Street, 25 x 75 
equipped with electric light, steam heat, and ali 
modern improvements, including elevator service. 
The balance of the building is occupied by the 
follewi well-known hardware manufacturers: 
] nson Arms & Cycle Co., John Russel] 
ee Co., Union Hardware Co., and Pike 

] 





Manufacturing Co. Rental, $175 00° per am. 
For further information or view of the ce 
ner, Manager, KE 
151 Chambers Street, 





“p ply to Herbert R. Con 
ANUFACTURING CO., 
New York City. 
EXCEPTIONAL OPPORTUNITY FOR 
LIVE HARDWARE MAN, wholesale and retail 
ess, centrally located on busy street in 
Brooklyn. First class stock, take 9 Pay- 
able half cash; balance—in notes. lease, 
rent, $100 per ‘month. Address Box we 
of HARDWARE Ace, New York. 


PARTNER WANTED —Real opportunity for 
live man, having $15,000 to invest, to secure in- 
terest in up-to-date hardware store established 35 
years. Previous hardware experience necessary. 
Additional capital needed to serve thriving in- 
dustrial center Western New England, trading 

pulation 300,000. Address Box G- 589, care of 

ARDWARE Ace, New York. 


HARDWARE AND HOUSEFURNISHING 
STORE, south shore of Long Island. Must sac- 
rifice. Other business. Address W. C. KOMAN, 
Sayville, L. I., N. Y. 


FOR SALE—A WHOLESALE HARDWARE 
BUSINESS. The merchandise and fixtures of 
the Tullis Hardware Co. of Montgomery, Ala. 
One of the best businesses situated in one of the 
best towns in the South. There is about $25.- 
000.00 worth of merchandise that can be bought 
with cash or interest-paying city real estate. 
HICKS & HENDERSON, 36 Commerce St., 
Montgomery, Ala. 


FOR SALE—STOCK AND FIXTURES. Up. 
to-date, old established hardware store in a grow- 
ing and prosperous Pennsylvania town of 35,000 
population, also the county seat, with a large rural 
trade to draw from. The store was equipped less 
than a year ago with the latest Warren Fixtures. 
Stock will invoice about $20,000.00. Address 
Box G-601, care Harpware Ace, New York. 


HARDWARE, PLUMBING, HEATING, 
TINNING BUSINESS for sale in a live manu- 
facturing town of 6000, sixty miles from New 
York in the heart of Orange County. Main auto- 
mobile highway passing through. Will take $18,- 
000. Rent cheap. Address Box G-602, care of 
Harpware Ace, New York. 























FOR SALE—Sheet metal shop, 12 years in 
Minnesota town, manufacturing an established 
line of ventilators. 250 barn cupolas alone one 
year. Also do job work. Equipment and stock 
invoicing about $2,500. Will sell for $1,500 


cash. Owner leaving city. Operating here can 
be moved anywhere. A real bargain worth in- 
vestigating. Address Box 7115-A, care of Harp- 


warE Ace, Otis Bldg., Chicago, Il. 


FOR SALE—A hardware business established 
35 years ago in a live village located in Western 
New York. Stock will inventory about $5,000. 
The building and fixtures can either be purchased 
or leased. There are living rooms equipped with 
medern conveniences above. Prefer not to give 
possession until July Ist. Address Box G-469, 
care of Harpware Ace, New York. 


Help Wanted 


IS OPEN to a man 
understanding the builders’ hardware business, 
having small capital, but no investment, to start 
his own business selling to owners and builders 
by contract in the New York City and swburban 
territory, backed by a New York City Hardware 
Corporation of high standing. Write full par- 
ticulars regarding your exnerience. Address Box 











AN OPPORTUNITY 


G-605, care of Harpware Ace, New York. 


SALESMEN WANTED CALLING ON 
HARDWARE and sporting goods trade in north- 
ern states to handle winter sports articles of 
national fame. Good ene nee to make money. 
Give references and full particulars in reply. Ad- 
te Box G-591, care of Harpware Ace, New 

ork, 


PRACTICAL MAN WITH EXECUTIVE 
ABILITY capable of taking charge and building 
up old established lock factory. Write fully 
your qualifications, age, salary expected and refer- 
ences. Address Box G-579, care of Harpware 
Acs, New York. 


SALESMAN WANTED—To sell door hang- 
ers; must be experienced in this line only. Give 
particulars as to experience, age, salary expected. 
Address Box G-598, care of Harpware AGE, 
New York. 


WANTED—EXPERIENCED MAN _ FOR 
BUILDERS’ HARDWARE DEPARTMENT 
IN WESTERN PENNSYLVANIA TERRI- 
TORY, CAPABLE OF HANDLING LARGE 
WORK AS WELL AS RESIDENCES. MUST 
BE ABLE TO READ PLANS. ONE FA 
MILIAR WITH CORBIN LINE PREFERRED. 
BEST OF REFERENCES REQUIRED. AD- 
DRESS BOX G-604, CARE OF HARDWARI: 
AGE, NEW YORK. 


UNDERHILL, CLINCH & CO. require the 
services of a man familiar with Long Island and 
Brooklyn trade. State age, experience and salary 
expected. 84 White St., New York City. 

















SALESMAN—EASTERN PENNSYLVANIA 
HARDWARE JOBBER wants experienced man 
to cover Southern New Jersey and Eastern Penn- 


sylvania territory. 
ARDWARE AcE, New York. 


Positions Wanted 


EXPERIENCED HARDWARE MAN wishes 
to connect with a reliable concern either as an 
inside or outside salesman. Has spent all his life 
from boyhood in the hardware field; 12 years in 
the jobbing end of the business and 17 years in 
the retail. Can give good reasons for desiring 
to make change. At present employed; married, 
age 43. Address Box G-597, care of HarDWARE 
Ace, New York. ' 


POSITION WANTED—SALESMAN, 31 
YEARS OF AGE, 12 years’ experience, ac- 
quainted with the retail hardware and _ house- 
furnishing trade throughout Greater New York, 
Brooklyn, New Jersey and Long Island. At pres- 
ent unemployed. Would like to get one or two 
good lines. References of the highest type can 
be furnished. Address Box G-599, care of Harp- 
ware AcE, New York. 














EXPERIENCED ALL AROUND HARD. 
WARE MAN, open about June 1. Eighteen 
years’ experience, East and Middle West. Prac- 
tical knowledge of following lines: builders’ hard- 
ware, sporting goods, paints and glass, crockery, 
plumbing supplies, mill supplies and advertising. 
Best of health, not afraid of work, A-1 references. 
Address Box G- 606, care of HARDWARE Ace, New 


York. 








WANTED—POSITION in wholesale or retail 
hardware store, manager or buyer, city or inside 
salesman, by married man. Several years’ ex- 
perience. Address C, O. MEYER, 161 Union 
St., N. E., Grand Rapids, Mich. 


Sales Accounts Wanted 


A RESPONSIBLE SALES AGENCY operat- 
ing as manufacturers’ representatives, covering 
Eastern Pennsylvania, Southern New Jersey, 
Delaware and Maryland with an office and s 
room located in the heart of the wholesale hard- 
ware district in Philadelphia, desires additional 
lines for both jobbing and Petes trade. —— 

are, tools or a specialty. Plen space 
for a consigned stock if desired. A Aa Box 
G-531, care of Harpware Acr, New York. 











Address Box G-580, care of. 








SOUTHERN 
REPRESENTATION 


If you desire representation in the South- 
ern and Southwestern states south of Ohio 
River, and have a standard line of goods to 
sell to the Wholesale Hardware, Drug and 
Notion trade, or any one of them, you have 
an opportunity of making arrangements with 
one of the most successful established firms 
who personally solicits this line of trade 
three to four times a year. We strictly limit 
our lines, but have decided to add one more 
to our list. Members of the ‘‘Old Guard.”’ 


Address Box G-603 
care of Hardware Age, New York. ) 


Se ee ne Ae 














AUTO BULB DISTRIBUTOR COVERING 
Iowa and Wisconsin territory wishes quotations 
on good selling items for automotive and _ hard- 
ware trade such as spark plugs, fan belts, etc. 
Goods purchased outright on a strictly cash with 





order basis, Address B. C. Opfer, Waukon, 
Iowa. 
REPRESENTATION WANTED—Manufac- 


turers’ agent with established trade and New 
York office, calling on department stores, chain- 
store syndicates, jobbers, and retailers, desires 
factory representation of kindred lines for the 
Metropolitan district. Hardware preferred; elec- 
trical specialties also considered. Address Box 
G-592, care of HArpware Ace, New York. 


Sales Representatives Wanted 


SALESMEN WANTED to sell the retail hard- 
ware and kindred trade, package and bulk ‘‘Purity 
Brand Lawn Seed” as a side line. Liberal com- 
mission. For particulars. Address Box G-584, 
care of Harpware Acz, New York. 


SALESMAN TO CARRY SPARK PLUG of 
superior merit as side line on straight commission 
basis. State territory you cover and lines ey 
carry and gve reference. Address Box 82, 
care of Harpware Acz, New York. 


SALESMEN—We have several openings for 
high caliber salesmen, experienced and success- 
ful, to sell an old established line of tools and 
razors to the retail trade. Exclusive territory. 
Commission proposition. Can be carried in con- 
nection with other lines. State territory covered. 
— Box G-596, care of Harpware Acz, New 

ork, 


WANTED—SALES REPRESENTATIVE for 
Eastern Pennsylvania and New Jersey territories. 
Established line of barn equipment, door hangers, 
haying tools and wheel goods. Apply at once, 
— references and full waselodinre. Address 

x &-600, care of Harpware Ace, New York. 


SALESMEN—Kellogg Mfg. Co., Westfield, 
Mass., desires several men for open territories to 
carry most complete and lowest priced line of 
household and personal brushes, to be sold to 
dealer trade. Men familiar with housefurnishing 
trade and ex-brush salesmen are invited to reply 
direct by mail to Room 906, 25 West 45th St., 

ew York City. 


SPECIALTY SALESMAN, calling on hard- 
ware and radio jobbers to handle specialty of 
unusual merit on commission basis. To exper- 
ienced and successful salesmen exclusive territory 
will be assigned. State full particulars regarding 
field covered and give references. Address Box 
G-608, care of Harpware Ace, New York. 


REPUTABLE MANUFACTURER OF DOG 
FURNISHINGS and sundry leather goods items 
desires salesmen to cover sections west of the 
Mississippi River. Good proposition to depend- 
able men. References and details in first letter. 
~ a ge Box G 607, care of Harpware AcE, New 

ork. 
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FORS' j ‘NER BI’ rs One of the Most Remarkable Tools for Wood 

Working Ever Invented for Brace and Machme 
The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 
arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. It is preferable and more 
expeditious than chisel, gouge, scroll-saw, or lathe tool combined fer cere- 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 













eee 


THE PROGRESSIVE MFG. CO. --- TORRINGTON, CONN., U.S.A. 


Cushio 
TIRE 














REVOLVING 
CABINETS 


Hardware stores, dealers in 
auto supplies and garage 
owners like these cabinets. 


They prevent mixing of bolts 
or screws. 

Large capacity. Small space. 
Many sizes. Send for Cata- 
log and Price List. 

Your Jobber will supply you. 


American Bolt & 
Screw Case Co. 


Dayton, Ohio 


Insure perfect shelf service for any line of mer- | 
chandise. Deep tread steps, properly spaced, with |. 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. ; 
Both hands free to remove or replace stock without { 
danger of falling. Cushioned Tired Trolley and 
Truck Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely 
available for stock purposes. 
style—neat of design—nicely 
finished—any height ceil- 
ing. Thousands in 
ase. Circular on 






















A Faster Selling Mop Offers More 
Profit and Quicker Turnover— 


Convince yourself by selling SQUEEZ-EZY. 
The mop that wrings by a twist of the 
handle. Keeps hands out of water. Saves 
time and back-bending. 


SQUEEZ-EZY MOP CO., INC. 
New Orleans, La. 


hd id 
Major’s Cement 
is good for repairing china, 
glassware, bric-a-brac, meer- 
schaum, tipping billard cues. 
Rubber and Leather Cements 
all three kinds. 20c a bottle. 


Major Manufacturing Co. 
No. 461 Pearl St., N. Va Cc 





ihe 
sitaarg \ 1876 
300 (Tbe) 


A TRADE MARK 







































J. L. THOMPSON MFG. CO. 
Waltham, Mass. 


“They Have a 
Bull Deg-Grip” 





American Can 





Senntumeet Oe Ceca’) Tubular and Bifurcated 
ide Be Aatieen Con Camgene =fiveats= 





1018 Unien Bank Bildg., Pittsburgh, Pa. 


The “TORREY” 

















; —r— ELEVATORS 
A Real Man’s Razor oe pairy Gates . DUMBWAITERS 

Send for Catalogue of Full Line Made'in All Styles. Write for our catalog 
om E Elevator Co. 
J. R. TORREY RAZOR CO. Syracuse Stamping $11 Now St. Philadelphia 





TE ET A CE es PO Ss eneinetenaretiatenteiabetnmenetneiteeaimnaetinnaentineell 


WORCESTER, MASS. a, 


SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Silver Lake Co., Newtonville, Mass. 


cymes AXES 














Taintor Positive Saw Set 


All _§ steel. Fully 
Guaranteed. Send 
for Free Book. 










YERDON CAST 
BRASS HOSE BANDS 
give JUST THE SERVICE 
you want Hose Bands for 

._ on All Hose Connections. 
A trial will convince. 


WILLIAM YERDON, Box 102, Fert Plain, N. Y. 


, ae 





TAINTOR MFG. CO. 
113 Chambers St. N. Y. City 


ELEVATORS 




















EYELET TOOL CO. 


and Sets (Hand 
Scythes since 1912. Axes since 1880. 





The SIDNEY ELEVATOR Mfg. Ce. 
190 Dorchester Ave., Boston, Mase. Sidney, Ohie 





i ilateishennenttieemennnienrennttimnitelitedneneenememeateell elton eeeeneateeennainetnenemniaal 


RIXFOR DisiStineaceve 


Easily first in the manufacture of 

















CARPENTER’S 
—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 


Tools for Stone-Working 


Send for our Catalogue—FREE 
TROW & HOLDEN CO. 


Barre Vermont 
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INDEX TO ADVERTISERS 











THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the advertising contract. 


No allowance will be made for errors or failure to insert. 


Every care will be taken to index correctly. 
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Balmer Co., J. H............+--- . : ET a em ee 129 
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Bommer Spring Hinge Co............... 135 | Jennings Mfg. Co., Russell.............. 140 Sterling Wheelbarrow Co................. 149 
Dee POSES Gk. ccc cccccccceccsceses 127 | K Stewart Iron Wks. Co................... 147 
Brainerd Mfg. Co............-0.sse0ee00> 134 a Stratton Mfg. Co... ooo ccc ccc cece cccccece 147 
Bridgeport Screw Co............20+++05: 121 I 120 Success Furniture Corp.................- 142 
Brookins Mfg. Co......... ee ee _" ns cence ek sé Une bew shee 141 Sundstrand Adding Machine Co.......... 41 
Brooklyn Daily Eagle (Catalog Dept.)... 89 | Jinan Bros. Co........................ 134 | Superior Tack & Nail Co................ 132 
Brown & Sharpe Mfg. Co.............-- oS | Koken Companies, Inc.................... 142 | Syracuse Stamping Co., The............. 145 
Bushnell Novelty Co............+-..-0005: 132 | L T 
Cc | ia Crete Mite. Oe............ ee 145 
ee, 5 i 665008 084% 0846 KO Sl | «=ewell: Mf. Coc... cccccccccccccccuvcccs ce I Ie ib okie dievicrciicccces 136 
Cary Mfg. Co............eeeeeeeeeeeeeres 138 | Lowell Specialty Co..............0...00:. 35 | Technical Glass Co................ sovees 114 
Casement Hardware Co...............-++. 29 | Ludlow-Saylor Wire Co................... 116 | Thomson Mfg. Co., Judson L............. 145 
Century Electric Co.............-+-+++-- BP. RTI Five crdccccivcccoceédecseces 128 | Torrey Razor Co., J. R........e.seee coos 145 
Certain-teed Products Corp........ 11-12-13-14 | M Be Ee, SOE 145 
Bi ccandvecsanndbenebet ee es 48 | Tubular Rivet & Stud Co................ 112 
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Clemson Bros., Ime.............+--e0+++: 133 | Masback Hdwe. Co....................--. 147 I a 7 
Cleveland Wire Spring Co................ 138 | Massasoit Mfg. Co...............cccceee. 147 Unien Steel. Products Co..........00.00. 137 
Coes Waremth Cen. cccccccccccccccscccess 117 | Maydole Hammer Co., David............. 147 United Royalties Corp................00- 137 
Congoleum-Nairn, Ime. .........0.--0055- 87 Mechanics & Metals Nat’l Bank.......... 109 ee ee ct cs ccueneacwenees 145 
Connecticut Valley Mfg. Co............. 147 Michigan Metal Products Co............. 136 U. S. Expansion Bolt Co.......... coccce. 134 
Continental Wood Screw Co.............. ef cers ve sacisskseuessases 4 | Universal Industrial Corp................ es 
Corbin, P. & F..........-ceeeeeeseeeeess 25 Miller Tool & Mfg. Co................05.. 129 
ee ino cctcksinaddébédswses 114 Milwaukee Corrugating Co............... 148 Vaughan & Bushnell Mfg. Co.......... 3 
Cordley & Hayes............5.-eeeeeeeee 123 Monarch Metal Products Co.............. 132 Vichek Tool Co., The............ eee reese 23-24 
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D Be I Gis n ccccccccccccccscess 134 Wagner Mfg. Co...........cccsccscccees 43-44 
Dazey Churn & Mfg. Co................+- 147 Morrill, Inc., Chas.................0.0ce. 128 Walden-Worcester Co., Inc.,............. 127 
DeLaval Separator Co..................+- 97 | Myers & Brother Co., F. E............. 307-145 Walworth Mfg. Co........... te eeeeeeeees 17 
—i oS “erent 124 N Warren Mfg. Co., J. D...............+4+. 111 
Diamond Calk & Horseshoe Co........... 130 National Level Mfg. Co..............0.2. 140 Western Importing Co................... 135 
Diamond Saw & Stamping Co............ 140 New Britain Machine Co................. 147 a ie PEE Dsiaesesesevrscoensens et 
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DEALERS WANTED EVERYWHERE Iron Fence, Gates 


wn Vases 




















1 ASG) Y ~ ‘s a 
CABINET/ \ HEATER  UNAUAUH General Iron 
This modern heating plant requires no basement, yet it heats the entire cons. an are oF 
house. It takes up little space and is as attractive as a fine piece of | TE TT | CHAIN-LINK 
furniture. Write today for our dealer proposition. <688n. eereeg WIRE FENCE 












































THE FOX FURNACE COMPANY Ask for Catalog 
Largest ae _— THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 


STRA TTO Plain “4 es in 
HANDLES 


For Smali Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 


- 



































Knife, scissors, sickle, anything, ‘“Shar- 
pit’? will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 
maker. Send for our special offer! 


DAZEY CHURN & 


ip MFG. CO. 
(ar — pce a Ave. 





Louis, Mo. 























Jersey Copper Screen Cloth is easy to sell because its dura- 


bility, stiffness and tensile strength are soextensively advertised Robertson “Horse Shoe — Hammer S 








THE NEw JERSEY WIRE CLOTH Co. Permanent magnet which holds 
act Sao the tack in position for driv- ] 
| RSE fis Trentun 623 South Broad em Jersey ing. Awarded the Silver Medal - 
rs (the highest offered) at the Panama- Pacific Exposition. 


| a Good profit. Write for price list. 
Or er creen lo Name and design trade marks registered U. S. Pat. Off. 
ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 


Made of Copper 99.8 % Pure 































‘“T Make the b H 9 CUTS CLEAR THRU 12 GAUGE ae, 
ene a SNe ee NO. 30 BENCH SHEAR 
D. Maydole, 1843 (Searight Patent) P 
Made with patented compound 
lel ent leckaeke diate Ge ta an eee ee ia ee 
a n e 
maintained the standard set by the founder of this oes - MP gene Phareacti 
business over 80 years ago. able for sharpening. 
THE DAVID MAYDOLE HAMMER CO. Write for folder. rT 
Berwtes Now Sam BARTLETT MFG. CO. 430 E. Lafayette Ave., Detroit, Mich. 


























Waste — Mops — Wicking 
Cleaning Cloths 


¥: Caulking Cotton — Chemical Cotton 
MASCO Send for samples and prices 





——$—$——___ BALANCED 








‘Pie Tools in the Pleid Bow” sncovers) pHi iiiory MasoracTuning ¢o., 
eS ed PD ee a aeons 





icago Office - - ~ 189 West Madison St. 

















MASBACK PRICE SERVICE fhe New Britain Machine Company 





Keeps vou informed at all times Socket Knocked Down 

ot the Net Cost on approximately Wrench Bench Legs 

30.000 items of Hardware Sets -In Cartons 
Masback Hardware Co. Inc., SO Warren St., New York New Britain Connecticut 





























MARION SHEARS 


For hedge, grass, sheep 
and mules. The highest 
quality you can get at 
any price. Write for 
catalog 16. 


Marion Tool Works, Inc. 









ita Bits of All Kinds 


Marion, Indiana The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 

















THE FOWLER & UNION 
“ REQUIRES aesnetearenteemsiiiiiniinain aaa HORSE NAIL CO. 


HEAT” . a FREE HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant of 
1000 MILITARY RD., BUFFALO, N. Y. 
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“Surprised at the Clear Facts it Contains” 


said a Contractor, and so will you: The Index of 
a “The MixcGR, Guide”’ 
UCH enthusiasm as has greeted “The Milcor Guide’”’ is un- Suggests its Value 
usual, to say the least. Requests have already mounted high 

into four figures — thousands of Dealers, Contractors, Engi- Detailed Erection Instructions on Milcor 
neers and Architects promptly wrote for this book at the first Art hae re a pig ae 
announcement—and thousands more are expected. Se ee ee ne rn 
Metal Ceilings and Walls, Mechanical and 
Get your request in at once if you have not done so before. You Architectural Specifications with elaborate 
will find this book worth while—we promise you that! Or, if you illustrations and comprehensive descrip- 
know anyone, even a prospective builder, who might be interested tions on Roofing, Ventilators, Skylights, 
in the Milcor Method of Firesafe construction, send us the names a ce sam Cornices, —— 
and we will gladly cooperate with you by sending the book to ASCOT CLARE, GC. —— OH COR 
eh Fi f the lichen: £ stic Mil densed into such clear and understandable 
em, too. Firesafe, storm-tight, lightning proof, artistic Milcor Seeman dee seb seen an weline ele bank 

Metal Roofs are not merely described in this book, but practical highly and use it constantly. 


instructions for erecting them are given in detail. Similar valu- 
able data is included on Milcor Invisible Joint Metal Ceilings 
and other products. 

And this is a book that will help you to sell, for it is temptingly 
attractive and artistic—printed in five colors! 


. ° * .» Bear in mind that we are always 
Free Engineert ng Servi ce pleased to aid you with Lump-sum 


estimates or Quantity Surveys on those portions of any building involving 
the use of Milcor Products. No cost to you for this service — neither 
will you be obligated in any way. Make use of this service constantly. 
First of all—don’t put this off—write now for your “Milcor Guide”. 
Use the Coupon, a Post Card or a brief note. It’s worth while! 


MILWAUKEE CORRUGATING COMPANY 
MILWAUKEE, WISCONSIN 


Kansas City LaCrosse Minneapolis Chicago Little Rock Boston sronenessnsesenee | 


vA CORRUGATING COMPANY, 
ILWAUKEE, WISCONSIN 


4 

7 

: 

4 Gentlemen: Without cost or obligation to me, please 
send a copy of your new “Milcor Sheet Metal Guide”’. 


MILCOR >: 

















ARCHITECTURAL «= 
SHEET METAL PRODUCTS 


Cc ity. Strate . 





Line of Busi | 
seeeeeseseecaeeteasasesseseesaasesaseaseaaeaasaece Seseeessacenacacacd 
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ho ATABOY-BARO is Built for: thé.) 


| et ll 
bee | 













The 


SERVICEABLE wheelbarrow is an essential part of the home and 
garden equipment. The wheelbarrow might just as well be attrac- 
tive and convenient, as to be unattractive and cumbersome. 


ATTRACTIVE AND CONVENIENT 


Describes the Ataboy-Baro. Not only is it convenient for the user, 
either child or adult, but it is likewise convenient for the dealer to han- 
dle. It is cheap also from the standpoint of delivery and storage. 


The Ataboy is made of the same high-grade materials as embodied in our standard line—just smaller. 


Warehouses—Milwaukee, Chicago, New York, Cleveland, Detroit, Philadelphia, St. Louis. 


Write for Catalogue and Dealer Prices. 
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The Brand Your Father Used : 


SHAPLEIGH HARDWARE CO. 


INTERNATIONAL DISTRIBUTORS 


ESTABLISHED 1843 


ST. LOUIS, U. S. A. ee... ae 


IN THE U. 8. PATENT OFFICE 














TRACE MARK REGISTERED 
IN THE U S. PATIN OFFICE 


“DIAMOND EDGE 1S_A QUALITY PLEDGE” 


Shapleigh National Series No. 1256 
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